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We are telling MILLIONS 
about the 


EXTRA SALES FEATURES of 





CARBON PAPER 


In The Saturday Evening Post, Time Magazine, Gregg 
Writer and System & Management Methods (combined 
circulation more than 3!9 million), we are telling your 
customers about the extra sales features of Micrometric. 
Thousands of them have written us already requesting 
samples. Thousands more have gone to their stationers 


to see this new kind of carbon paper. 


3 WAYS TO TURN THIS ADVERTISING INTO PROFITS 


@ Identify yourself as the store that carries Micrometric. Ask 


the Webster salesman for our attractive window display. 


@ Advertise yourself — in newspapers and by direct mail. 
(Mats and direct mail pieces on request.) 

@ Tell people about Micrometric. There is no substitute 
for aggressive selling. Many stationers have found Micro- 


metric just the thing they have needed to get new cus- 


tomers into their stores. Use Micrometric — for greater 


profits in every item you carry. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge, Massachusetts 
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{ OFFICE APPLIANCES 
is a news and technical 
trade journal, serving 
the entire industry of of- 
fice equipment. It covers 
the manufacture and 
distribution of office 
machinery, office devices, 
office furniture, office 
supplies and the entire 
range of commercial sta- 
tionery. Its comprehen- 
sive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual 
prestige. It serves a cli- 
entele composed of man- 
agers and agents for the 
various office machines, 
devices and supplies, 
commercial furniture, 
commercial stationery 
dealers and many of the 
largest corporations in 
the United States. It 
also reaches some deal- 
ers in fifty-four other 
countries who deal in 
American office equip- 
ment. 


4 No person, firm or cor- 
poration, either directly 
or indirectly connected 
with the industry the 
journal represents, has 
any share in its owner- 
ship or voice in shaping 
its policy, which has in 
view at all times the best 
interests of the field it 
serves. It aims to dis- 
cuss all subjects fairly, 
and to furnish its read- 
ers reliable information 
concerning the progress 
and development of the 
office appliance industry. 
It will answer any ques- 
tions germane to its field 
to the best of its ability, 
and it asks its readers in 
all parts of the world to 
aid it with inquiries and 
suggestions, to which it 
will give prompt and 
earnest consideration. 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 
facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 


customers. 


They do, however, offer their service in resolving 


any disagreements which result from relations established 
through the journal. 


A 
Acco Products Inx¢ 
Acme Staple ¢ 
Allen & Co 
Alma Desk C 
Amer. Autom. Typew. ¢ 
American Embossing Co 
Amer Number Macl ( 
Amer Stentex Corp 
Ames Supply Co 
Armel Mfg. Co 
Art Metal Construction Co 
Art Steel Co., In 
Autopoint Company 
Auto-Typist, The 

B 

ra Box C 
tt. LL. M. Compan 
s, F. W Ltd 
“ St nie rR 
ck hk & Car ( 
jushnell Alval ( 

Cc 
irpenter, I W Mfre. ¢ 
ise BRrothers Ir 
‘el-U-Dex Corporation 
irotyvye > TY? 
lip-On Corp 
ode Mfg. Corp 
‘olumbia Rib. & Carb. ¢ 
ilumbia Steel kq. ¢ 
‘omptometer T he 
‘“onsolidated Staple Co 
‘ook c ce 
orona Typewriter 
‘rown Ribbon & Carb. Co 

D 
lick, A. B., ¢ 

E 
igle Ottawa I ither ¢ 
tlliott-Fisher.78, Back ¢ 
ingraved Stats Buffalo 

Fr 
“aber, A. W In 
‘aries Mfe Co 

B. Mfg. Co 
‘elt & Tarrant Mfg. Co 
‘ulton Specialty C 

G 
reneral Fireproofing <¢ 
The 
‘its Bros. Mfg 
ilobe-Wernicke 
iraff, Geo. B., Co 
‘rand Rapids L. L. B. Co 
iuide System & Supp. ¢ 

HE 
H. A. Ink Eradicator Co 
Harding, Milo, Company 
Harriman-Welts Prod. Co 
Heyer Corporation 
Hotchkiss Sales 

I 
Imperial Desk Co 
Indiana Desk Co 
Internat’'l Typewr lex 

J 
Jasper Chair C f 
Jasper Desk Co 
Johnson Chair ¢ 

K 
Kilian Mfe. ¢ 

L 
Leatheroid 
Leipzig Trade Fair 
L,ittle A. Ine 
ls . La Met ( 

uM 
Mar old Supp ‘ 
Markil co 
Marl Mt ( 


SD mt ped oa} 
1S © 


S-Iners 
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Martens Type Cleaner Co 95 
Meilicke Systems, Inc.. S4 
Metalstand Co. . 92 
Methodes 127 
Mever & Wenthe — 
Miami Systems Corp., The $4 
Mimeograph, The 43 
Mimeo Service Bureau 92 
Mittag & Volger, Inc 61 
Mohican Pencil Co 122 
Moore Push Pin Co 125 
Munson Supply Co 4 
Myrtle Desk Co o6 
N 
National Blank Book Co ov 
National Brief Case Co 122 
National Vuleanized Fibre 
Co 107 
Neva-Clog Products, In S4 
o 
Oakville American Pin Div. 47 
Old Town Rib. & Carb. Co.100 
Oxford Filing Supply Co 113 
Pp 
Pacific Cb. & Rib. Mfg. Co. 7 
Parrot Speed Fastener Cp. 81 
Peerless Key Co Ine 91 
Phillips Process Co Inc..124 
Phillips Rib. & Carb. Co..121 
Pronto File Corp r 110 
Pruitt, Ime 91 
Pryn William, of Amer..121 
Q 
Qualit Park Env. Co 120 
R 
Reliable Tw. & A. M. Corp. $0 
Remington Rand Int'l, Ltd.109 
Rite-Rite Mfg. Co 125 
Rockwell-Barnes Co LOS 
Rotospeed Company, The 95 
Roval Typewriter Co 128 
s 
Scripto Mfg. Co 66 
Sengbusch Self-Cl. Inkstd 
Co 103 
Shaw-Walker Co t 623 
Sheaffer, W. A., Pen Co 64 
Sherman-Manson Mfg. Co. 84 
Shipman-Ward Mfg. Co g3 
Smith, Bradner, & Co lt 
Smith am’ & & Corona 
Typewriters, Inc. . 45 
Speed Key Mfg. Co 92 
Stationery Mart 101 
Stein Bros. Mfg. Co 118 
Storms, H. M., Co 114 
Sturgis Posture Chair Co..125 
Sundstrand A. M.. Back Cover 
T 
Toledo Metal Furniture Co. 82 
Triner Scale & Mfg. Co 93 
Tubular Specialty Mfg. Co. 94 
Turn & Harrison Pen 
Mrz. Co 12 
U 
Underwood-Elliott-Fisher 
Co 78, Back Cover 
| S. Tw. Rib. Mfg. Co 22 
Vv 
Vail Manufacturing Co Ho 
Varityper Div. Coxhead 95 
Victor Safe & Equipment 
Cc : ‘ 24 
w 
Wagemaker Co 121 
Warshaw Mfe. Co 11% 
Webster, F. S., Co 2 
Weis Mtg. Co 67, 68. 69. 70 
Wholesale Typewriter Co, $2 
Wiggins, John B., Co 125 
Wrenn Paper Co., The 120 
"= 
Yaw in & Erbe Mfg. Co..1' 


For the benefit of the subscribers the lines advertised are here 


classified. 


Many of the requirements of the modern business 


office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 


Adding Machines 
Comptometer 53 
Felt & Tarrant Mfz. Co 53 
Sundstrand Add.Mch.Back Cover 
Adding Machines, Rebuilt 
Reliable Tw. & A. M. C 90 
Wholesale Typewriter Co 92 
Adding Machine Rolls and Paper 
Rockwell-Barnes Co 108 
Smith, Bradner & Co .116 
\dding Typewriters 
Underwood, Elliott-Fisher 


Co 78, Back Cover 

Addressing Machines, Used and 

Rebuilt 
Pruitt, Ine 91 

Adhesives 
(See Inks, Adhesives, ete.) 

Arch and Clipboards 
Globe-Wernicke Cx 102 
Rock well-Barnes Co 108 
Shaw-Walker Co 63 

\sh Trays, Office 
Faries Mfg. Co ..104 
Oakville American Pin Div 47 

Autograph Register Supplies 
Miami Systems Corp., The 94 

\utomatic Typewriters 
Amer. Automatic Typewr 

Co 93 

Bankers’ Note Cases 
Art Steel Co 112 
General Fireproofing Co 48 
Globe-Wernicke Co 102 

Billing Machines 
Elliott-Fishe 78. Back Cove 
Underwood Elliott Fisher 

‘oO 78, Back Cover 

Binders, Catalog and Periodical 
Acco Products me oo 

Blank Books 
National Blank Book Co 59 
Rockwell-Barnes Co 108 

Blotters 
Wrenn Paper Co., The 1°20 

Blue Print and Plan File Cabinets 
Acco Products, Ine 60 
Art Metal Construction Co 5D 
Columbia Steel Equip. Co 57 
General Fireproofing Co is 
Globe-Wernicke Co. lo 
Shaw-Walker Co 63 
Yawman and Erbe 105 

Bond Boxes 
Art Steel Co . 11° 
General Fireproofing Co., The 48 
Globe-Wernicke Co 102 
Weis Mfg. Co 67, 68, 69. 70 

Book Cases 
Alma Desk Co 117 
Art Metal Construction Co 55 
General Fireproofing Co 48 
Globe-Wernicke Co 10e” 
Shaw-Walker Co 63 
Weis Mfg. Co 67, 68. 69. 70 
Yawman and Erbe 105 

Bookholders 

cco Products, Inc 60 

Book Rings 
Carpenter, E. W.. Mfg. Co. .124 
Oakville American Pin Div 17 


Bookkeeping Machines 
Elliott-Fisher 78. Back Cover 


Underwood, Elliott-Fisher 


Co. 78, Back Cover 

Box Letter Files 

Art Steel Co 11” 

Globe-Wernicke Co Lo” 

Rockwell-Barnes Co 108 

Weis Mfe. Co 67, 68. 69. 70 
Brief and Zipper Cases 

National Brief Case Mfg 

Co 122 

Stein Bros. Mfc. Co 118 
Business Shows 

Leipzig Trade Fairs 115 
Caleulating Devices 

Meilicke Systems, Inc 84 

Reliable Tw. & A. M. Corp 90 
Calculating Machines 

Comptometer os] 

Felt & Tarrant Mfg. Co 53 

Sundstrand Add. Mch. Back Cover 
Calculating Machines, Rebuilt 

Reliable Tw. 4 Corp 90 

Wholesale Typewriter Co 9” 
Carbon Papers 

(See Ribbons and Carbons) 
Card Index Boxes and Trays 

Art Metal Construction Co Bo 

Art Steel Co 11° 


Columbia Steel Equip. Co 57 
Globe-Wernicke Co., The 102 
Guide System & Supply Co 58 
Shaw-Walker Co. 63 
Warshaw Mfg. Co 119 
Weis Mfg. Co 67, 68, 69. 70 
Yawman and Erbe 105 
Cash Boxes 
Art Steel Co Im 112 
General Fireproofing Co... The 48 


Casters, Caster Bearings, Slides, 


ite. 
Kilian Mfg. Corp 


123 

Celluloid Envelopes 

Markilo Co i2s 
Chair Pads and Cushions 

Bickett, L. M., Co 123 
Chairs 

General Fireproofing Co is 

Jasper Chair Co 62, 118 

Johnson Chair Ce 50 

Sturgis Posture Chair Co 125 

Toledo Metal Furniture Co 82 
Chairs (Posture) 

General Fireproofing Co 48 

Johnson Chair Co 50 

Sturgis Posture Chair Co 125 

Toledo Metal Furniture Co 822 


Check Protectors & Writers, Used 


Reliable Tw. & A. M. Corp. 90 
Checks, Stamped Metal 
Meyer & Wenthe 94 


Clips, Paper (See Paper Clips) 
Coin Bags, Trays and Wrappers 

Art Steel Co., Ine 112 
Copyholders 


Acco Products, In« 60 
Costumers 
General Fireproofing Co., The 48 
Globe-Wernicke Co lo” 
Cuspidors 
‘aries Mfe. Co 104 
Dating Stamps 
Amer. Number. Mach. Co 91 
Fulton Specialty Co 1°4 
Meyer & Wenthe 94 
Desk Lamps 
Faries Mig. Co 104 
Marks Mig. Co 124 
Desk Pending-Letters Holders 
Acco Products, Ine 60 
Desk Trays 
Art Metal Construction Co 55 
Art Steel Co Inc 112 
General Fireproofing Co 48 
Globe-Wernicke Co 102 
Shaw-Walker Co 63 
Weis Mfg. Co 67. 68. 69. 70 
Desk Work Distributors 
Art Steel Co 112 
Bristow, Stanley R 95 
Globe-Wernicke Co 1oO” 
Sengbusch Self-Closing Ink 
stand Co. 103 
Shaw-Walker Co 63 
Victor Safe & Equip. Co 14 
Desks 
Alma Desk Co 117 
Art Metal Construction Co 55 
Columbia Steel Equip. Co 57 
General Fireprofing Co 18 
Globe-Wernicke Co 102 
Imperial Desk Co 100 
Indiana Desk Co 114 
Jasper Desk Co 118 
Myrtle Desk Co 56 
Shaw-Walker Co. 63 


Wagemaker Co. 121 


Weis Mfe. Co 67. 68, 69. 70 
Yawman and Erbe 105 
Dictation Machines (Used) 
Pruitt, Ine 91 
Duplicating Machines 
Dick, A. B., Co 3 
Harding, Milo, Co 93 
Heyer Corporation, The inn 
Mimeograph, The 43 
Pruitt, Inc. 91 
Rotospeed Co., The 95 
Duplicating Machine Supplies 
American Stentex Corp RS 
Armel Mfg. Co book aace oi ee 
Columbia Ribbon & Carbon 
Co, 71 
Dick, A, B., Co #5 
Harding, Milo, Co 93 
Heyer Corporation, The 12z¢ 
Mimeo Service Bureau +t bad 
Pruitt, Ine 91 
Rotospeed Co., The 95 
Engraving, Copper Plate 
figgins, The John B., Co 125 








JANUARY, 1934 
Envelopes 
Bushnell, Alvah, Co 108 
Globe-Wernicke Co 102 
Quality Park Envelope Co. .120 
Envelopes, Celluloid - 
Markilo Co. .125 
Envelope Openers 
Oakville Amer. Pin Div . 47 


Eradicators, Ink 2 


H. A. Ink Eradicator Co 125 

Heyer Corporation, The 129 
a (Chemical) 

H. . Ink Eradicator Co .125 
wet. (Rubber) 

Faber, A. W.. Ine : 6+ te 

Oakville Amer. Pin. Div. . 47 
Erasers, Steel 

Gits Bros. Mfg, Co . 124 
Exhibitions 

Leipzig Trade Fairs 115 
Eyelets 

Oakville Amer. Pin Div es | 


Fan Fold Form Tw. Attachment 
Miami Systems Corp., The.. 94 

File Boxes, Collapsible Corrug. 
Bankers Box Co : 2 
Globe-Wernicke Co., The. ..102 
Guide System & Supply Co 58 
Oxford Filing Supply Co... .1 
Pronto File Corp ‘am 

File Boxes, Metal 


Art Metal Construction Co.. 55 
Art Steel Co ‘ 112 
Rockwell-Barnes Co. 108 
Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp 123 


Filing Cabinets, Metal 


Art Metal Construction Co 55 
Art Steel Co. Dé 132 
Columbia Steel Equip. Co.. 57 
General Fireproofing Co. . 48 
Globe-Wernicke Co. 102 
Remington Rand Int'l Ltd 109 
Shaw-Walker Co. 7 63 
Yawman and Erbe 105 
Filing Cabinets, Wood 
Acco Products, Inc. aay 
General Fireproofing Co., The 48 
Globe-Wernicke Co . . 102 
Guide System & Sup. Co . 58 


Quality Park Envelope Co. .120 


Rockwell-Barnes Co. ...... 108 
Wagemaker Co. . jaan cae 
Weis Mfg. Co. ..67, 68, 69, 70 
Yawman and Erbe 105 
Filing Supplies 
Acco Products, Inc... . .. 60 
Art Metal Construction Co... 55 
Bushnell, Alvah, Co. . .108 
General Fireproofing Co . 48 
Globe-Wernicke Co., The 102 


Guide Systems & Supply Co. 58 
Oxford Filing Supply Co....113 


Remington Rand Int'l Ltd. .109 
Rockwell-Barnes Co. .. ..108 
Shaw-Walker Co. ‘i.e 
Wagemaker Co. — 121 
Warshaw Mfg. Co 119 
Weis Mfe. Co 67. 68 69, 70 
Yawman and Erbe Mfg. Co..105 
Folders 
(See Filing Supplies) 
Fountain Pens 
Autopoint Company 117 
Sheaffer, » i Pen Co . 64 
Gummed Cloth Rings 
Graff. Geo. B., Co —— 
Warshaw Mfg. Co 119 
Index Card Signals 
Cook, H. C., Co. 115 


George B.. Co . re 


Graff 

Moore Push Pin Co 125 
Index Tabs 

Cel-U-Dex Corporation 116 

Globe-Wernicke Co., The 102 


Guide Systems & Supply Co. 58 
Markilo Co. .. ne 125 
Victor Safe & Equip. Co 124 
Warshaw Mfg. Co re) | 


Inks, Adhesives, Ete. 
Harriman-Welts Prod. Co 124 
Inkstands 
Sengbusch Self Closing Ink- 
stand Co. ..103 
Knives, Office 


Gits Bros. Mfg. Co 124 
Lamps, Electric 

Faries Mfg. Co 104 

Marks Mfg. Co 125 
Lead for Mechanical Pencils 

Autopoint C ompany .. > sae 

Faber, A. W., Inc.... ene ee 

Seripto Mfg. ‘Company a. 


Leather Goods 
National Brief Case Mfg. Co.122 


Leather Upholstered wuss 


Jasper Chair Co 118 
Leathers, Upholstering 

Eagle Ottawa Leather Co 106 
Letter Distributors 

Bristow. Stanley R. 95 

Globe-Wernicke Co. 102 


Letter Trays 
(See Desk Trays) 
Letterheads 
American Embossing Co 127 
Engraved Staty. Buffalo. ..127 
Wiggins, John B., Co ; 125 
Library ~ 1 weed 


Art St Co... 112 
General Fire proofing Co .. 48 
Globe-Wernicke Co be - 102 


Lockers and Storage Cabinets 
Art Metal Construction Co 55 
Art Steel Co 7 


General Fireproofing Co 
Globe-Wernicke Co. 
Shaw-Walker Co. 

Yawman and Erbe 


cogs Leaf Books and Systems 
1 


B. Mf«. Co 


“rene mapas L. 1 


Binder 


Loose Leaf Envelopes, Celluloid 


Markilo Co. 
Loose Leaf Metals 

Carpenter, E. W.. Mfz. Co 

Loose Leaf Metals Co . 
Mail Distributors 

Bristow, Stanley R ori 

Globe-Wernicke Co., The. . 
Map Tacks 

Graff. George B.. Co.. 
Matched Office Suites 

Art Met 

General Fireproofing Co... 

Globe-Wernicke Co., The. 
Memorandum Books 

National Blank Book Co 

Rockwell-Barnes Co. 
Memorandum Devices 

Bristow, Stanley R 2060 
Mending Tape (Gummed) 

Warshaw Mfg. Co......... 
Moisteners 

Sengbusch 

stand Co. =—7 

Numbering Machines 

American Num, Mach. Co. . 
Office Machy., 

Pruitt, Ine. 


al Construction Co. . 


Self Closing Ink- 
PS 


.124 
127 


91 


Used and Rebuilt 


Office Partitions and Railings 
a) 


Globe-Wernicke Co. 
Oil, Office Machine 
Clarotype Co. 
Rockwell-Barnes Co. 
Pads, Figuring 
National Blank Book Co. . 
Rockwell-Barnes Co. ... 
Paper 
Scheth Deened Co. 
Smith, Bradner, & Co 
Paper Clamps 
Acco Products, Ine 
Paper Clips 
Acco Products, Ine 
Clip-On yg : ‘ 
Cook, H. C., Co 
Fulton Spe. c “ig alty Co 
Graff. George B.. Co 
Oakville Amer. Pin Div 
Rockwell-Barnes Co. 
Vail Manufacturing Co..... 
Paper Fastening Machines 
Acme Staple Co..... 
Hotchkiss Sales Co eee 
Neva-Clog Products, Ine 


Parrot Speed Fastener Corp. 


Victor Safe & Equip. Co 
Paste 

(See Inks, Adhesives, ete.) 
Pen and Pencil Clips 

Oakville Amer. Pin Div 
Pencil Sharpeners 

Graff, George B., Co 
Pencils, Cedar 

Faber, A. W.. Ine 

Mohican Pencil Co. . 
Pencils, Mechanical 

Autopoint Company 

Rite-Rite Mfg. Co 

Scripto Mfg. Co 

Sheaffer, W. A. 
Pen Sockets 

Sengbusch Self Closing Ink 

stand Co. ok tich A 

Pens & Penholders 


Pen Co 


Sengbusch Self Closing Ink- 


stand Co 


Pens, Steel 
Turner & Harrison Pen Mfg. 
Gay » maens ada étecececet 125 
Picture Hooks 
Moore Push Pin Co.... 
Pins and Pin Containers 
Oakville Amer. Pin. Div... . 


Prym, William, of America.12 

Vail Manufacturing Co..... 65 
Platens, Typewriter 

Ames Supply Co.......... 72 

Shipman-Ward Mfg. Co.... 83 

Wholesale Typewriter Co... 92 
Postal Scales 

Triner Scale & Mfg. Co..... 93 
Pressboard 

Case Brothers, Inc......... 49 
Publishers 

SG, We We BMRs cst ces 126 

ee ee 27 
Punches 

Acco Products, Inec........ 60 

Globe-Wernicke Co. ....... 102 
Push Pins 

Moore Push Pin Co....... 125 
Ribbons and Carbons 

PS ee 119 

Buckeye Ribb. & Carbon Co.107 

Come Beas Gs wicca wae 125 

Columbia R. & C. Mfg. Co.. 7 

Crown Ribbon & Carb. Co. .112 

BOGE Me Ics Enc dubeewss 111 

Manifold Supplies ake ea 46 

Mittag & Volger, Inc...... 61 

Old Town Ribbon & Carbon 

Se Spree .100 
Pacific Carb. & Rib. Co.... 73 
Phillips Process Co., Inc. ..124 


Phillips Ribbon & Carbon Co. 133 
Rockwell-Barnes Co. 10 


a, SS SS Se 114 

U. S. Typewr. Rib, Mfg. Co.122 

Webster, “eee 2 
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THE SERVICE BUREAU), 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. 
requests for catalogues to bring their files up to date, 
le in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 
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Globe-Wernicke Co. . 102 
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Thumb Tacks 
Graff, George B., Co....... 54 
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Typewriter Cleaning Material 
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Webster, F. S., Co. 
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Munson Supply Co........ 94 
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Speed Key Mfg. Co........ 92 
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Fee 
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Typewriter Parts and Tools 
Ames Supply Co. 
Shipman-Ward Mfg. Co.... 83 
Wholesale Typewriter Co... 92 
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Shipman-Ward Mfg. Co.... 83 

Wholesale Typewriter Co... 92 
Visible Index Systems 

Art Metal Construction Co.. 55 
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OFFICE APPLIANCES 





8) 
The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 
SITUATIONS WANTED WANTED TYPEWRITER MECHANIC-SALESMEN 
W N 2D: a pe enced Com! tio i Mus ve ) ity to sel 
QUALIFIED SALESMAN or sales promotion director interested in change ANTEI Experienced Combination man Must have ability t ell 
. and experienced in all makes of typewriters Must be neat and come 
with petential future poss ibilities, salary no object where determination t - ; > 
9 , well recommended as to honesty and ability Typewriter Repair & Sales 
succeed will mean future advancement; 7 years’ actual selling experience Co 118 E Adams, Muncie, Indiana 
married ; 30 years old; 2 years’ college training. Address A-94, care Office a tee ne ames 
Appliances, Chicago WANTED-—-TYPEWRITER MECHANK state age, experience, and sal 
ary expected Address N-111l, care Office Appliances, Chicago 
ST ‘IONE s .ESY N for . department manager for one of —— > — - ~ - _ — on — 
Nearer eee ee ee eee a tceeen to 460. WANTED—BLLIOTT-FISHER MECHANIC—OPPORTUNITY TO SELL 
arges Stationery stores | ev sNgliane Aso exp i a a d W | Crowley Co Milwaukee 
the dealer in the northeastern section, seeks new connection as manager or ————— mon 7 
manager of sales of stationery and office supply store Interested particu 
larly in New England or New York state except New York city Can fur BUSINESS OPPORTUNITIES 
nish convineing references from former dealer customers Now employed FOR SALE OFFICE SUPPLY and Equipment Business in an industrial 
but can make change on short notice. Address A-97, care Office Appliances center Location Ohio River Valley Offering proposition of interest on 
Chicago account of other business Address Box N-116, care Office Appliances 
_ Chicago 
CAPABLE STATIONERY MAN thoroughly grounded in all forms of ac 
counting and accounting systems, with experience as sales manager and REPRESENTATIVES WANTED 
general manager for leading stationery manufacturers, desires to return to : en — —— ~ 
the industry after several years’ absence in other lines. Well acquainted REPRESENTATIVES WANTED to call on stationery trad Nationally 
with principal stationers from coast to coast. Has served successfully in known manufacturer of Duplicating Machine Stencils, Inks and Supplies, 
various important capacities Thoroughly equipped to handle any connes desires the services of a few live progressive salesmen with built-up 
tion in loose leaf or any other line of merit sold to dealers. Not particular clientele among the Stationery Trade This line can be carried along 
ot othe Ss one mS tho “0 P \ cle: 
as to locatior Can do a good job for some concern seeking improved con with your other ne og Maar a _ * — ye cat protectes 
tact with the trade Address A-101, care Office Appliances, Chicago erritories on strictly commission basis. Repeat commissions each month 
a - . Pewee 2 - 2 ~ —— without callback Write Box N-115, care Office Appliances, Chicago 
SALESLADY with five years’ experience in commercial stationery seeks — — — oo —= - = ——= 
new connection with established office supply house Experience besides REPRESENTATIVES AVAILABLE 
selling also ineludes buying and office work Prefer to locate in a city of HIGHLY EXPERIENCED MAN is available for the New York and South- 
100.000 or leas Good references Address A-102, care Office Appliances ern Area in handling steel office equipment, making own drawings, in the 
Chicago work of building up dealers and securing adequate merchandising. Filing 
—_ > stationery items may be included An outstanding record of achieve 
EXCEPTIONABLE ABILITY is available either for store manager or out ent with arrangements suitable to the times Address A-107. care Office 
side selling in a man of long and varied experience in the equipment and Appliances Chicago 
stationery field, specializing in merchandising, store arrangement and win - - —— - 
dow dressing, and for outside work able to make outstanding contacts and SALES ORGANIZATION with twenty-five agencies or branch offices in 
own drawings for equipment arrangements. Office Appliances, Box A-103 principal cities of United States and Canada seeks one additional specialty 
Chicago as , “ , line to sell direct to users. Now giving full time to just one specialty 
, which is unique in its service and has little direct competition in the 
OFFICE FURNITURE SALESMAN who has traveled the entire Mississippi office equipment field Will consider only lines which, if arrangements 
valley and the southeast is available for new connection Is acquainted can be made, will be permanent part of the organization's activities. In 
with furniture buyers in practically entire country Experience has had to terested in exclusive sales rights. A-95, care Office Appliances, Chicago 
do mostl) with desks and chairs Familiar also with oy furniture lines CHICAGO SALES AGENCY with remarkable record for results is open 
and accessories \ capital producer in ; poaswon to take new a for one new mechanical specialty Has been established for years and 
on short notice Will consider any location or territory Address A-98 s well regarded by important buyers Well developed sales and service 
care Office Appliance Chicago departments Can give to some manufacturer the benefit of branch office 
SALESMAN WITH SUCCESSFUL experience selling office machines and results without branch office expenses Address A-%6, care Office Appli 
accessories principally to dealers is open for new connection Will con inces, Chicago 
sider anything for office use, whether machine, stationery or furniture SALESMAN OF MORE than ordinary ability selling a small specialty in 
First-class references as to character and ability Seeking a road connec California desires one additional line Has made remarkable record as 
tion Located now in the south, but will go anywhere according to Op- specialty salesman Has carefully trained organization Equipped to sell 
portunity presented Address A-100, care Office Appliances, Chicago direct to user or through dealers to conform to manufacturers’ selling 
SALESMAN WHO IS KNOWN to every member of the stationery trade in policy Address A-99, care Office Appliances, Chicago 
the Central Northwest, and who has had years’ of successful selling experi PACIFIC COAST DISTRIBUTOR carrying stock here open for additional 
ence, is open to take position or to accept agency for lines sold through irticles for stationery trade Western Sales Co., 1779 Oxford St., Berke 


retail stationers Address A-104, care Office Appliances, Chicago ley, Calif 
THE FOLLOWING SPECIALTY HOUSES for typewriters, duplicators and 


1 HAVE SOLD office supplies and equipment for many years. Fuliy qual 
office accessories invite capable factories to send samples and offers 


ified to handle any office equipment or stationery line Know every worth ~ 
while dealer in the U. 8. A Will travel anywhere Address A-105, care Kartro-Werke Karl Trostli, Wien I., Wachtergasse 1 
Office Appliances, Chicag N. V. Handel My Kartro, Amsterdam, C. Singel 127 
Kartro-Aktien-Gesellschaft, Berlin-Halensee, Kurfiirstendamm 153 
MECHANIC-SALESMAN Fifteen years’ experience, on office machines, a Soc. An. Kartro, Geneve, 8 Vieux College ; 
good knowledge of commercial stationery, outside man, wishes to connect Kartropol Karol Trostli, Krakow, Kopernika 6 
with a reliable organization, or a dealer Address A-106, care Office Ap Soc. An. Kartro, Paris 25, rue de Petrograd 
pliances, Chicago Kartro zavody Karel-Trostli, Praha IIl., &redovska 19 
——— - : : Nordiska Kartro A. B. Stockholm, Drottninggatan 102 
SALESMEN WANTED Kartro Poduzece Trostli D. D., Zagreb, Jelecicev trg. 6 
MULTIPOST CO., Rochester, N. Y., has an attractive sales proposition for S. A. I. Kartro, Milano, via Mauro Macci 28 
a man having some experience in sale of office equipment, in following acne te ion vn 
cities Baltimore, Birmingham, Ala., Atlanta, Denver, Indianapolis, Cleve FOUNTAIN PEN REPAIRING 
land, Memphis Address Multipost Company, Rochester, N. ¥ FOUNTAIN PENS REPAIRED (all makes) for the trade since 1904 


CORPORATION SALESMAN WANTED 4 well known stationery house on meow for prompt service. Welty Pen & Repair Co s6 S. State St 
licago 


n New York City ha i fine opening for a man with a wide acquaintance 


smong purchasing agents and who has specialized on this type of selling . 

in metropolitan New York area. Give past experience and full information FOR SALE AND WANTED TO BUY ' 

Address Box N-119, care Office Appliances, 100 E. 42d St., New York ELLIOTT-FISHER MACHINES, Typewriters, Adding Machines, all office 

equipment, bought and sold. Chicago Office Appliance Co., 533 So. Dear 

EXCELLENT OPPORTUNITY for established manufacturers’ representa born, Chicago 

tive with lines not competing with our popular and fast selling stapling — <= ; 

machine and staples in territory of Colorado, Idaho, Montana, Nebraska, SELL US YOUR Kardex, Acme Postindex cabinets, aiso Dictaphones, 

South Dakota and Utal Must have wide acquaintance among dealers in Ediphones, Adding and Calculating machines. Highest prices paid Uni 

this territory Please give full particulars Address N-114, care Office versal Office Equipment Co., 396 Broadway, New York City 

Appliances, Chicago TYPEWRITER DEALER would like No. 4 Caligraph if price is reason 

. - : — — able Prefer machine still in working order Give some idea as to 
4 ’ 0 mL , through consts . - . ‘ ai 

FINANCIAL INDEPENDENCE AND INCOME FOR LIFE through astant condition and cost Address N-113, care Office Appliances, Chicage 


ever increasing repeat commissions without call-backs. The business made 


rich by the depressior Spare time test will convince you of the in ADDRESSOGRAPHS, Multigraphs, Dictaphones, Folders, Sealers. Write 
mensity of the opportunity Commonwealth N. Co 08 S. Dearborn, Chi us, Save money Pruitt, 166 N. LaSalle, Chicago 
<o MULTIGRAPH RIBBONS re-manufactured Guaranteed work, quick 
EXPERIENCED DUPLICATING machine and supplies salesmen wanted service Send us your old ribbons today 144 yard reels of typewriter 
to sell the popular Hesco dry stencils, inks, et Must be capable of ribbon fabric, with handy winder, a specialty Also two grades of excel 
financing yourself Protected territory Profitable repeat business Ex lent duplicator ink Lewis Co., 95la N. 4th St., Milwaukee, Wis 
cellent opportunity H. E. Smith Co., 135 S. 15th St., Newark, N. J BILLING AND BOOKKEEPING machines, late models, Elliott-Fisher 
MANUFACTURER OF STEEL Office Equipment desires to fill vacant ter I nderwood, Burroughs, ete., bought and scld Maloney, Gilmore Co., 
' 08 So. Dearborn St., Chicago 
ritories with commission men carrying other nes experience preferred = 
Address N-112, care Office Appliances, Chicage MODEL 10 DICTAPHONES, Ediphones, 200M series offered to dealers at 
~~ : prices that will make real profits Visible filing equipment, all makes 
SALESMEN Established specialty (35¢ retail) selling to stationers, hought and sold Hanover Office Equipment Co., Ince 80 Greenwich St., 
department stores Pocket sample Mention territory and lines now New York City 
selling Weinman Brothers, In 5 OW Adams St Chicage 
ELLIOTT-FISHER machines bought, sold and rebuilt \reeter-Warsh Co 
rWO 5@c¢ REPEATERS for men selling direct to offices Specify lines Plankinton Arcade Milwaukee. Wis 
now handled Address N-117, care Office Appliances, Chicago : 


CONTROLLED LINES’’——We have several office appliances selling fron SALES PROMOTION 

ne to five dollars on which we protect salesmen in a specified territory ADVERTISING and SALES COUNSEL and SERVICE in office appliance 
(rive references and ther lines carried Reply N-118, care Office Aj field Twenty years’ specialized experience Tim Thrift 7016 Euclid 
pliances, Chicag Ave Cleveland, Ohi 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted, 





No. 1,935,609. Total key unlocking means for adding 
machines. Glenn J. Barrett, Grand Rapids, Mich. (as- 
signor to Portable Adding Machine Company, Chicago, 
i1.). Application June 17, 1931. Sertal No. 545,070. 

No. 1,935,641. Filing device. Fred J. Kline, Bay- 
ville, L. 1. (assignor to Acco Products, Inc., Long Is- 
land City, N. Y., a corporation of New York). Appli- 
cation February 2, 1932. Serial No. 590,368. 

No. 1.935.664. Sheet metal cabinet. John 9 
Grand Rapids, Mich. (assignor to The Metal Office 
Company, Grand Rapids, Mich., a corporation of Mich- 
igan). Application January 15, 1932. Serial No. 586,- 
891. 

No. 1,935,718. Furniture buffer. Walter J. Johnson, 
Evanston, Ill. (assignor to Johnson Chair Company, 
Chicago, tll., a corporation of IlMinois). Appiication 
May 22, 1931. Serial No. 539,247. 

No. 1,935,959. Depository for burglar proof chests. 
Charlies F. Sioberg, York, Penna. (assignor to York 
Safe & Lock Company, York, Penna., a corporation of 
Delaware. Application Sept. 9, 1932. Serial No. 632.- 
335. 

No. 1,936,046. Calculating 
Chase, South Orange, N. J. (assignor to Monroe Cal- 
culating Machine Company, Inc., Orange, N. J., a cor- 
poration of Delaware). Application April 30, 1931. Se- 


rial No. 533,946. 

No. 1,936,063. Stapling machine. Arthur H. May- 
nard, Warwick, R. |. (assignor te Boston Wire Stitcher 
Company, Portland, Maine, a corporation of Maine). 
Application July 9, 1930. Serial No. 466,768. 

No. 1,936,546. Paper file. Charles E. Attwood, Lake- 
wood, and Raymond C. Fitch, Jamestown, N. Y. (as- 
signor to Postindex Company, Inc., Jamestown, N. Y., 
a corporation of Massachusetts). Application Sept. 8, 
1932. Serial No. 632,179. 

No. 1,936,558. Index card. Joseph M. Meyers, Pitts- 
burgh, Penna. (assignor to Remington Rand, Inc., But- 
falo, N. Y., a corporation of Delaware). Application 
Aug. 15, 1930. Serial No. 475,537. 

No. 1,936,594. Power driven ribbon feed and reverse. 
Charles A. Fuchs, Hollis, N. Y. (assignor by mesne as- 
signments to Raiph C. Coxhead Corporation, New York, 
N. Y., a corporation of Delaware). Application Feb. 
19, 1932. Serial No. 595,758. 

No. 1,936,738. Typewriting machine. John Toggen- 
burger, Bogota, N. J. (assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware). App.ication November 25, 1929. Serial No. 
409,511. 

No. 1,936,818. Locker. James E. Bales, Aurora, and 
Walter N. Vance, Chicago Heights, Ill. (assignors to 
Lyon Metal Products, incorporated, Aurora, Ill., a 
corporation of Illinois). Application August 17, 1929. 
Serial No, 386 551. 

No. 1,936,915. Tacking machine. Fridolin Polzer, 
South Norwalk, Conn. (assignor to The E. H. Hotch- 
kiss Company, Norwalk, Conn., a corporation of Con- 
necticut). Application March 4, 1931. Serial No. 519,- 
913. 

No. 1,937,047. Typewriting machine. Russell G. 
Thompson, Rochester, N. Y. (assignor to Electromatic 
Typewriters, Inc., Rochester, N. - @ corporation of 
New York). Application April 30, 1930. Serial No. 
448,564. 

No. 1,937,067. 
J. Parker, Newark, N. J 
Serial No. 577,135. 

No. 1,937,107. Twisting filler fountain pen. Andreas 
Bienenstein, Toledo, Ohio (assignor to The Conklin 
Pen Company, Toledo, Ohio, a corporation of Ohio). 
Application May 22, 1933. Serial No, 672,251. 

No. 1,937,720. Protected inking fabric. Edward W. 
Sibley, Kenmore, N. Y. (assignor to Remington Rand 
inc., Buffalo, N. Y.). Application April 3, 1929. Se- 
rial No, 352.307. 

No. 1,937,858. Method of making 
Raiph F. Taber, North Tonawanda, N. 


machine. George C. 


Finger guide for typewriters. Philip 
. Application Nov. 24, 1931. 


index strips. 
Y. (assi te 
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Remington Rand Inc., Buffalo, N. Y.). Original appli- 
cation No. 6, Serial No. 146,764, now Patent No. |,- 
801.401. Divided and this application February 9, 
1931. Serial No. 514,597. 

No. 1,937,883. Carl M. Friden, Piedmont, and John 
Renholts, Oakland, Calif. (assignors to instograph, 
Ltd.. Oakland, Calif.. a corporation of California). 
Application June 9, 1931. Serial No. 543,078. 

No. 1,937,931. Fire resistant cabinet or safe. Carl 
F. Wolters, Marietta, Ohio (assignor te Remington 
Rand inc., Buffalo, N. Y.). Application Feb. 24, 
1930. Serial No. 430,993. 

No. 1,937,935. Sheet metal shelving. Frank M. Zim- 
merman, Aurora, Ill. Application Jan, 9, 1931. Serial 
No. 507,623. 

No. 1,937,998. Article of furniture. Clement R. Uhi, 
Toledo, Ohio (assignor to The Toledo Furniture Com- 
pany, Toledo, Ohio, a corporation of Ohio). Original 
application May 15, 1931. Serial No. 537,511. Divided, 
= this application August 29, 1932. Serial No. 630,- 


No. 1,938,386. Stapling machine. Harry E. Hicks. 
Paimyra, N. J. (assignor to Acme Staple Company, 
Camden, N. J., a corporation of New Jersey). Appli- 
cation January 21, 1932. Serial No. 587,938. 

No. 1,938,728. Reversible ribbon feeding mechanism. 
Grant Arthur Tompkins, Groton, (assignor to 
L. C. Smith & Corona Typewriters inc., a corporation 
of New York). Application Jan. 21, 1933. Serial No. 
652,814. 

No. 1,938,879. Frank H. Waggoner and John J. Jo- 
sephs, Philadeiphia, Penna. (assignors to The Sikes 
Company, a corporation of Delaware). Application 
May 28, 1932. Serial No. 614,080. 

No. 1,938,908. Mounting for sliding drawers. David 
E. Hunter, Muskegon, Mich. (assignor to The Shaw- 
Walker Company, Muskegon, Mich., a corporation of 
ced Application Nov, 5, 1932. Serial No. 641,- 


No. 1,938,944. Index tab. Reginald Miller Tussing, 
Marietta, Ohio (assignor to The Victor Safe & Equip- 
ment Company, Inc.. North Tonawanda, N. Y.). Ap- 
plication June 30, (931. Serial No. 548,020. 
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No. 1,939,049. Record controlied machine. William 
F. Gutgesell, Endicott, N. Y. (assignor by mesne as- 
signments to International Business Machines Corpora- 
tion, New York, N. Y., a corporation of New York). 
Application October 30, 1931. Serial No, 572,108. 

No. 1,939,199. Clip attachment for fountai 
and other tubular articles. Andreas Bienenstein, "Te 
ledo, Ohio (assignor by mesne assignments to The 
pen Ra omenatarnn Company, Toledo, Ohio, a 
orporation o io). Applic 
Sertal Me, 676.172 pplication June 16, 1932. 

No. 1,939,250. Desk. Albin G. Bloomdah! and Wil- 
son W. Shaw, Jamestown, N. Y. (assignors to James- 
ne — semnens, Jamestown, N + & Cor- 

on o ew York). Applicati 
Serial te. Ser nea. pplication March 8, 1932. 

No. 1,929,278. Cash register. William H. Robert- 
son, Dayton, Ohio (assignor to The National Cash 
Register Company, Dayton, Ohio, a corporation of 
Maryland). Application Dec. 17, 1930. Serial No. 
503,037. 

No. 1,939,316. Combined typewriting and computin 
machine. Henry L. Pitman, Westfield, N. J. Ganstonar 
to - nae A Company. New York, N. Y.. a cor 
poration o elaware. Applicati ° 
Serial No, 592,495. a 
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Italy Increases Duties on Typewriters 


Commerce Reports] An Italian governmental 
decree December 5, increased sharply the rate 
of import duty on typewriters and parts; also 
cinema and radio apparatus. 

The new rates on typewriters are levied in 
lire per kilo; the former rates are in parenthe- 
ses: Typewriters weighing over ten kilos, 35; 
weighing ten kilos or less, 45 (both formerly 
18.30) ; parts of typewriters, 54 (22). 

In addition to the specific rates of duty shown 
above, there is a general ad valorem duty of 
fifteen per cent of the cost-insurance-freight 


value. 
—_—_ ——___ 

Wire Strung Tags in Parcel Post 

The United States post office department has 
modified its rule against the use of wire for at- 
taching shipping labels to parcel post mail. 
Wire may be used if it is soft drawn, not larger 
than twenty-four gauge. 











te. 





Complimentary dinner to the Mayor 
and officials of T. Eaton Company, Ltd., 
Board of Control of the City of Toronto, 
and members of the office equipment in- 
dustry, given by the Canadian Business 
Equipment Manufacturers Association 
following the opening of the recent Can- 
adian Business Show. Number 1 in the 
picture is Mayor Stewart; number 2 is 
T. R. Crayston, president of the Cana- 
dian Business Equipment Manufactur- 
ers Association, and number 3 is L. C. 
Stowell, president of the Office Equip- 
ment Manufacturers Institute of the 
U. S. A., guest speaker. 


(See page 24) 
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HO FRIENDS! ! HAPPY NEW YEAR!! 

For your messages of good will, friends here at home and friends across the sea, 
our grateful appreciation. You have cheered us on our way. 

May 1934 discover ways to resolve some of the difficulties with which most of us 
have so long contended and out of the experience to come, may we develop better 
understanding of relative values and greater appreciation of things worth while. 
\lay higher concepts and loftier motives bring peace and a greater measure of hap- 
piness throughout the world. 


-o- 


Russian Trade 
@ Office equipment manufacturers who are considering preparation for culti- 
vation of the Russian market, will find a practical suggestion in the following 
excerpts from an article written by Mr. John P. Mendeleef of Leningrad for 
the November, 1929 number of Office Appliances. Elsewhere in this number 
is reference to Mr. Mendeleef’s present work in Russia. 

“Firms who wish to be successful here must take steps right now to acquaint 
Russia with their products. To this end manufacturers should have special 
representatives who are familiar with the requirements of this market. These 
representatives should be supplied with the proper kind of sales literature in 
the Russian language, properly and attractively printed. For this purpose it is 
best to have the printing done in America because printing is further advanced 
in America and cuts can more easily be supplied to the printer. Through the 
\mtorg (American-Russian Trading Organization) a permit should be secured 
to ship this literature to Russia. 

“The duties of the representative should be to distribute this reading matter 
to the addresses of all prominent offices, answer inquiries arising from the dis- 
tribution of the sales literature, furnish details about the line, etc. Of the pos- 
sibilities for steel furniture, I am particularly hopeful. We have practically 
none here and I know that interested prospects will be glad to apply to the 
government for the necessary permit to import such equipment from America. 
Without special government permission nothing can be imported into Russia. 

“While American industries have in the Amtorg a very good commercial 
representative in Russia, it seems to me to be impossible for the Amtorg to 
devote special efforts to office equipment. Thus, while the Amtorg furnishes 
an excellent point of contact between American industry in general and Rus- 
sia, it is manifestly not possible for the Amtorg to devote its time and efforts 
to furthering the interests of individual manufacturers and the individual lines 
of office equipment.” 


-o- 


The Commercial Stationer—An Evolution 
@4)t is a far cry from the old English stationer who sold foolscap paper, quill 
pens and ink from a tray upheld by a strap across his shoulders, and occupied 
by right of possession a “station” on some London corner in the days of good 
Queen Bess, to the modern commercial stationer whose place of business has 
grown into an emporium with a hundred salespeople and executives to carry 
on the business. The history of civilization for half a thousand years is pic- 








tured in this development. 
remained in one spot 

Some of these men were enterprising. 
by their wit and efficiency. By ; 
and rented a stall, adding a few books. 
however. 


the stationery line, 
Today 


most of the 


he was a stationer because he occupied a 

More and more people were attracted 
some extra bold fellow took a chance 
He became a bookseller, not forgetting 


and by 


commercial stationers in the 


larger cities have 
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The stationer of olden time was a peddler who 


“station.” 


discon 


tinued their book departments for the swifter turn-over and the larger rewards 


ottered by the sale of staple stationery 
furniture and the like. 


and business equipment devices, office 


In the present issue is a department containing h: ilf a score of articles written 
by men from various sections of the country who tell of their success in han 
dling office machines and devices, even to typewriters and other machines. The 


“impossible” 


decade ayo can't 


Mr. Foster Comments Upon Busi- 
ness Conditions in England 
Wilham H. Foster, 

ot the board, The 

proofing Company, Youngstown, 

Ohio, returned last month from a 

trip to England, much impressed 

with his observations of business 


chairman 
General Fire 


conditions there 

“Business in England ts flour 
ishing,” said Mr. Foster, “par 
ticularly in the steel and textile 


industries. Steel plants in South 


Wales, which have been idle for 
the past ten years, are in full 
blast \s the change is the re 
sult of natural conditions, no 


artificialities being employed to 
bring it about, not only is the im 
provement considered permanent, 
but increasing advances in all 
lines are confidently expected. 
‘The office equipment business 
is sharing in the improvement 
The Kenrick & Jefferson Com 
pany of West Bromwich [one of 
the leading companies in the field, 





WILLIAM H. FOSTER 
and well known over here], being 
frequently under necessity of em 
ploying its clerical force several 
hours overtime to enter the daily 
orders. 
“Because of curtailment of ex 
France, Holland 
countries are 


port business im 


and Belgium, these 


has come to pass. 
do without them now. 


Note and Comment 


still more or less in the grip of de- 
pression, 

Among the pleasant incidents 
of Mr. Foster’s visit are several 
spent as the guest of Mr. 
Jefferson of K & J and Mrs. 
Jefferson at Stratford-on-Avon, 
where they were spending the 
summer, and “tea on the terrace 
at the House of Parliament,” 
where he had the pleasure of 
meeting Mr. Lloyd and 
some other members. 

~--> 
Mr. Mendeleef Receives Prized 
Russian Order 

The resumption of diplomatic 
relations between the United 
States and Russia was cause for 
satisfaction in both countries 
This sentiment was well ex 
pressed in a letter recently re 
ceived from John P. Mendeleet of 
Leningrad, Russia, one of. the 
pioneers in the advocacy of the 
use of American office machines, 
and systems as well as teacher, 
agent and inventor. Although 
now seventy years of age, Mr. 
Mendeleef still retains the zeal, 
courage and strength to continue 
his work for the betterment of 
Russian office practice along 
American lines insofar as objects 
and conditions make such action 
practical. 

Mr. Mendeleef was engaged 
the office equipment business in 
many years and was 
leading authority in 


days 
Fred 


( re ree 


Russia for 
considered 
the field. 
Something more than twenty 
years ago he published a compre 
hensive and practical volume en- 
titled Fundamental Principles of 
Contemporary Office E ‘quipment. 
The book was reviewed in Office 


Appliances for August, 1912. 
Prior to engaging in business 
for himself in 1911, Mr. Mende 


leef was general manager of the 
|. Block Company, one of the 
large ‘st office equipment concerns 


Those who could not handle specialties a 


in Russia. The company intro 
duced the Remington typewriter 
in Russia and was general agent 
for as many as ten other outstand- 
ing U. S. office machine, furniture 
and supplies manufacturers. 

On the date of the fourteenth 
anniversary of the October revolu- 
tion, Mr. Mendeleef was _pre- 
sented with the order of “Udar 
nika” for his present work as 
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manager of the technical library 
of the Leningrad Division of 
Projects, the work being spon- 


sored by him in various kindred 
fields. This order of Udarnika is 
by no means freely awarded, par- 
ticularly to the passing genera- 
tion, but is given more generously 
to younger people, who have 
shown great endeavor in carrying 
out the work of the order. 


A New Computing Machine 

Aside from his governmental 
duties, for the last few months 
Mr. Mendeleef has employed his 
leisure time in working on im 
provements to his calculating de- 
which performs addition and 
subtraction, and multiplication 
and division, without mental ef- 
fort on the part of the operator. 
He invented this machine in a 
somewhat different form several 
ears ago. For the model he was 
certificate, and for the 


vice, 


awarded 








JANUARY, 1934 


invention and 
method he 
medals. 

The present model on which 
Mr. Mendeleef is working is much 
smaller, and can be used to obtain 
ready answers in any number of 
digits. It is possible to reduce the 
size still more so that the device 
can be carried in a vest pocket, 
like a logarithm rule. He believes 
his invention can be readily 
adapted to ten-key accounting 
machines, giving multiplication 
and division without working the 
control, 

Mr. Mendeleef is also working 
on a reformed calendar. 


adoption of the 


recel\ ed two sil\ er 


Mr. Seitz Gives Fine Tribute to 
Canada 

J. J. Seitz, president of Under 

wood Elliott Fisher, Ltd., To- 


ronto, Canada, pays a fine tribute 
to Canada in the December issue 
of the U. E. F. News. It was Mr. 
Seitz who pioneered the Under 
wood in Canada, and no small 
part of the predominant position 
which that machine has achieved 
in the Canadian market has been 
due to his genius in sales promo- 
tion, and to his intelligent, unre- 
mitting labor. Throughout the 
years of his activities, now cover- 
ing a generation or more, he has 
never lost his zeal for the great 
Canadian empire, with the devel- 
opment of which he has been so 
long and so closely associated. 


RADE conditions are 
changing like a kaleidoscope. 
The tempo of life is altering 
fast, beyond all recognition. 
Fate has no pity for those who 


Canada, he remarked, comprises 
the prodigious area of 3,729,665 
square miles—a country so vast 
that if the continental area of the 
United States were to be set down 
in the midst of it, 800,000 square 
miles of Canada would project 
about the edges. 

Canada, avers Mr. Seitz, has 
many virtues and few faults. It 
is rich in grains, minerals, forest 





J. J. SEITZ 


products, fisheries; it abounds in 
game, even unto the “Big Bad 
Wolf”; its mountains, lakes and 
rivers offer spots of scenic gran- 
deur hardly to be surpassed. 

“Canada has neither bootlegers, 
gangsters, nor night clubs. Jus- 
tice is swift and criminals few and 
soon caught. There are no hurri- 
canes, nor are the people in fear 
of earthquakes.” 

The Dominion’s principal short- 


Tim Talks 
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if such they may be 
termed says Mr. Seitz—are its 
truly formidable distances and 
lack of a sufficient population to 
work its mines, till its acres, and 
promote industry generally — 
which reminds us of the reply of 
the younger William Pitt to the 
member of the House of Com- 
mons who twitted him on his ex- 
treme youth (Pitt was twenty- 
one). “Youth is a distemper,” 
said he, “which time will inevi- 
tably cure, and it is one which the 
honorable member would himself 
recall had the Almighty given 
him the power to do so.” 

Canada beckons. It is a land 
of opportunity for young and 
vigorous people. It is one of the 
few frontiers where Nature still 
reigns and dares the hardihood of 
the pioneer. 

Becoming retrospective, Mr. 
Seitz dips into his years of ex- 
perience and produces the thought 
that the essential quality that 
makes men successful is intelli- 
gent and consistent work. Train- 
ing and knowledge avail little 
without industry. 

Speaking of selling, he makes 
the point that the salesman must 
know the precise moment when to 
get the signature on the dotted 
line. He tells of a great salesman 
he once knew who always wrote 
out the orders he was going to get 
signed that day, before he left his 
desk in the morning. 


comings 


good for us in the past. It will 
carry us through the future.” 
So they endeavor to justify a 
course that something within 
them is beginning to tell them 


fail to keep step.” Thus speaks a well- 
known business executive. 

Some men show by their work that 
they have grasped the fact that the busi- 
ness situation has changed; that to be 
successful today you must sell differently 
than you did; that you must be receptive 
to new ideas and new methods; that you 
must watch developments and trends 
and be quick to take advantage of every 
opportunity. 

Others—despite the urge and the prod 
and the exhortation—have failed to come 
up to the new scratch. Because the new 
is new, they have been afraid of it. “We 
know the old. It is tried. It has made 


is out of step with the times. 

We meet them every day—those busi- 
ness men with troubled eyes. Something 
has happened—is happening—and they 
don’t quite know what it is all about. 
Business is gone or is slipping away; new 
competition threatens; the old standbys 
on which prestige was built are in a rout 
before new models and designs; the 
public is changing—it is restless, fickle, 
apparently more mindful of the 
vagaries than the verities of life. 

This is not the business of the yester- 
days; not the marketplace where one was 


taught to buy and sell, to barter and to 
trade. —TIM THRIFT 


(Copyright, 1933, by Tim Thrife) 
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USINESS is the growth of organized effort and 

achievement to produce and merchandise one 
or more commodities; its success depends not only 
upon the product but upon the activity of those re 
sponsible for its manufacture and the directing of 
its sale. This does not mean the mere carrying out 
of daily routine such as correspondence and the like, 
but it includes that far more important and valu 
able function, namely, the establishment, mainte 
nance. and continued evolution of service to the cus 
tomer. It was Milton who said, “They 
who only stand and wait,” but it was Angela Mor 
gan who wrote “Work! Thank God for the might 
of it, the ardor, the urge, the delight of it!’ While 
Milton was right, this kind of service is not in- 
tended. While Angela Morgan was also correct, she 
approached more nearly into that realm where busi- 
ness success evolves. No business stands still from 
choice; executives of great corporations recognize 
this fact and because of it they expend great effort 
in developing the acumen of salescraft. They have 
also recognized the futility of the latter and its ad 
vertising psychology unless both are based on fun 


als » serve 


damentally sound service policy. 

No house is larger than the service it affords. No 
man, no matter how skillful in mind, able in organ 
ization, or keen of perception, fulfills his capacity 
as an executive unless he services the trade through 
a confidence built on assistance rendered. Action 
when imperative, as well as in the ordinary run of 
sales execution whether in complaint or consumma 
tion, is the key Thus, only by a 
willingness to help and assist the customer to im 
prove his position can the executive and his busi 


note of service. 


ness grow. 

\n excellent value for the price may be merchan 
dised, but it must be distributed when, how, and 
where the customer desires. He must be helped to 
consummate his plans; the salesman should be the 
motivating element in his scheme, he must not fail 
the customer. Just so; as the smallest lichen thrives 
in the rockiest environment, so it may appear re- 
specting business. Fertility of thought alone will 
not produce results: there must be nutriment 
activity—the lichen finds the nutriment. 

Power in Business Depends on More Than Product 

As indicated, the power developed in business is 
not entirely dependent on product ; further consider 
ations are involved, such as the maintenance of re 
search and engineering facilities, competent tech 
nicians, all of which should be utilized for the as 
sistance of the customer in difficulty; and from the 
distribution point of view, district offices, adequate 
stocks and their warehouses to insure delivery to 
all communities. Availability of original thought to 
assist in the solution of customers’ problems and 





SERVICE AND SUCCESS 


Merchandise Plus Service Form Key-note 
of Business Achievement—By George F. 
Malcolm, Vice-President and General Man- 
ager, F. S. Webster Company, Boston, Mass. 


above all the willingness to cooperate to the mutual 
advantage of customer and house are most essential. 

These develop efficiency, such that operating costs 
may be more nearly commensurate with price, for 
there will result therefrom not only the standardized 
type of production, but the specialty form as well. 
‘Thus too, one may hope to see his line automatically 
change as the specialist product at times becomes 
the standardized. 

Service does not mean, however, that the 
tomer should be allowed to operate on credit to such 
a degree that the manufacturer is practically fur- 
nishing him with operating capital, for service is 
in no way to be construed as being of a financial 
nature—banks are for this purpose. It does, how- 
ever, intend that the producer has the right to ex- 
pect that, having given everything the customer has 
desired in product, delivery, and other details con- 
tingent on the purchase, the customer should remit 
when goods are delivered. The problem then is 
mutual and reciprocal, and its solution should re 
sult in good-will, confidence, and intimate business 
relations between customer and house. The solu- 
tion depends upon: 

1. Proper interpretation of the customer’s plans. 
2. No depreciation of his desires or ideas. 

3. The consummation of his hopes. 
4. The anticipation of his desires respecting time, 
place, manner, and delivery of goods, 


cus 


~~ 


5. Exercise of tact. 

6. A willingness to cooperate. 

7. An earnest desire to solve all 

problems. 

\ssuming that the customer will do his part, the 
following must be given or conceded without ques 
tion by the house if success is to be attained: 

a) The highest service it affords. 

b) The most valuable individual service on the 


the customer's 


part ot salesmen, 

c) Continued improvement in service because of 
thoughtful approach. 

d) Increase of service with time. 


e) Service that stimulates comment among cus 
tomers. 
f) Suggestions to customer—how he may im- 


prove his services to consumers. 

g) Accepting and meeting further duties, obliga- 
tions, and responsibilities for both house and 
customer. 

h) A realization that failure to do is worse than 
the wrong thing done or the right thing done 
in the wrong way. 

Destructive Competition Defeated 

The immediate consequence of this procedure is 

insurance against the destructive type of competti- 


tion; because of the reality of the service given, the 
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new competitor and he of the destructive type can 
have no effect. The producer controls the situation. 
Again service is the consolidating influence between 
the customer and manufacturer. Therefore, one 
cannot be too considerate within bounds of “the 
other fellow’s point of view.” Business which is 
not under this consolidated procedure of transac- 
tion will one day pass. Cooperation is rapidly build- 
ing the greatest business structure the country has 
ever known. It is hoped it will continue to do so, 
for when service is taken out of such a structure we 
may assuredly know that failure will follow. 

If the customer does not cooperate as he should, 
to improve himself as well as the producer's posi- 
tion, it may safely be said that the producer is not 
blameless. He may have committed himself to an 
ideal which he finds himself unable to live up to 
and, in seeking to escape, destroys the confidence 
he has sought to build. In the last analysis “the 
customer is always right”; he has contracted for 
the producer’s service when he bought his goods. 
The producer is, therefore, in duty bound to render 
that service, and it should always be remembered 
that this is independent of the previous history of 
the customer, as the credit aspect does not enter 
under service considerations. 

Economical Cost of Service 

Finally, service, when measured in terms of sales, 
costs little; it is indicative of the sound judgment 
upon which the house rests. Its only peril is that 
of depreciation; success is commensurate with it. 
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It is a good investment; an inspiration to the cus- 
tomer. Its every move reflects success; the best is 
the least expensive, and its aims may be set down 
as follows: 

1. To give the maximum per dollar of purchase. 

2. To excel in this phase beyond competitors. 

3. To instil confidence as based on 

a) Experience 
b) Scientific correctness 
c) Efficiency. 
4. To manifest 
a) Organized effort and thought 
b) Professional activity 
c) Keen insight. 
. To prove 
a) Its validity 
b) Its permanence 
c) Its ability to withstand polemics. 
6. To be 

a) Superior when super-ability is required 

b) Spontaneous 

c) Immediately effective 

d) A justification of itself 

e) Free of charge. 

To be 

a) Trustworthy and reliable 

b) Unfailing in its efforts to succeed 

c) Always available. 

Thus a somewhat clarified picture may evolve of 
how service and success become synonymous—NOT 
SO MUCH A TEST OF MERIT AS IT IS A 
MERIT OF THE TEST. 


mn 


N 


WATCH YOUR STEP 


By M. L. Hayward 


“Subject to Market Conditions” 


\n Indiana seller offered to sell certain office appliances at a certain price, 


market conditions remaining unchanged.” 


‘subject to 


“Your offer is accepted, and you may ship the appliances on the delivery dates specified 


therein,” the office appliance dealer wired, and it was admitted that when the dealer sent 


his wire of acceptance and when the seller received it “market conditions” 


changed. 


had not 


Before the delivery date arrived, however, the price advanced by the proverbial “leaps 


and bounds,” 


and the seller refused to ship. 


‘My offer was subject to market conditions remaining unchanged,” said the seller. 


“Yes, but that referred to conditions at the time of my acceptance, not to a change in 
conditions after the acceptance and before the time fixed for delivery,” the dealer argued, 
and the Circuit Court of Appeals ruled in his favor in 238 Federal 483. 


“If, without objection, the seller accepted the order as given, he would be bound by it, 


even although after ultimate acceptance the price did advance,” the court said. 


* 


* 


The Warranty of Title 
“These appliances belong to me, and I'll warrant that I have a good title thereto,” the 


office appliance dealer states, and in that case there is what the courts call an 


warranty of title. 


‘ ” 
express 


On the other hand, however, if the dealer makes no statements in reference to his title, 


the American courts have ruled that there is an “implied” warranty of title, whether the 


dealer is in or out of possession of the property sold. 


Suppose, however, that at the time of the sale, the dealer states that he is simply selling 


such interest as he may have in the appliances involved. 


warranty of title? 


Does this prevent an implied 


In a Massachusetts case reported in 123 Mass. 330, an office appliance dealer sold all 
his “right, title and interest” in certain property, and the Supreme Court of that state 


ruled that there was no implied warranty of title. 

“The assignment does not purport to be a sale of the appliances, but of all the deal- 
er’s rights under the original contract by which the appliances were taken over,” said the 
court, and the Michigan, New Jersey and Pennsylvania courts have arrived at the same 


conclusion. 
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THE “NEW DEAL’ AS IT AFFECTS 
THE OFFICE APPLIANCE INDUSTRY 


Note—One who, from the viewpoint of his own in- 
dustry, whatever it is, looks at the situation commented 
on by Mr. Spitzer, may be inclined to favor his sugges- 
tion that some of those who seek to interpret the Presi- 
dent’s plans might be the better for a short course in 
economics. But we fear the problem is not quite so easy 
of approach. If Uncle Sam bought new office equip- 
ment liberally, and perhaps other things in proportion, 
no doubt thousands would eventually benefit; but some 
months would elapse before the new employment would 
be effective in taking up the slack even in the compara- 
tively limited sphere of any one industry. 

We may be sure that the authorities in Washington 
gave very careful consideration to every angle of the 
situation before their plan was put into effect. The 
plan was to meet an emergency at once. Time was the 
most important factor—action that would get the 
money immediately into the hands of those in need of it. 

In considering the plans to meet so formidable a 
situation there was room for a wide diversity of opin- 
ion, but we must conclude that the plan finally adopted 
by the government was the one which, upon mature 
reflection, seemed most likely to meet the condition. 

Of course, we would be most happy should the gov- 
ernment as one means of re-employment use some of 
its vast appropriations for the purpose of buying needed 
office equipment. Many workers would be called to 
bench and machine. Raw materials would take their 
share of the purchase price and furnish further em- 
ployment. Railroads would participate, and hardwood 
lumbermen from forest to mill would share. But all 
this would take time, which, as the lawyers say, is the 
essence of the contract 


eo 


aA CITIZENS of a Nation that is passing 
through a world depression, we are thankful 
for the gradual improvement. We are equally 
grateful for the continued application of construc 
tive thought by the Administration under the leader 
ship of President Roosevelt. 

Everyone of us has a full appreciation of the ef 
forts made by the National Administration, just as 
we have of the fact that the interpretation of a law 
or of a program is as important as either of the 
former. 

The difficulty that confronts any executive—gov 
ernmental or civil—is the provision for administrat- 
ing important details of a given plan so as to 
dove-tail them with the complete program to be 
carried into effect. In this article we deal with 
National Recovery and how it can be stimulated by 
a simple course in economics directed toward those 
who seek to interpret the President’s plan. 

This specific function depends upon a clear con 
ception of the basic fundamentals by all government 
officials and employes. When that has been accom 
plished a practical application is more nearly pos- 
sible without being greatly circumscribed by the 
personal equations and faulty interpretations. 

Their first foundational conception should be that 
the outstanding difference between Government and 
private industry is that only the latter is set up on 
a profit-making basis. 

The next equally important one is that Govern- 


In Which It Is Suggested That 
Unemployed Relief Funds Could 
Be Distributed to Advantage 
Through Normal Business Chan- 
nels—By Ernest J. Spitzer, Presi- 
dent, Washington Group, Office 
Equipment Manufacturer's Insti- 
tute 


ment must meet its cost through taxation coming 
from the income or earnings of individuals and that 
such contributions are affected by general business 
conditions. The third, of several other factors, 1s 
that the test of efficient management everywhere is 
the rate of return on capital employed. 


The Industry’s Responsibility 


The industry, particularly through its sales repre- 
sentatives, assumes a responsibility from which it 
cannot and does not divorce itself. Salesmen must 

and I believe do—recognize their own obligations 
toward the carrying out of the business recovery 
program. 

As a matter of fact they may well regard them- 
selves as the Administration’s representatives as 
much as representing their individual business in- 
terests. To bring its message to the “difficult-to- 
reach” class the industry must carry its dignifed, 
interest-arousing message through magazines, radio 
and newspapers—and it does. This form of public 
ity, however, must be backed up by personal selling. 
Let us see how a changed mental attitude on the 
part of government officials and employes can help. 

They realize, quite naturally, that the President’s 
purpose is to ensure the enjoyment of at least 
moderate prosperity to all business and professional 
men and continuous employment at fair wages to all 
workers. 

In an effort to bring the minds of government 
officials and businessmen together on a common 
problem, we reach a higher degree of coordination 
through the presentation of FACTS. In connection 
with this effort we shall remember the definition of 
“FACT.” It remains unaffected by our beliefs, dis- 
beliefs, opinions, likes or dislikes concerning it. 


What Are the Facts? 


The government has spent nearly all of the 
$3,300,000,000 appropriated for “relief.” Its favor- 
able reaction toward the reduction of unemployment 
will cause Congress to make additional appropria- 
tions for like purposes. 

The question that has occupied the average man 
on the street is to what our economic condition will 
be when all this money has been spent. 

As we visualize the problem, it resolves itself into 
the degree of cooperation by the wage-earning popu- 
lation—the consumers. This class, in an effort to 
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protect itself from a repetition of sufferings endured 
during the past four years, are setting up, from their 
earnings, What may be called a “FEAR- 


meagre 
distinct and separate from any small sav- 


FUND” 
ings possible. 

The most recent census of unemployment in this 
country was made as of September 25, 1933. At that 
time 8,500,000 men and women were not gainfully 
employed. This number comprised executives, pro- 
fessional men, salesmen, clerks, artisans and labor- 
ers. Let us assume that a crosscut of these shows 
an average daily earning capacity of only $4.00. 

If only one half of these are returned to profitable 
employment, a substantial part of $17,000,000 a day 
will find its way into the retail markets and stores 
with its requisite effect upon capital which supports 
the latter. When this continuity of employment has 
been assured to these wage earners prosperity will 
take care of itself. Our leaders have quite right- 
fully assumed that the $3,300,000,000 spent for 
needed improvements will find their way into the 
markets and stores as soon as public confidence has 


been restored—as it will be. 


How the Government May Help the Process 

\We are convinced that the mental attitude of 
many government representatives should be 
changed through a course of simple education in 
economic causes and effects. We find the thought 
prevailing among many of these that it is their duty 
to employ men and women in preference to invest- 
ing in needed office equipment. 

Even if it were possible or prudent to take the 
8.500,000 unemployed as of September 1933 and add 
them to the government payroll, not one step toward 
National recovery would have been taken because 
the government is not working on a profit-making 
Such expense is all overhead to be paid for 
through taxation exclusively which, in turn, must 
come from the public through earnings. 


basis. 
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In addition, were such course defensible, the em- 
ployment would of need be only temporary and at 
its expiration present the same problem in aggra- 
vated form. 

Where, however, a need has been proven for add- 
ing machines, calculating, filing equipment, dictat- 
ing machines, etc., in any government office and an 
order therefor is pl: iced, the money derived there- 
from employs labor, stimulates the raw material 
market as well as transportation facilities, all of 
which enter into the manufacture of such equipment 
or appliances and makes profit, 

The Effect of Business Devices Upon Our Economic 
Life 

We are indebted to Mr. Hartley of the Inter- 
national Business Machines Corporation for the fol- 
lowing figures: The Bureau of Census, through its 
vast statistical records—shows that in 1820—which 
marks the year that our modern industrialism got 
under way—there were 2,500,000 people gainfully 
employed in this country. This represents 26 per 
cent of the-total population of 9,600,000 inhabitants. 

In 1930—110 years after what may be called the 
creation of our modern industrialism, and since the 
first census of employment above referred to—we 
find that 48,800,000 or 39.8 per cent of the 123,000,000 
people making up our population were gainfully em- 
ployed. 

From the above official records it becomes an easy 
matter to definitely refute the contention that ma- 
chines replace man-power to the disadvantage of our 
people. 

The resumption of normal production activities 
with its active smokestacks of factories in this 
country will be dependent, to a measurable degree, 
upon the extent to which public officials will lend 
themselves toward the clarification of an erroneous 
theory which is quite definitely not President Roose- 
velt’s recovery policy. 


FIRST DAY'S SESSION ON COMMERCIAL 
STATIONERS CODE 


q@>* NOVEMBER 28, the proposed commercial 
stationers code came for hearing before Assist- 
ant Deputy Administrator Tulley of the Paper Divi- 
Present at the hearing were representatives of 
the Industrial Advisory Board, Labor Advisory 
Board, Consumers Advisory Board, Research and 
Planning Division and Legal Division. Present also 
were industrial advisors for the stationery industry, 
Arthur J]. Walker, representing commercial station- 
ers, and R. P. Andrews, representing the wholesale 
stationers. Also on hand were opponents of the pro- 
posed code, consisting principally of dry goods store 
and department store people. The proponents of the 
code were in the great majority. Its chief sponsors 
were the National Stationers Association, which pre- 
sented proxies from about sixty local associations 
from every section, with a total representation of 
1,500 firms. Other proponents included loose leaf and 
blank book associations, the desk accessory industry 
and the specialty envelope industry. 

Charles P. Garvin, general manager of the Na- 
tional Stationers Association, presented the code and 
conducted the case for the stationers; Harry G. 
Horder represented the wholesale commercial sta- 
tioners, and a large number of local association rep- 


sion. 


Statements and Testimony 
Presented Before Adminis- 
trator at Washington Lays 
Foundation for Definite 
Conclusions on Code 


resentatives voiced approval of the code, which pri- 
marily consisted of a general code of fair competi- 
tion, with subordinate codes for the distribution 
division, the loose leaf and blank book division, desk 
accessory manufacturers, and specialty envelope 
manufacturers. 

Benjamin Kulp of the Wilson-Jones Company, 
Chicago, presented the argument in favor of the com- 
mercial stationers code on behalf of interested man- 
ufacturers. Robert Sainberg of New York, presented 
a subordinate code for desk accessory manufacturers. 
Nelson Bushnell of Philadelphia presented a subor- 
dinate code for specialty envelope manufacturers, 
and Carl M. Schutz of New York, presented the eco- 
nomic viewpoint in favor of the code. 

(Turn to page 19, please) 
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THE OFFICE EQUIPMENT DEALER AND 
THE NEW COURT HOUSE 


Y' 1U should find it very convenient to pay yout 
county taxes, and you would like it too, if you 

i big, roomy lobby and right up to 
window, without 
walked about long halls and then 
got into a little cubby hole of an office space that 
would be crowded with six or eight people. 

Che picture and plan illustrate an idea which if 
more extensively used, should eliminate many of the 
msuming halls, adding some of this now lost 
working space to the offices and the balance as a 
roomy and cheerful place for people to use in trans 
acting county business. For the moment, I am ap 
plying this idea to the small county court house, of 
which there are so many. [Illustrations on Page 17.] 

Actually, 


business lite 


could walk tint 
the treasurer's having, as in so 


many cases now, 


Spac e Ct 


ost dealers get about one chance in a 
time to do a court house, and you may 
think now a funny time to bring up court houses. 
But it ck 


crease his \ 


ves widen the dealer’s business contacts, in 

if the work is well done, en 

The idea presented indicates 

i much needed reform in the planning of the small 

court house. It places the most contacted officials 

where they can be reached most easily, and turns 
gloomy 


lume and, 


hances his reputation 


what been g halls into a cheerful ap 
proach to the business of the moment. 

Che suggestive plan and view come from years of 
contacting the equipment problem, the laying out 
and installing of the needed business furniture. I do 
not wish in any degree to be accused of usurping 
the architect’s field. Rather, I should like to indi 
cate a closer coordination of the planning of the ar 
chitect, the of the dealer, and the 
planning of the equipment man. As it stands, the 
architect plans monumental building, the dealer 
does his bit in the political contacts, and often after 
all else is done the equipment man is allowed to 
make the best of what he finds: and 
issure you it at times has been a hard job, 


o much space here and too little there. 


have 


middleman work 


come in and 
may | 
with t 
urt house is most susceptible to the 
indicated. The architect 
desired architectural treatment, 
sized to meet 


he small « 
use of the plan may en 
with any 


ind rooms may bi 


hance it 
arranged and 


Some Place a New Court House Is 
Projected. In This Article, 
Howard Mills Goldthwait Pre- 
sents, Out of His Experience, Some 
Ideas Which the Local Office 
Equipment Dealer Can Recom- 
mend to the Commissioners With 
Advantage to All Concerned 


the exact requirements. The architect, regrettably, 
hardly ever qualifies as an expert in equipment. You 
will see now the important thing in mind, this, that 
actually the equipment planner should come first, 
working if possible, harmoniously with the architect. 
This involves a minute survey of all books and 
papers, office and public travel; then, these items 
translated into equipment and exact space require 
ments. Rather than usurping the architect’s work, 
it is an important adjunct to his planning. I can cite 
instances where this has not been done, and in a 
comparatively small building not only size of rooms 
but even placement of doors and windows have a 
vital influence on the result. 

The value to the dealer of this suggestion is, that 
wherever a court house is projected he may at once 
begin with the commissioners and proper officials a 
campaign of education to have a proper equipment 
man brought in to do the surveys, which when fin 
ished and approved may be turned over to the archi 
tect as the exact basis of requirements. In one im 
portant instance I was able to work with the archi- 
tect and get desirable changes made while the plans 
were in progress. Wherever possible I have made 
it a rule to begin promotion work as soon even as 
the sale of bonds is announced, and where this has 
been done, building up contacts and prestige, getting 
the equipment plans made at the earliest moment, I 
have never had the disappointment of seeing the 
dealer lose the order. On the average, many dealers 
and equipment men get in at the last moment, barely 
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in time to deposit the bid. This, when it happens, 
places a severe strain on the manufacturer in pre- 
paring his bid to the best advantage, and what is 
still more important, unwarranted expense which 
there is not much chance to recover against the 
dealer and equipment man who have been early on 
the job and completed their work in orderly fashion. 

This procedure resolves itself into the proposition 
of how well it can be done, with uniform plans for 
the final bids. Proper plans may be completed in 
ample time to give manufacturing bidders ample 
time to do justice to themselves. Getting plans at 
the last moment means the manufacturer surely has 
to sidetrack other important preparations, get the 
result off by wire or air mail with the one remote 
chance of being low to get the business. Because of 
the infrequency of such jobs the dealer is hardly ever 
in a position to visualize what is to be done. The 
important thing even when bond sales are an- 
nounced is to advise his manufacturer so that prep- 
arations may be made to handle the planning with 
the freedom of movement and time necessary for 
this type of work. 

In not a few instances, architects and commis- 
sioners alike have evaded the equipment question, 
only to find themselves at last with a fine enough 
building on hand but no money for the necessary 
equipment. Presurvey and equipment planning 
should enable the coat to be cut according to the 
cloth. It is here that the dealer he pursues a 
policy of education with commissioners and officials, 
may lay the ground work for successful bidding. 
Not a few times, I have, in making surveys, found 
that important officials had never been consulted as 
to their needs and space requirements, notably in a 
building that had been erected and lain idle seven 
years before they were financed for equipment, 
officials had come and gone, business had grown and 
we found the treasurer with one-third of the space 
required. 

The building plan illustrated is particularly suited 
to the small court house where the business activi- 
ties merge into those of a social nature. Even the 
less used officers are of convenient access, the court 
room on the second floor reached by the broad stair- 
way, the judges’ chambers and other rooms accessory 
over the lobby, and the policing rooms and arrange- 
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ments at the rear with their own entrance, the jail 
on the second floor, all rounded into an accessible 
ensemble. 

The vault facilities are always most important. In 
this plan the vault for the county clerk is arranged 
with light for use of the abstractors, is accessible to 
the engineer. The treasurer’s vault is equally ac- 
cessible to the assessor with whom he has much in 
common, Also ample private offices are provided. 
The two vaults may be set back, extending the treas- 
urer’s and clerk’s working space according to the 
need. Also the two private offices may be lessened 
to give the two officials windows on two sides in 
their working space. It is a matter of pre-computing 
the necessary space for equipment and working 
facilities and adjusting the partitions accordingly. 











SKETCH OF THE LOBBY AND HALLS AND 
A PARTIAL GROUND FLOOR PLAN FOR A 
COURT HOUSE, AS SUGGESTED BY MR. 
GOLDTHWAIT, AUTHOR OF THE ACCOM- 
PANYING ARTICLE.—It will be noted that the 
plan permits immediate access to the principal 
offices. The original sketch and floor plan were 
in colors, which unfortunately were lost in the 
half-tone reproduction, 
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The suggestion of this presentation ts that dealers 


make their contacts and get to work early so that all 


parties interested may be brought together, a proper 


equipment man be brought in to make the necessary 


survey and all coordinated with the work of the ar 
chitect No two situations will be alike and each 
must be solved on its merits. The main thing is to 
secure the agreeable interest of the architect in 


equipment fr the start. I usually have made a 
complete working plan of each office and had that 
approved by the official using it. This plan is pre 
sented in the interest of ideal working conditions, 
but no furniture placements have been indicated as 
adjusted to individual needs. 


1m 


these would be 


In spite of taxing conditions, court houses are still 
will continue 


being built and to be built. I have had 





Two Fine New Suites by Leopold 


Cwo office furniture suites of exceptional beauty and 
utility have recently been perfected and placed on the 
market by the Leopold Company, makers of fine desks 
and office furniture at Burlington, lowa They are known 
as the Georgian suite and the Hadley suite Both are in 
tull American walnut 

Che Georgian desk is a tine example of the woodwork 
er’s art, exquisite in its blending of grain and color, and 
symmetrical in its contours The same may be said of 
the other members t the Georgian suite, each of which 
is in full harmony with the desk designs 

The Georgian suite is built with three sizes of flat top 
desks—sixty, sixty-six and seventy-two inches. There is 
1 secreta il lesk tables, cabinet, b vokcease, costumer, 
basket, and some airs which combine beauty and com 
fort 

The name the suite does not imply that the Leopold 
Company’s designers have attempted to reproduce or to 
imitate the w k ft the (reorg@ian Period im England dur 
ing the reigns of the first three Hanoverian Georges from 
1714 to 1820 It would be better to classify the stvle more 
definitely as an adaptation of Colonial Georgian, denoting 
i style of furniture and decoration based upon the work 
f the Eighteenth Century British settlers in the United 
“sT ite . 

Art and itiiit bliged the designer to torego the us« 
f delicate namer ind because of the present-day trend 
toward sit pl tv, < adapted the feelir yy of 4 olonial (eo! 
ian to this desigr The finely cut mouldings lend har 
mony Che use and matching of walnut veneers give it 
natura aury | gee bracket foot adds rhythm, and 


lead pe neil at 
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APPLIANCES 


always the most splendid cooperation from dealers. 
lhe principal thought | would leave with them be- 
ing to start early, to begin making contacts from the 
moment a project is being talked, even. Covering 
all conditions, this makes for a most una 
position of the dealer in getting the order 

| am very much against last minute rush bidding. 
It is in most cases a waste of time and expense, with 
County commissioners and 


ssailable 


one chance of being low. 
officials in the smaller locations are uncanny judges 
of character, and other things being anywhere nearly 
equal, they will almost invariably, in the last 
analysis, give their contract to the company having 
the salesman who by character, analysis and deli 
gence in his contacts best exemplifies his company 
as the one to handle the contract. 


4 LINE-UP OF 
NEW LEOPOLD 
NUMBERS 
From right to 
left Ceorgian 
flat top desk No 
G-366 Georgian 
table No. G-766; 
Hadley flat top 
desk No. 5366-4 
and Hadley table 
No. 5766-4 


vives balance to the 


€ proportion of each unit design as 
i whol 

The functions of the desk become clearly visible upon 
examination of the useful and practical layout of drawer 
divisions, the letter-file equipment, and the center drawer 
arrangement. 

he quality ot the suite represents the skill and experi 


ence of fifty-eight years in the industry 
The Hadley Suite 

This suite is designed for the use of junior executives 
and general offices. In design it expresses to some extent 
the Early Colonial style, yet it is only a modern creation 
to fit the demands of economy and utility, at the same time 
adding a bit of simple beauty to the surroundings 

The Hadley suite has two desks in the four-drawer de- 
sign and four in the three-drawer, also tables, typewriter 


desk, cellarette, telephone stand, basket and costumer, as 


well as some chairs which the Leopold organization re 
gvards as outstanding in design and appropriateness 
~_ 


Legislative Extravagance in 1857 


extravagance has ever been a pet topic of 


Chie 


legislatures are understood to have important privileges in 


Legislative 


discussion officers, members and employees of state 


the supply of desk requisites 


\ history of Richland and Crawford counties, Wisconsin, 
reported an expression of the county board at its annual 
meeting in 1857: “In November, 1857, at the annual meet 


that has characterized 


the various legislative bodies of late days is foreshadowed 


ing of the board, the extravagance 


by the board voting that each member be supplied with a 


the expense of the county 
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(Stationers Code Hearing—Continued from page 14) 

At 10:00 o'clock A. M., Mr. Garvin began presentation 
of the code, submitting a telegram from President H. A. 
Morgan of the National Stationers Association, authoriz- 
ing Mr. Garvin to represent him at all hearings ‘before the 
administrator. Another telegram from William E. Hough, 
vice-president of the Field Division, voiced enthusiastic 
endorsement of the proposed code. Mr. Garvin then offered 
individual proxies for 800 stationers not affiliated with local 
associations, also proxies from 58 locals, excluding from 
the list any stationers other than commercial houses. He 
then presented statistical figures of employment in the sta- 
tionery industry, showing that sales have materially de- 
creased during the period of the depression. The code was 
written by committees of the National Stationers Associa- 
tion. Forty-five per cent of the salesmen are outside men 
and seventy per cent of the business is done outside. The 
National Stationers Association has been in existence thirty 
years. The commercial stationery business, he pointed out, 
has been in existence for over five hundred years. He stated 
that under the definition of the general retail code and _ in 
the wholesale code, a commercial stationer becomes a dis- 
Wholesale sta- 


tioners and retail stationers were defined and the necessity 


tributor rather than retailer or wholesaler. 


for manufacturers’ divisions was pointed out. Commercial 
stationers are in competition with direct selling manufac- 
turers and in many instances the commercial stationer is 
an exclusive agent of the manufacturer in competition with 
other manufacturers. Mr. Garvin stressed the need of pro- 
tection for small and average sized merchants and brought 
out the point that the largest element of labor in the 
industry is in the selling end. 

H. L. Chandler read a brief on behalf of the Wholesale 
Stationers Association, asking for equal representation in 
code authority with dealers. 

Mr. Garvin called on Harry Horder of Chicago to talk 
on the wholesale end of the business. Mr. Horder made 
the point that there are few houses who sell commercial 
stationery strictly at wholesale, but there are a large num- 
ber selling primarily at wholesale to dealers and secondarily 
There is a third group where two sep- 
retail 


to large consumers. 
arate corporations, although consolidated, sell to 
dealers on a wholesale basis through wholesale depart- 
ments and direct to the consumer through their retail store. 
A fourth group may be said to consist of semi-wholesalers 
primarily in the retail business, but wholesaling in a small 
way. The wholesale stationer proper issues a special cata- 
logue and sends men through his territory for the purpose 
The 


definition of the wholesaler as applied to this industry 


of selling merchandise to dealer and wholesaler only. 


should be limited to those why buy for their own accounts 
and sell to other distributors for resale 

Mr. Garvin offered an amendment to the proposed code, 
defining the terms retail trade and wholesale stationer. He 
then proceeded with the presentation of the general code. 
He pointed out that it will be much healthier for the general 
they leave the stationers out because the 


retail code if 


presence of stationery dealers in the general code would 
bring many complications. The administrator asked what 
would happen if the stationers group were thrown under 
the general retail or general wholesale code, who would 
administer it. The reply was that in the retail trade, the 
National Stationers Association would administer, because 
it is provided in the general retail code that administrators 
shall use trade associations. They would also expect to ad- 
minister commercial stationers who have wholesale depart- 
ments. Mr. Garvin pointed out to members not for the 
purposes of the record that if stationers were placed under 
the wholesale definition, they would then take advantage of 
a provision in that code which states that manufacturers 


and others would have to set up differentials for each class 
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of buyer and in the event that the manufacturer did not set 
up such differentials, stationers could agree not to buy from 
such manufacturers. He proceeded with the paragraph on 
errand and delivery boys, and pointed out that thousands 
of boys have been thrown out of work because certain busi- 
nesses can not stand a higher wage than that in the pro- 
posed code. 

Carl M. Schutz pointed out that the average sale in sta- 
tionery stores is 64.2 cents. The gross yield from that sale 
is 21.7 cents; that a delivery boy can make only about one 
hundred forty calls a week, some of which are pick-ups and 
that under the general retailers code, it would cost ten cents 
to deliver a package worth 21.7 cents; that the salesman 
who sold the order made only 6.4 cents and that the whole 
proposition is economically unfair. 

Mr. Garvin here submitted Article 7 entitled Accounting- 
Selling. The first paragraph provided for the general adop- 
tion of simplified and uniform systems of accounting as ap- 
proved by executive authority giving proper cost data in a 
manner to be approved by the administrator. 

The second paragraph provides for the publication by 
each dealer within each trade area of prices, terms and 
conditions of sale as developed under the uniform cost ac- 
counting Any deviation from such published 
prices, etc. shall be considered as unfair. 

The third paragraph referred to the disposal of obsolete 
and discontinued merchandise at less than specified prices, 
and the fourth paragraph provides that no merchandise 
shall be sold below cost. 

Certificates of approval of Article 7 were read from vari- 
and individual stationers 


system. 


ous Stationers’ associations 
throughout the country. 

At this point the administrator recognized I. C. Fox of 
the National Retail Dry Goods Association who protested 
about a large number of things, because the dry goods men 
do not want their stationery departments controlled in any 
way by the stationers, and suggested that the stationers be 
thrown under the retail code. Mr. Fox presented a brief 
representing 4000 department, general and specialty stores. 
They protested against Article 7 and Article 8 which nom- 
inates a set price on installment payments, protesting also 
against a loose leaf, a blank book and a desk accessory code. 

This was followed by statements of the several pro- 
ponents of the code. 

H. L. Chandler presented a long list of trade practices in 
the wholesale field. Mr. Bainbridge and Mr. Whittemore 
insisted that wholesalers should have equal representation 
with retailers. 

George Link, representing the Boorum & Pease Com- 
pany, submitted an amendment with reference to free 
goods. After two or three other statements, recess was 
taken at 1:45 for one hour. 

In the afternoon, manufacturers’ subordinate codes were 
submitted. Protests from labor were listened to and the 
hearing adjourned at 5:30 o’clock. 

This outline of the first day’s meeting of the code hear- 
ings is practically the only event of importance in the Na- 
tional Stationers Association field during the month and is, 
therefore, presented in lieu of the National Association 
page, which for this month is omitted. 

Office Appliances learns that Deputy Administrator 
Tulley is at work on the Paper Industries codes of which 
there are eighteen, all identical for the different branches of 
the paper industry. This work he expects to finish within 
a few days, after which he will again take up the stationers 
code. It is suggested that the general stationery code and 
the retail-wholesale code may be separated from that of 
the manufacturers. It is reported that the Loose Leaf 
Manufacturers Institute, comprising direct to consumer 
houses, and the Loose Leaf Division of the National Sta- 
tioners Association are discussing a code. 











0) 


NEW MACHINES AND DEVICES 





“Dupli- Kit,” a Convenient New Duplicator France This line includes two sizes of desks, four sizes 

Following upon the recent announcement of the Vivid ©! tables, with swivel and side chairs to matcl 
Junior duplicating machine, comes another new model, \ll exposed parts are genuine American black walnut, 
the Dupli-Kit, a product of L. C. Smith & Corona Type except the borders, which are imported rosewood, blending 
writers. In pleasingly in harmonious contrast. The drawer sides, 
. mplete duplicating outfit intended for any drawer backs and bottoms are walnut. Native hardwoods 


are used for structural interior rails. The desk top is 1% 
inch thick, five ply, faced with richly figured quarte: 
striped walnut, with moulded edges, banded with quartered 
striped Burma rosewood [The marquetry line enhances 
the beauty and charm of the materials 

The drawers have 13/16 inch fronts, five ply, faced with 
| 


walnut and Burma rosewood, matching the tops Phe 
drawers are dovetailed all around, with bearers and guides 
built to prevent sticking, while at the same time they are 
fitted snugly Che lower drawer in the right hand pedestal 
is double depth, fitted with a filing devic« Che center 
drawer is fitted with pen and pencil tray 

Desk slides are five-ply, and ride on top of the upper 
drawer slides, assuring firmness and rigidity, adding 


greatly to the convenience and comfort of the user All 


end and back panels are ¥% inch, five-ply veneer, and bor 








ders same as the top and the drawer fronts Che posts 
rHeE NEW VIVID DUPLI-KIT and rails ot the legs are fashioned to conform to the Louis 
ne W nee copies of typewriting, handwriting, draw 
r printed text and cuts Che Dupli-Kit is especially 
dapted t tiie \\ rk ft school teachers (On account ot 
t weight and construction it can be carried easily 
betweet tiie ind the home 
In the Dupli-Kit, as in the Vivid Junior, “Dupli-Pads” 
are used ese are an exclusive Vivid feature. Each 
machine is equipped with thre Dupli-Pads” 834”x14” 
Masters” are made in the usual way and rolled face down 
ward on the Dupli-Pads.” They are allowed to remain 
there ten to thirty seconds, depending upon the number 
f copies wanted and are then removed Phe operator 
n rolls the blank paper upon the “Dupli-Pads.” Up to 
100 copies can be made at an approximate cost of five 
cents With ea Dupli-Kit comes the following equip 
ent . 
. : . : , LOUIS XVI DESK BY INDIANA DESK COMPANY 
lhree “Dupli-Pads,” one smoothing roller, three bot 
tles of Vivid ink purple red vreen, one bottle of de - ‘ 
Apel hy XVI period. The hardware is true to type, finished antique 
natured al for cleaning pen points, one Vivid typ« es 
: English. The center drawer, which controls the pedestal 
writer ribbor ne pan with sponge for moistening the 
bE drawers, is fitted with a high class pin tumbler brass lock 
Dupli-Pads, ne tube of Vivid cleansing cream, tour bt pee 5 
[his line is characterized by great care in each of the 
Vivid pencils purple blue red green, ten sheets of 


eleven finishing operations, 


The No. 4014 double pedestal flat top desk is mad 


Vivid carbon paper, 8%”"x11”", ten sheets of paper for mak 


ine “masters.” fifty sheets of paper for making copies . " : 
', - : pal either 66x36, thirty inches high, weighing 310 pounds; or 
The Dupli-Kit will be especially useful in schools for . : , : 
72x36, thirty-six inches wide, 30 inches high, weighing 
making copies of examination papers, project work, seat- is 
350 pounds 
work tests, drawings, maps, charts and graphs. Social : : 
_ HN al . i. nie [The tables accompanying this line are made in tour 
rat Ss an MUSINESsSs oncerns wttl also tind a a ~ , 
verre erg ") “ ; lengths: 96x48, 96x42, 72x36 or 66x36; all are thirty 
able ar nm the Jupli- Kut : ; 
_s inches high The weights are respectively 250, 225, 180 
— and 170 pounds. 
Courtly Design in Indiana Desk Company Line — > 
lhe Indiana Desk Company, Jasper, Ind., has prepared Roytype Announces Extension Carbon 
a new item in its 4,000 line—desks and accessories in the Roytype tab-edged carbon paper can now be had in the 
stately design of the “Louis XVI" period. It typifies the form of extension carbons. These carbons are slightly 
detail and mass effect of the period, and gives a fine ex longer than the usual sheet and are said to offer consider 


pression of the art and refinement of the golden days of able advantages in easier handling, and by reversing, it is 
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claimed will last longer than the ordinary sheet. They are 


available in all grades, weights and finishes 


This announcement was made by J. Schillinger, assistant 


sales manager in charge of service and supplies of the 
Royal Typewriter Company, Inc. 
—~- 


A. W. Faber, Inc., Announces the Columbus Pencil 
An American-made pencil bearing the name “Columbus” 
A. W. Newark, N. J. 


1ew pencil is made to retail at five cents 


has been announced by Faber, In« 
The 


Che new pencil is made in five degrees. It is encased in 


COLUMBUS | 
PENCILS 


“ase 





ARTISTIC PHOTOGRAPHY USED IN PRESENTING THE NEW 
A. W. FABER LINE OF COLUMBUS PENCILS 


Southern cedar, polished yellow, with hexagonal rounded 
According to H. U 


of the company, the “Columbus” is the only 


corners and red rubber tip Bittman, 
sales manager 


five cent pencil with a hexagon ferrul 


The dozen and half gross boxes are strikingly litho 
graphed in four colors 
In referring to the new pencil Mr. Bittman says, “We 


did not rush into production, but took our good time, test- 
ing materials, experimenting with methods of manufacture 
The \. W. Faber 
lead. We determined to use this famous lead in our new 
nickel pencils, is the lead that 


only known factor was the quality of the 


for, in the final analysis, it 
does the writing.’ 


a ee 
The Arlac Sixty Rotary Duplicator 


\ new Arlac duplicator called the Sixty Autoprint Ro- 


tary has ben offered to the American market by Carl Fr 
Brauer, Stettin, Germany. It is stated that the operation 
of the Arlac Sixty is very simple, eliminating the necessity 


‘ 


for an especially trained operator. 


Che new machine is described as an all-automatic dupli 





THE ARLAC SIXTY AUTOPRINT DUPLICATOR 


cator with the following features: automatic inking device, 


automatic counting device, automatic lock of impression 
roller, automatic paperfeed, double paper guide for easy 
adjustment of impression paper, ink collecting chambers 


ensuring cleanliness and economy, printing drum with 


roller to regulate density and evenness of print, and span- 


ning device for tightening ink pad. 


Typewriter Pad Made in Germany 
The Biro Industrie reports that the firm, Emil Bauer, 
Berlin-W eissensee, 16-18, is producing a 
typewriter pad made for hushing the noise of typewriters 
The device provides several layers of sound ab- 


Lehderstrasse 


in use. 
sorbing materials, thus reducing the sounds of machine 
operation. The manufacturer also makes adding machines 
and cash registers. 
New and Original Type of Costumer 

The “Rack-ette” is the striking name of a new costumer 
designed along unique as well as practical lines by the 
Milwaukee Chair Company of Milwaukee, Wis. The illus- 
tration gives an idea of its appearance and some of the 
The idea of the Rack-ette 
was originated by a woman who sought a means of hang- 
ing up the damp outer garments of guests, avoiding having 
to spread them on clean counterpanes. 

The Milwaukee Chair Company developed the idea, at 


general features of the device. 


once realizing that there is a good market for a practical 
that take and 
wraps of numbers of people in homes, clubs, churches, res 


contrivance would care of the overcoats 


taurants and other places. 

When closed the Rack-ette is a costumer of the usual 
proportions, rich in design and finish and about the accus- 
conveniences. When extended it 


tomed weight of such 








THE “RACK-ETTE” EXTENSIBLE COSTUMER—In the inset, at the 
left, is the “‘Rack-ette’’ closed for normal use as a costumer. At the 
right it is shown partly extended and in the large illustration it is com- 
pletely extended for use as a rack 

becomes a rigid clothing rack four and one-half feet long. 

The mechanism is simple, strong and quickly operated 
Extra feet are provided for use when the costumer is ex- 
tended. Rack-ette may be had in birch—black and silver 
as illustrated, and in birch, mahogany and walnut colors, 
or in solid walnut. 

Le ee 
New Foot-Lock on Tusco Stands 

with a foot- 
locking device which is declared to be both simple and 


“Tusco” stands are now equipped new 
strong. 

The entire mechanism is built of steel, with cross mem- 
bers, rocker arms and lever welded together to form one 
sturdy unit. 

This device is free from bolts, nuts, screws or cotters, 
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and there are no projections either at side or front of the Bi-Lock binders are available in all sizes and sell at a 
stand reasonable price range. 

The forward movement of the lever slightly elevates Additional information will be supplied on request, ad 
the rear of the stand, engaging the four casters with the dressed to the National Blank Book Company, Holyoke, 
floor; a latch on the stand frame securely locks lever in Mass. 


—— 


New Pencil Travel Kit Popular 

Che Rite-Rite Manufacturing Company, 1501 West Polk 
street, Chicago, has devised a new popular-priced packet 
known as the Rite-Rite Travel Kit No. R 24 K. This kit 
consists of a fine new Fingerfit Senior pencil, a celluloid 
tube of Micrometric leads and extra erasers packed in a 
self-sealing clear celluloid box with hinged cover. The top 
surface of the box bears the following imprint in gold: 
“The Rite-Rite Travel Kit.” A two-color card of mod- 
ernistic design supplies the background 

This kit is appropriate for bridge prizes, travel kit, stu- 





ILLUSTRATING THE NEW FOOTLOCK ON “TUSCO” OFFICE MACHINE 
STANDS 


position \ side movement of the lever disengages it 
trom the latch 

fhis new toot-lock is optional on all “Tusco” stands 
It is not expensive 

Che Tubular Specialty Manufacturing Company, 1940 


Stanley avenue, Detroit, Mich., will supply further in- 





formation on request 
> 
New National Bi-Lock Post Binders THE RITE-RITE 
\s illustrated, the National Bi-Lock post binder has thx TRAVEL KIT 
advantages of both a keylock and toplock binder in one 
\ touch upon the lever or a turn of the key serve to dents’ companion, gift or premium. Further details will 
operate the mechanism [This makes for greater con be supplied by the company on request 
venience, because the operator can use the Bi-Lock as a 
kevless binder for easy insertion or removal of sheets, and o— 
when finished with current use, additional security against New German Copying Device 
unauthorized removal of sheets is obtained with a quarter A copying apparatus not based on photography has re- 
turn of an individual key cently been put on the market by Rectofot-Apparatebau, 
National Bi-Lock binders have the added protection of Berlin Reinickendorf-Ost. The inventors claim that no 
‘Stanite” and “Sturdex” covers, plus metal hinges and photographic processes are involved in the operation of 
rustless steel edges the machine. Copies, it is said, can be delivered in three 
Stanite is a rugged, solid one-piece material that will minutes 
last an office life-tim« It is not a fabric. It will not warp \ specially prepared chemical paper is put into the ma 
or scuff, and is impervious to moisture chine, where practically anything by way of a picture or 
Sturdex is a hardened warp-proof board with green document may be copied 
water-proof canvas. There are no paper linings. The box Che cost of the machine is said to approximate that of 
is metal hinged and steel edged for hard service a portable typewriter ERB 





NATIONAL BI-LOCK POST BINDERS At the left the binder is being locked temporarily by pushing the “open-shut’’ lever. At the right it is being 
permanently locked with a key 
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Cleaning Tool for Stencils 
Ludwig Springkart of Garmisch, Bavaria, has invented 
a special cleaning tool for stencils The intention is to 
color from stencils once used, so that they may 


be used again, preserving sharpness of a new stencil—ERB 


clean the 


Remington Brings Out New Noiseless 


Remington Rand, Inc., announce Remington’s new noise- 
less, with broad claims for its value and versatility. 

The durable cast 
aluminum, providing great 
This machine weighs thirty-four and a quarter pounds. 
Che platen is removable, an exclusive feature of the Rem- 
tabulator is built in as an integral 


frame of this machine is of strong, 


streneth with lighter weight. 


ington noiseless The 
part of the machine, while added beauty is provided by 
relieving the smooth, glossy finish by well balanced crackle 
panels Chere is a new improved line space mechanism. 
New 


paper bail in forward position rests directly on the indi- 


pressure lever is retained in the front panel. The 


cator. The top plate is of new design and its pitch pro- 


at the writing point. Rubber feet 


furniture 


vides greater visibility 

on the back of the 

machine is tilted back 
The company lists the following twenty-three points as 


machine protect when the 


features of the new noiseless machine: Increased 


of touch; interchangeable 


inbuilt 


visibility; quality platen; tilting 


guide: ratchet release; paper bail; 


return lever, convenient to keyboard; 


paper table with side 


new style carriage 





REMINGTON NOISELESS TYPEWRITER 


THE NEW 


paper fingers; double line gauge pressure levers; top cover 


of new utility and beauty; new pressure lever; inbuilt deci 
mal tabulator with no rebound; key-set tabulator and clear 
keyboard; efficient back-spacer;: 


key; margin release in 


three-position ribbon adjustment; excellent stencil cutting; 
double shift locks; 
lever; card platen with clip; tabulator with a stop for every 


variable locks: extra feed roller tension 


beauty of finish. 
—_<—— 
New Instrument for Writing Music Notes 


\ German manufacturer of duplicators and stencils has 


space on machine; 


invented a new instrument to write music notes on stencils 


The manufacturers are Roto & Debego Werke A. G.,, 
Konigslutter, Germany.—ERB 
=< 


Paper Punch with Reinforcing Feature 
M. Erlebach Nachf., Frankfurt a. M., 
Germany, manufactures a new paper punch, the “Quail.” 
In addition to punching holes, this device applies reinforce- 


Kaiserstrasse 60, 


ments to the holes punched. 


9 
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New Jasper Desk Line Just Announced 
The No. 500 line of full quartered oak desks is the most 
recent creation of the Jasper Desk Company of Jasper, 





NO. 517 IN THE JASPER DESK COMPANY LINE 


One member of the line is shown in the accom 
Desk No. 517 here pictured is 34 by 
It is also 


Indiana. 
panying illustration. 
60 inches, with inch and a quarter five-ply top. 
made in combination walnut and mahogany, 


— 


Underscoring Device for Typewriters 
DEM Diffusion Electro-Mécanographique, 80, rue Tait- 
bout, Paris, France, makes an ingenious device for under- 
scoring on typewriters, or for ruling vertical columns on 
the machine. It can be used in connection with the various 
makes of typewriters which are fitted with a central guide. 
Che device is circular, and held in the hand much as the 
circular typewriter eraser is used. The lines made on the 

original are repeated simultaneously on all carbons, 


EE 


New Weight and Height Scale 
A scale of extreme accuracy giving 
both weight and height has recently 
been placed on the market by the 
Hanson Scale Company of Chicago. 
It has a weighing capacity range from 
a fraction of a pound up to 300 pounds. 
It is particularly adapted for use in 
the home, in athletic and golf clubs, 
hospitals, doctor’s offices, gymna- 
siums, schools and health centers. 
The with 


new mechanism. 


scale is newly designed 
Corners are rounded 
and easy to The 
trimmed in chromium with rust-proof 





clean. scale is 


KANSON 
SCALES 





bumpers. Large and comfortable rub- 
ber mat is inset on platform, and en- 


closed bottom prevents the mechanism 

















from rusting. 

The mechanism is of the best 
hardened’ knife 
floating 


throughout pivots, 


hardened bearings, linkage. 
Guaranteed for five years against me- 
chanical defects 
— wee 
Ribbon and Carbon Man Sees Happier Future 
Rk. C. Moore, Kansas City branch manager of the Colum- 
bia Ribbon & Carbon Manufacturing Company, and secre- 
tary of the Mid-West Travelers Club, returned to Kansas 
City recently from a trip through Oklahoma and Texas. 
Asa result of his interviews with dealers in those states, he 
feels more optimistic than for some time over the general 


business outlook. 
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TORONTO BUSINESS 
FQUIPMENT SHOW 


A SUCCESS 


The third annual business equipment show at Toronto, 


Canada, mentioned in brief in the December issue of Office 
Appliances, was held on the auditorium floor of Eaton's 
College street store from November 24 to December 2 in 
lusive, and proved to be successful from all standpoints 
re was a large daily attendance of executives from 
any part f Ontario and Quebec as well as from To 
ronto, and the interest exhibited well repaid the Canadian 
Busine Equipment Manufacturers Association tor the 
trouble and expense of getting up the show 
Mayor Stewart of Toronto opened the show Frjday 
! n, \ mber 24, with a speech from the stage of the 
vuditoriut He was accompanied by Controllers Ramsden, 
Simpson, McBride and Robbins, and was introduced by 
rr. R. Crayston, president of the Canadian Business Equip 
ent Manufacturers Association 
Following t pening proceedings, a complimentary 


eo! vas tendered the mayor, the board of control, 
ficials of the T. Eaton Company, Ltd., members of the 


ce equipment ndustry and representatives of the press 


n Eaton's u ! 
The guest speaker of the occasion was | ( Stowell, 
president of the Office Equipment Manufacturers Institute 
f the U. S. A. and president of the Dictaphone Sales Cor 
ation Mr. Stowell extended the greetings and good 
wi é t the mdustry in. the United States to fellow 


rkers for Canada. Other speakers included Mayor Stew 
irt, T. R. Crayston, R. A. MacDougall and D. E. Bissell, 


resident and secretary of the association respectively 


\mong t se present at the luncheon were the following 
Mavor Stewart, Controllers Ramsden, Simpson, McBride 
ind Robbins O. D. Vauehan, Ivor Lewis, 7 \. McRae 
ind W. J. Kernohan, officials of the T. Eaton Company, 


Ltd.; T. R. Crayston, president of the Canadian association; 
MacDougall, vice-president; D. E. Bissell, secretary; 


\. E. McLean, G. F. Rogers, C. J. Monahan, T. L. Payne, 


The National Cash Register Company of Canada, Ltd.; EF 
} Koenig, | W. Schake, G. W Taylor, W. J. Davison, 
G. L. Scott ar \. S. Woodward of the Addressograph 
\Multigraph Company of Canada, Ltd.; Hugh Young, Harry 


Cable, George Parker and W \. Vanderburgh of the Dicta- 


ne Sales Corporation, Ltd.: E. R. Green and K. C. Dal 


gleis f the Postage Meter Company; F. J. Carroll and 
Findlay Harvey of Felt & Tarrant, Ltd.; Hugh Clark, G.S 
N. Gostling and Howard Mitchell of Burt Business Forms, 


Ltd.: G. F. Morris, C. S. Ray, R. Donohoe of International 
Business Machines Company, Ltd.; H. A. Schuler, Charles 
Campbell, Emile de Monchaux, W. Morgan, H. G. Hum 
pl S. G. Redington and F. J. Perron of Remington 
Rand Ltd.; A. T. Hunt, W. O. Detweiler and R. W. Taylor 
f D. Gestetner Canada Ltd.; J. J. Seitz, J. L. Seitz, J 
Carolan, F. McGinn, J. McDowell, J. Doyle, W. Markle and 
| Thompsor f Underwood Elliott Fisher Ltd.; J L Rap 


AMONG THE EXHIBITORS AT THE CANADIAN BUSINESS SHOW 


Top to t Addressograph-Multigraph of Canada, Ltd.; Remington 
Rand, Ltd Feit & Tarrant, Ltd (Comptometer) Dictaphone Sales Cor 
poration, Ltd nderwood Elliott Fisher, Ltd., accounting machine divi 


I 
National Cash Register Company of Canada, Ltd 


















UNDER W000 ' 
ELLIOTT 
FISHER 
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ADDITIONAL VIEWS OF EFFECTIVE DISPLAYS AT THE CANADIAN 

SHOW.—Top to bottom Underwood Elliott Fisher, Ltd., typewriter divi 

sion; International Business Machines Company, Ltd. ; Burroughs Adding 

Machine Company, Ltd.; Burt Business Forms, Ltd.; Postage Meter Com 
pany, Inc. ; Gestetner (Canada) Ltd 


mund of Burroughs Adding Machine Company of Canada, 

Ltd.; A. D. Stubbings, Mitford Advertising Agency; Ernest 

\. Moore and C. W. Hale, managing editor and associate 
editor respectively of “Office Management.” 

Among the visitors from the United States were L. C 
Stowell, president of the Dictaphone Sales Corporation; H 
R. Russell, Remington Rand Inc.; R. N. Fellows, vice-presi 
dent and general sales manager Addressograph Division, 
Addressograph-Multigraph Corporation; Ray Winger, vice- 
president and general sales manager of the Multigraph Di 
vision, Addressograph-Multigraph Corporation; and Georg¢ 
Haig, director of advertising; John L. Wood, educational 
division; A. B. Gary, and B. L. Franks, sales department, 
all of The National Cash Register Company. 

A number of leading Canadian business equipment manu- 
facturers went to much expense to arrange attractive dis- 
plays, some of which came directly from A Century of 
Progress Exposition at Chicago, while others were sent 
from the New York business show and still others came 
over from England expressly for the Toronto event. 

On Friday evening of show week, officials and executives 
of the Canadian Business Equipment Manufacturers Asso 
ciation were entertained at the home of Mr. Crayston. A 
buffet luncheon was served, followed by cards, etc. 

On Saturday morning, from 9:00 A. M, to 1:00 P. M., a 
special educational day was held for the graduating classes 
of the commercial schools of Toronto and vicinity. 

The exhibitors included the Powers Accounting Machine 
Division of Remington-Rand, Ltd.; Burroughs Adding Ma- 
chine Company.of Canada, Ltd.; Accounting Machine Di 
vision, Underwood Elliott Fisher, Ltd.; D. Gestetner (Can- 
ada) Ltd.; Remington Rand, Ltd.; International Business 
Machines Company, Ltd.; Burt Business Forms, Ltd.; Ad 
dressograph-Multigraph of Canada, Ltd.; Felt & Tarrant, 
Ltd.; Underwood Elliott Fisher, Ltd.; Postage Meter Com- 
pany; Dictaphone Sales Corporation, Ltd.; National Cash 
Register, Ltd. 

nsvsinatiitivasbiedhi 
Para-Lastik Makes Pleased Customers 

The W. A. Sheaffer Pen Company, Fort Madison, la., 
states that dealers are finding success in handling the new 
Para-Lastik recently introduced by the Sheaffer organi- 
zation. Para-Lastik has a number of interesting features 
It will not curl or wrinkle the thinnest papers, yet papers 
stay mounted as long as desired, but are removable at any 
time without tearing. The preparation does not stain and 
any surplus can be rubbed off, leaving the work clean, It 
is declared to be pleasant and easy to use. 

Para-Lastik is shown in attractive display boxes, which 
are declared to have increased dealers’ sales, also that the 
Ever-Moist fountain brush supplied with the twenty-five 
cent tubes has materially assisted in raising. the unit of 
sale. 

Stationers Squares Hold Christmas Party 

Members of the Stationers Square Club of New York 
City foregathered at the Club Adrienne in West Fifty- 
eighth street on Thursday evening, December 28, where 
they held the annual Christmas party of the organization. 
There was a fine turkey dinner and wonderful entertain 
ment. 

eee 
Zellers Receives Masonic Honors 

Publicity Lodge No. 1,000, F. & A. M., New York, N. Y., 
elected John A. Zellers as Worshipful Master to conduct 
the lodge during the ensuing year. Mr. Zellers is vice- 
president and assistant general manager of Remington 


Rand, Inc. His fraters have chosen an efficient leader 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dtally invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, December 7, 1933 


This seems to be a “between period”! By that I mear quency and venue of exhibitions Che trouble is that 
that the activities of the Office Appliance Trades Ass: what is paying publicity for some is sheer waste of time 
ciation have a break between the passing of the old and for others, so that unanimity is not possible However, 
election of the new executive Ninety per cent of our more on this next month 
trade are represented in this association Amongst others, the “Results of Modern Methods in 

However, the new executive has just issued announce Savings Banks,” “Costing,” “Office Furniture,” “Mech- 
ments of an interesting series of luncheon meetings for the anised Accounting from an Auditor's Point of View” and 
coming nine months which should keep members together “Selling Office Equipment” are subjects down for addresses 
and provide food for thought The next luncheon is a by eminent speakers 
business meeting when that vexed question of exhibitions Last week I paid a visit to the works of the Accounting 
will be brought up. This is probably the most discussed and Tabulating Corporation of Great Britain. I was hos- 
and contentious subject in our trade—the advisability, fre pitably received by Mr. C. E. Hunter, the manager. Subse- 
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DAYLIGHT WORK SHOP OF THE ACCOUNT 
ING AND TABULATING CORPORATION Ot 
CREAT BRITAIN In his accompanying letter 
Mr Vineent J 4 ! te ribes a Vv 
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THE IMPRESSIVE EXHIBIT OF THE UN 
DERWOOD ELLIOTT FISHER COMPANY 
AT THE BUSINESS EFFICIENCY EXPOSI 
TION, LONDON, ENGLAND, LAST FALL 


quently their Mr. Brougham took me round the workshops, 


operations and willingly answered my many 


Perhaps the point that impressed me most was 
All one story 


explained 
questions. 
the cleanliness and well-lighted workshops 
buildings, the glass roofs afforded natural daylight for eff- 
Floors were swept and free from litter 


cient working 


The operatives were cheery and anxious to answer ques 
tions as to their work. It is not often one finds such con- 
ditions and it reminded me of the similar conditions in the 
Kenrick & Jefferson. About 700 operatives 

They are working at top pressure on what 


a high price! 


factories of 

are employed 
after all is highly specialized equipment of 
Splendid! Eighty per cent of the employees belong to the 
Sports Club, which has the use of excellent playing fields 


Two large canteens with well equipped kitchens provide 


food. This is distinctly good. I lunched there with Mr 
Hunter and Mr. Brougham. On Page 26 is a cut of one 
of the well-lighted workshops. Everything is placed at 


right height for convenient working according to the na- 
ture of the job 
I am sure you would like to know how things are going 
with us. Here are a few 
Luxury Motor Car Distributors. \We are so far 27 per 
cent up on sales of corresponding months last year. 
Printing House. 
stamped letter headings we obtained the extraordinary re- 


“snapshops” 


As a result of recent mailing of relief 


sult of 40 per cent orders on sketches submitted for new 
headings 
Office Appliance Distributors. We are well ahead of last 
vear’s figures and prospects are distinctly bright. 
Calculating Machine Distributors. The results of the 
last month have been embarrassingly good! 
Duplicator and Calculating Machine Distributors. 
vember was the best month we have ever had. 
Finally here is a New Year’s message from Mr. W. Des 
borough, chairman of the Office Appliance Trades Associa- 
tion of Great Britain and Ireland: “The Office Appliance 
of Great Britain is contemplating considerable im- 


No- 


Trade 
provement in business during 1934 and most of the mem- 
bers already have tangible evidence of brighter days. We 
all hope that you too are looking forward to 1934 with 
courage and hope. May you be rewarded accordingly. 
May I echo these sentiments?—VEJ 


——>—__ 
Parker Pen Joins London Chamber 


\nglo-American Trade, the publication of the American 
Chamber of Commerce in London, recorded the election 


of The Parker Pen Company, Ltd., to membership in the 
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R. Zoccola, director of the company, repre- 
Parker interests in the American Chamber of 


chamber. A. 
s¢ nts the 
Commerce in London. 
endiadia 
The Leipzig Spring Fair, 1934 

Over 7,000 exhibits, an increase of fifteen per cent over 
last year, will be shown at the next Leipzig Fair, indicating 
a vigorous upturn in trade conditions. It is already assured 
that 22 countries will send exhibits, and buyers will be as- 
sembled from 70 countries. The Fair will be held from 
March 4 to 11, inclusive. 
years the Leipzig Fair has been considered 
It assembles the 


For many 
an accurate barometer of world trade. 
newest products from all parts of the world and is the 
meeting place of more than 150,000 business men. Never 
before have the eyes of the world been turned so atten- 
tively towards this great exchange. 

The world marketplace at Leipzig makes a special appeal 
this year to widely varied business interests. Its sponsors 
claim that no other fair offers such an opportunity for 
business contacts with leading firms of all 
the great industrial nations. The work of months of travel 
abroad may be accomplished in a few days. Many firms 
are making great efforts at present to gain world markets, 
and the Leipzig Fair will prove a valuable instrument for 


making new 


the accomplishment of this end. 

The 1934 Spring Fair will be three times as large as any 
prewar fair. Germany is at present exporting fifty per 
cent of her varied products, the bulk of which finds its 
way into foreign markets through the Leipzig Fair. Amer- 
ican business men in a variety of activities will find oppor- 
tunity for profitable arrangements at Leipzig. 

Every effort will be made to appeal to foreign visitors. 
For information regarding special concessions on the rail- 
roads in Germany and other advantages of which buyers 
can avail themselves, address the Leipzig Trade Fair, 10 
East Fortieth street, New York. 

eviniintifiitiaiiais 
Italian Firm Establishes Importing Offices at Milan 


Rag. Virginio Svidercoschi has established his head- 
quarters in Milan for the purpose of importing from the 
United States adding, calculating, bookkeeping and billing 
machines. The house in question is managed by Virginio 
Svidercoschi, who for over eleven years was connected 
with the Italian organization of the Burroughs Adding Ma- 
chine Company of Detroit. The new firm aims to intro- 
duce on the Italian market the machines indicated at prices 
which will make them accessible to most Italian concerns. 
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In conjunction with the sales department, a mechanical 
service department has been organized to take care of the 
The staff 


of this department is composed of skilled mechanics well 


machines sold and to service those already in use 


versed in the construction of all manner of adding and 
calculating machines. 
Mr. Svidercoschi is able to assure the house he repré 


sents of a wide experience in the office equipment line, 


with particular reference to machines. He is well con- 


nected and can give satisfactory references 


_ 
Trade Price List from England 


Ofhce Appliances has been favored with a net trade price 


list from Gutteridge, Sampson & Company, wholesale and 


manufacturing stationers, 143 Farringdon road, London, 


EC I, 


Chis price 


England 


] 


ist is bound in substantial orange covers and 


contains forty-eight pages. It is a useful and informative 
piece Of work 
- = 
American Typewriters More Freely Imported 
into British Isles 
According to the New York Herald 
\merican typewriters are being imported more freely 


[his is 


Tribune of Decem 


mnt England since the depreciation of the dollar. 


in the tace of the fact that trade improvement seems to 
be slown low! 
<- 
Ancient Printing Press 
The printing press of Guasp, Palma, Majorca, has been 


in operation without interruption 354 years, says an item in 


the South African Printer and Stationer The press has 


been in the Guasp family during these centuries. Complete 


business transacted are available covering the 


1579 


records of 

years since 
—_ > —-—- 

Bucarest Office Equipment Company Moves 


Che Office Equipment Company, formerly at Bulevar 


dul Bratianu 22, Bucarest, has moved its offices into larger 
Bulevardul Domnitei No. 1, Bucarest 1 
umania the Addresso 


Ohio 


quarters at 
company represents in R 


( orporation f Cle veland, 
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Speed Championship Contest in South Africa 


Late in October a South African typewriter speed cham 
held at 


under the sponsorship of the Johannesburg Star. The con- 


Johannesburg, organized 


pionship contest was 
test caught the public imagination and aroused a great deal 
So succeessful was the event that it has been 


decided to make 


of interest. 


it an annual affair to be held in August 


of each year. In addition to money prizes, a trophy will 


be contested for to remain in possession of the winners in 


the intervals between contests. Contests will be staged 


in each and all of the important centers in the Union of 
South Africa, 


Johannesburg for the grand finale. 


and the finalists in each will journey to 


The contests were held in the city hall, forty finalists 


competing. The event was run in conjunction with the 


Everywoman exhibition. The hall was crowded, more tian 


twenty-four hundred people being watch the 


The 


present to 


contestants contests resulted as follows: 


First, Miss R. Yule, employed by M. Haskell of North 
British buildings, with a speed of 82 words a minute; sec- 
ond Miss H. Bole of the Vacuum Oil Company, with a 
speed of 76 words a minute; third, Mrs. M. Beech with a 


speed of 74.9, and fourth, Mrs. E. Borthwick, with a speed 
of 74.1. 

All four winners were 
different makes of 
Barlock; Miss 
Smith and Mrs. 

Special interest attached to the participation in the con- 


test of Miss 


Johannesburg and used four 
typewriters. The winner operated a 
Bole a Mrs. Beech an L. ¢ 


3orthwick an Imperial. 


from 


Remington: 


speed typing con 
test organized in Capetown by the Cape Argus in 1931, 
of Miss Daphne Wynne-Dyke, one of the 


competition, who came to Johannesburg to 


N. Noonan, winner of the 
and 
finalists in that 
test their skill 
Neither was placed in the first four, but a special prize is 
being awarded to Miss Noonan for the best performancs 
put up by a visiting competitor 

One of the interesting features of the day was a display 


of typewriting instruction to music by students of the Pre- 


toria Technical College. 

In the students’ contests twenty competitors qualified 
for the final from a field of one hundred nineteen en- 
trants The result of the contest was as follows: First 
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prize of £10, Miss E. Malherbe, Pretoria Technical Col 
lege, speed 50.6 words a minute. Second prize of £5, 
Miss S. Abramowitz of Wit. Technical College, Johannes- 
burg, speed, 46.5 words a minute. Third prize, £2/10 
Miss E. Bender of Wit. Technical College, Johannesburg, 
speed, 44.6 words a minute. 


The runner-up was Miss D. Watt of Modern Methods 
Business College, Johannesburg, with a speed of 44.07 
words a minute. 

W. Urquhart, chairman of the Star Seaside Fund, 


thanked the 
Gunn, chairman, and H. 


members of the judging committee, particu 
\. Marshall, timekeeper, 
schools and 


larly R. 


and the principals of the typewriting repre 


sentatives of the various firms who had lent machines for 
thanking the 
also the city 


National Sporting 


practice He concluded by African Films 


for filming the preliminary contests, elec 


tricity Transvaal 
Club 

Che contest was splendidly organized by Charles S. Play- 
fair, who was assisted by H. A. Marshall, N. Duke, R 
Gunn, E. J. W. Nowell, L. B. Maggs, E 
Jones, H. C. B Misses McDon- 
nell and Leitch, and an advisory committee 

Che Pretoria Technical College demonstration was undet 
Sheffield and M. Arden- 


Serfontein 


department and the 


Henderson, F. 


Payne, E. R. Harvey, the 


the supervision of Mesdames F. G 
Davis, and Messrs. J. A. K 
to the city hall was the 


deLange and V. 
Che entrance scene of a number 
of striking 
models of various makes of typewriters were displayed, to- 
gether with oldest 

dating back to the earliest models 


trade exhibits, in which the most up-to-date 


some of the machines in the country 


oe 


Schedule Intended to Improve German Office 
Equipment Business 

commercial and political con- 

ditions in Germany, the National Stationers Association 

and the National Association of Typewriter Dealers have 

submitted to the government new outlines which should be 

trade. 


On account of the new 


followed in governmental orders for the 


Heretofore for its state buying a special commission was 


Fivine 


constituted to examine and fix prices for goods required by 
state authorities, including typewriters, calculators, index 
systems, etc., and this commission usually fixed such a low 
price that only manufacturers could enter into competition, 
which condition militated against the dealers. It is stated 
that the government was anxious to buy at the cheapest 
possible prices, and hence centralized its buying, and that 
only a few manufacturers or wholesalers had the benefit of 
the business The asked to let as 


many dealers as possible partake of this business at prices 


government is now 


which will allow some benefit, because the dealers have 


their overhead to consider and have to pay taxes to the 


SOUTH AFRICAN TYPEWRITER 
CONTEST WINNERS AND OFFI 
CIALS Left to right: Captain W 
Urquhart, assistant manager, The 
Johannesburg Star; the seven prize 
winners, Mrs. M. Beech, third prize ; 
Mrs. E. Borthwick, fourth prize ; Miss 
H. Bole, second prize; Miss R. Yule, 
first prize; Miss E. Malherbe, first 
prize, students’ contest; Miss E. Ben 
der and Miss 8S. Abramowitz; R 
Gunn, chairman, Judging Committee ; 
H. A. Marshall, timekeeper; Mr 
Starke, assistant British Trades Com 
missioner, and Charles 8S. Playfair, 
honorary organizer of the contest 


government. It is, therefore, held to be not fair for the 
vovernment to buy at bottom prices direct from the manu- 
It is de- 


clared that government centralized buying should be done 


facturers and weaken the dealers as taxpayers. 


away with. There is a special advisory body created to 
advise the government in buying office equipment, and this 
body should have sufficient authority to purchase the nec- 
essary goods; but to keep on buying at bottom prices 
through manufacturers and wholesalers will not better the 
situation in the employment field which the government 
wishes immediately to improve. Other large concerns, 
knowing the advantage of the government, are beginning 
to ask for the same price reductions and this is another 


blow to the dealers.—ERB 





y CSR 
LEADING MEMBERS OF THE ROYAL TYPEWRITER COMPANY'S 


OVERSEAS ORGANIZATION MEET IN TURIN, ITALY.—Left to right: 
S. Migiarra, business manager of the Societa Anonima Italiana Royal, 
Italian Royal dealers; T. T. Malleson, Royal foreign sales director; Mrs 
A. Gillio, and Renato Napoli and A. Gillio, local Royal dealers in Turin 


—— 


“Reliable” Enters Radio Field Abroad 

The Reliable Typewriter & Adding Machine Corpora-’ 
tion, 303 West Monroe street, Chicago, has entered the 
radio field, manufacturing radio receiving and broadcast- 
ing equipment designed especially for the use of listeners 
abroad. This field was studied thoroughly several years, 
with the sole aim of building an outstanding line of radio 
receivers, specially designed and manufactured for the 
foreign markets. 

After the conditions abroad were investigated the com- 
pany was convinced that mass production as applied to 
radio practice in the United States could in no way cor- 


respond to the conditions found in most foreign coun- 








30 OFFICE APPLIANCES 





tries In general radio produc tion in the Units d States ped American, German and calculators. Under these conditions 
is based in most cases to actual local conditions. which it is not believed that the Logistea calculator — ees oN 
are generally tavorable to radio reception as yet in Staly to the American product, rene 2g te Se Gee 
in Italy to the distributor at less cost than the Italian Logistea, im spite 

Power transmission lines in the United States. which f the handicap of import duty and transport charges. At present the 
are among the causes of noise and interfere nce, are in Italian machine finds its principal market in the g vernmental offices, 


where domestic products enjoy a preference by law 


stalled with up-to-date apparatus to eliminate interference, 




















with leakage, et In the majority of European, Sout! Import Duty 

1 ‘ LA , . : li The import duty n calculating machines is not excessive; it is as 

an entra merican coun s, tl trans SsIO Oo ; 
. : UNtries, ‘ ransm ion mes I essed, under Paragrap! 498 of the Italian customs tariff, at the rate 
' , . 
power and lighting plants are in many cases of crude in f Lire per kilogram, or Lire 3,35 per pound, equivalent at normal 
stallation Chis makes it difficult to obtain good recep gold par to 1 cents per pound, plus a per cent sales tax. The 
" : Tr ea ty hence the hiteen pet ent d valorem duty ol 
tion with mass production radio receiving sets The full 1 c ence € ee < i a 
. , , , i does not apply 
Reliable iit ir 1) } Sig oO oO t} ¢ < ) ; ' 
< i cel designed overcome e inte The Italian market for calculators has been excellent for the past 

' | t ' ' ] , ' } , 
ference cue » pe nstallat ms of power! and lig! ting few years, and it would appear that the economic development of the 
lines country has reached a point by 1931 where the value f such ofhes 

P is | me yparent, althougl dding machines found readier ac 

\nother important point taken into consideration is the premarin ants , . sy . o 7 — “ 

ae ; ; ' ceptance in earlier days, and still retain their natural lead owing in 
construction ‘ parts sed t le th Oo ag: st 1 ’ 

! ‘ ! ta pa us¢ make them proot again part to their lower cost rhe official figures for the imports appear 
moisture salt vyater and the higl humidity found in all below ncluding adding machines, the two types not being segregated) 
tropical countri \ll parts are made to stand the abuses the latest available being for the first five months of 
caused by the idden increase and decrease of the elec Italian Imports of Adding and Calculating Machines 
P Veight in Ki Value in Lire Value in Dollars 
rical Cl ent vil is very common In many foreigt Year yrams a 19 
countrie 1.013.001 1 65.652 45.560 

80.006 12,053,064 $372 

Im the United States the wide spread sending stations 668,00 10,686,27 435 

, , ‘ M 343,001 »457,320 87,222 
make it p sible for a set of moderat power to reach one : 

: While no indication of the official percentage in the table comprising 
prorat r another In foreign countries the broadcast calculators is availal t is probable that least f the 1 ¢ xd they 
ing stations are not numerous, and are widely scattered predominate The sale of adding machines is an older busimess, 
als ther power is not great, s that radio owners 1n the need tor the s more basic, and in Italy thei wer prices also 

, then Phe trade in adding machines is not dealt wit n this report 
majority of foreign countries have to depend on stations . 
but it ay be observed that such machines are not a et martufactured 
far distant, as we as nearby stations, for their entertain n Italy, and the demand. which is usually good, is met primarily. by 
ment achines of American, German and Swedish manufactt 
, , > prenonderance of ti d — ie Geedia tn ted / ¥ 
Reliable instruments are designed for foreign users: thes Phe epon ance of the United States in thi ade i licated b 
: , , —4 the atest fheial fhgures for an annual period, name the ear 1932 
ver a wave mands, trom filteen t 2.200 meters, witl ar 
ring W ch the imports of calculating mac nes clu xg adding ma 
maximut ensitivity and selectivity \ll receiving sets chines) from the Unatted States feraled 451.0 Liteevems (994,45 
are custor built, with all parts properly matched Dhe unds) valued at Lire 6,365,242 (335,013), whi amounts to about 
, } ] | ' SIXty pe ce i the total tor the yea The hwure for the rst five 
Reliable line was not planned to compete with mass pro : ; 
mont t t 1933 show a slight increase, the ercentage being 
duction sets. It is known that there are many well estab the amount being 228,000 kilograms” (502,740 pounds) and the value 
lished firms abroad which are mort interested in selling Lire 3,383,324 ($178,070) The year -1933 will prove even re suc 
' ' cessful for the American product, m that it is known that a number of 
rst class equipment on which they can depend, and pro : 
econd and and rebuilt American calculators ave beet rdered, f 
, , ' 
tect their customers better than selling mass production sien, sacl the year, apart fr the trade in new machine 
sets, in competition with miscellaneous unskilled dealers Retail Prices in Italy 
, , , ie ¢ a ' or nenens Inenimaten the Teal , 
who have been placed in the radio business in competition While the American product at present dominates the Italan ma 

; a : ket, there is a strong Swedis ind German competition Only one 

with honorable, well established merchants The latter , - : , . 
French calculator is sold and it is a negligible factor, while 1 Britis! 
, , , > 
lass will be selected to distribute the Reliable line machine has appeared’in this market The Monroe and Marchant cal 
; ‘ a | ’ 
culator ire said t be the leading American makes ’‘s lin Italy 
The new Italian calculator retails at l ire 3,500) $183 it’ gold par) 
. . . } } ] ‘ 1 
ind while t s price is below that of toreign makes in gene lor the 
Italian Market for Calculating Machines 
S e of the I achine, the Italiar machine 1s overcumbersor e, and cal 
} - - “< o 
Che following report on the Italian market for calculat culators of more compact style satisfy the trade at ces . competitive 
ims machines 1s presented through the courtesy oft the or considerably lower (The Italian lira is wort today August‘ 2 
. 33 ré nd s » S houg! } l gold rar S 1 s ) 
United States De partment oi: Commerce, Bureau of For : 3), around seven cents, although the normal gold pa . —— 
rhe principal German calculators on .the market are the Continerital, 
eign and Domestic Commerce [It was prepared by Vice : 


Mercedes, Brunsviga, Rhein-Metal, Hamman and Cordt-Triplex, whicl 
' 
Consul Paul Dean Thompson, Milan, Italy retail at from Lire 2200 to“t.aw'20000.- The Brunsviza Nove XII! 








The first Italian calculating machine was completed about one year del, although not a. small machine, retails at Lire 2,8 It is hand 

ago, and now established on the market, with an annual production operated, but many of the German models are electricall}. operated, as 
f about thirt units The tactory s at Pavia, twenty miles fror for example the Mercedes “Euklid” Model XXV, retailing at Lire 
Milar and the stributing agency is in Milar The machine ts calle 10,00 \r ng Swedish calculators the Facit Model T, retails at Lire 
the Logistea aleula " is claimed | the inventor and maker 8 This model is quite small and compact, hand operated, wit! 
Mr. \ Fiammeng to be the product of years of study and researc 8x9x13 dials 
The name f the anufacturing compat s the “Psic,” or Pri The Second Hand Market 
Stabiliment Italiar Calcolatrici, meaning “First Italian Calculator The Italian market for second hand and rebuilt calculators, and add 
Manutactory t capitalizing its unique position in the field, for it ne machines as well, has been very good during the past few vears 
is the first ar W | bab ret the sole factory f the kind u lue to the importance of the price factor im a period of depression, and 
Italy tor me time The Itahan market f calculators is dominated to the less exacting requirements of the Italian user of such machines 
by Amer! at al German makes whi ive gained ar assured reputa The small, Simple hand operated models are adequate for the needs 1 
thon, coupled wit reasonable prices, ficult for an infant industry t this market, hence even old and somewhat obsolete Anierican machines 
vercome The Logist« in appearance esembles most the American ire acceptable [his situation has given rise to a flourishing trade in 
Monroe and Mar int calculators, but comparatively heavy, and ld machines, which can be sold at from fifty to eighty per cent of the 
wit i stwle line It made in three sizes, namely: eight by eight price new, according to the age of the machine The fact that the im 
by sixteen lia rime by nine by eighteen lials and ten by ten by port duties are the same for old as for new articles appears to have had 
twent als t adds ubtract ur livides T he Ti r ttle weight 

hitted ! ! perat t I the stand] int tr economy These mac mes are imported both wit! ind without rebuilding in the 

ilway an i tant factor in the It ur rket, electric peration ts United States Most of this trade has been han by smaller in 

t favore rters, especially dealers in typewriters, whose trade is poor at present, 
Ir pite f the that it is a finishe product and not in the und there is available in Italy the mechanical skill to rebuild satisfac 
x1 F \ y e is k t Y thiect to furthe ‘ t ere, although the procuring of parts f the United States is 
r | t “ it ent ‘ t t 6 f capital The « t cause s e delay and extra labor and expense The parts that 
f anufact " " cal $ natura ig ind it is a ques will be required are sometimes imported with the old machines While 

whet ‘ e can equa ince the ghly deve the regular agents in Italy of the American calculators have not been 
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hand trade, they are feeling the effects of the 
These 


interested in the second 
keen competition, and are beginning to consider the possibilities 
firms constitute the best customers for the sale of second hand ma- 
chines, providing their obligations permit them to handle such business. 
This Vice Consul Paul 


based on interviews with a number of local firms. 


report of Dean Thompson is 


i 





MR. ESPINAR DE RIO, MANAGING DIRECTOR OF 

ROYAL TRUST MECANOGRAFICO 8. A., MADRID, 

SPAIN, LIN HIS PRIVATE OFFICE.—Royal Trust Mecano- 

grafico handles the distribution of Royal typewriters in 

the Republic of Spain, Gibraltar, Spanish Morocco and 

the Canary Islands. The firm maintains handsome and 

spacious headquarters in Madrid from which it covers 

thoroughly all sections of its territory. It is an aggres 

sive and well organized selling unit 
—— 
Some Echoes from Abroad 

Special Correspondence to Office Appliances 
The demand for dictation machines in western Europe, 
salesmen state, is out of proportion to that for typewriters, 
meaning no cessation of the use of the latter, but an in- 
crease in the sale of the former. The dictation machine 
is regarded as a device par excellence for the achievement 
of economy in office routine, making it possible to employ 
a typist who is not a shorthand typist. The difference be- 
tween the two in wages is considerable. The transcribing 
machine is relegated to the back office where the typist 
operator transcribes from the cylinders which are brought 
in from the front office by the office boy, the finished work 
being taken away by him for the attention of the execu- 
tives. The stenographer-typist had to have a place in the 
front office, had to dress the part and to command some 


skill and tact in meeting people. Her pay was therefore 
relatively more. 
x * k 
News from Geneva indicates that Japan is seriously 


thinking of abandoning her ancient form of chirography 
and adopting the Latin alphabet. It is stated that an an- 
nouncement to that effect was made by no less a person 
than Professor Tanakadati, member of the House of Peers 
of Japan and representative of his country at the Com- 
Intellectual This will 
Japan to use typewriters with Latin characters and the 


mission of Coéperation. enable 


usual linotype machines for printing purposes. The pro- 
fessor is said to be eager for the whole world to adopt 
Latin characters as a means of promoting universal under- 
standing and intellectual cooperation. It is reported that 
Russia is also about to reform her writing by the adoption 
the Turks and Albanians have al- 


The Albanian language 


of Latin letters, while 
ready adopted Latin characters. 
was reduced to writing in comparatively recent times, we 
are told, an Albanian savant who had spent a considerable 
3oston, Massachusetts, having compiled 


The educated Albanian, it 


part of his life in 
the first 
is said, speaks French, Turkish and Boston English, with 


Albanian dictionary. 


a curious aptitude for the use of words most often found 
The 


general adoption of Latin characters will have a decisive 


in the English Bible and the works of Shakespeare. 


effect on the use of machines having other types of let- 


31 


ters. . 


The typewriter has been an important factor 
in minimizing the use of the Gothic script in Germany. A 
few newspapers are printed in the ancient characters, and 
some hand-written letters in Gothic occur. But the type- 
writer in Germany, whether made there or in the United 
States, has a “qwert” keyboard. The “umlaut” or modi 
fication sign, and letters with the modification, showing 
that an “e” or other vowel has been omitted, are added to 
some keyboards, but as a rule the American standard key- 
board is regarded as sufficient for business purposes.—LR 
ae 
A Directory of the Office Equipment Trade in 
Holland 
J. S. te Welscher, Doetinehem, Holland, is the publisher 
of an excellent directory of the office equipment trade in 
Holland. The directory was compiled and arranged by 
B. W. de the staff writers of “Neveka,” a 
Dutch journal devoted to the office equipment and com- 


Veer, one of 


mercial stationery industry. 

The directory is an inclusive work of more than two 
hundred pages giving specific information as to sources of 
supply of the many products sold by office equipment deal- 
ers and commercial stationers in Holland. The informa- 
tion is presented in a manner that permits quick and easy 
The bulk of the book is devoted to a list of 
trade names arranged in alphabetical order. If the trade 
name itself does not clearly indicate the product an ex- 
Following each trade name is 
Included in this 
distributed by 


reference. 


planatory word is included. 
the name of the manufacturer or supplier. 
list are American-made products 
agents in Holland. 

Following the alphabetical trade name list is a special 
trade name list classified according to products. This list 
is followed by an alphabetical list of manufacturers with 


Other lists such as trade marks 


many 


complete street addresses. 
and water marks, and special information pertinent to the 
field are included in the directory. 

De Veer’s Vraagbaak is the only one of its type that 
has been published in Holland. 

—_—@————— 
Berlin Office Machine and Furniture Expo 

As a part of a series of exhibitions to be held at Berlin, 
Germany, this year, the office machine and furniture trades 
will hold displays this fall. From September 7-16 the 
International Office Equipment exhibition will be held in 
the Kaiserdam, the German 
progress in the manufacture of office devices. 

In October there will be a display of office furniture in 
the Kaiserdam, embracing the reich’s development in the 


eighth national display of 


field of office furniture. 
ee 
Stationer-Mayors of South Africa 

The South African Stationery Trades Journal printed a 
list of names indicating that stationers of South Africa are 
successful in municipal affairs. The Journal suggested a 
roll of honor embodying the names of Mr. George Con- 
stable, mayor of Boksburg; Mr. T. W. Yardley, mayor of 
Pretoria; Mr. A. L. Palmer, mayor of Johannesburg; Mr. 
Douglas Green, mayor of Vryheid. These gentlemen are 
following in the steps of the several stationers who have 
been Lord Mayors of London. 

EO 

John Birney’s Career Told in Berlin Publication 

The career of John Birney, a veteran of the Remington 
typewriter organization, was told briefly in Transatlantic 
Trade, the publication of the American Chamber of Com- 
merce in Germany. Mr. Birney’s long connection with the 
typewriter industry is well known abroad and at home. 
Transatlantic Trade headed its article thus: “John Birney 
Eighty Years Old—Sold Remington No. 1.” 
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BUSWELL 


U. EE. F. CONSOLIDATES 
CHICAGO OFFICES AND 
OPENS A SPLENDID 
DISPLAY ROOM 


\ll divisions of the Underwood Elliott Fisher Company 
branch at Chicago have been brought together under one 
f at 210 West Monroe street, where the outstanding 
feature is a beautiful and impressive display room done 
in the “moderne” mode. 
Former the a unting machine division was at 306 
South State street, the typewriter division at 210 West 
lonroe eet, the adding machine division at 155 East 
Super r street and the service department at 655 South 
Wells \ll are now located in the building at 210 
West M eet, where the total space now occupied is 
ipprox ute 1,000 square te 
Phe tree is divided nto tw sections, the 
front portion el 1 commodious display room and the 
rear sect m the eneral thees and sales department. On 
the third floor of the building are located the employment 
sche ind the repa and parts department. In the bass 
ment space are the sales training room, supply department 
and st k 
The new di 1y room is artistic in conception and exe 
ition \ erfect balance in color and tone has been 
ichieved throug! the us¢ ot black, silver, blue and the 
brown idings f walnut wood The ceiling is black 
The fi red with blue carpeting The walls are 
made uy as s of walnut panels divided by pillars in 
black and Siive 
On five panels are hung large mural paintings depicting 
the development of writing The first in the series por 
trays the picture writings of the stone age man. The next 
ne shows the cuneiform writing f the Babylonians 
These are followed by the hieroglyphics of the Egyptians, 
the illuminated manuscript of the middle ages, and the 
quill pen era 
At the back of the display room is an exceptionally 
attractive panel done in a modernistic vein. It is a mirror 
n which has be sandblasted a pattern of skyscrapers in 
ie, whit d and eam colors 
Modert ri chairs of chromium plated steel and 
é eath« priate stands on which are displayed the 
irious Unde d Elliott Fisher products, and a sem- 
circular ‘ resents a pleasing and harmonious 
efiect 
Che de ¢ and general layout work necessitated by 
the nce it f the several divisions of the company 














rWwoO VIEWS OF THE NEW U. E. F. DISPLAY ROOM AT CHICAGO 
AND A GLIMPSE OF THE REPAIR DEPARTMENT.—The upper picture 
shows the aisle from the street entrance, lined with lounging chairs and 
display stands. At the left in this picture is the reception desk. The 
enter picture is of the back end of the display room with its semi-circular 
ounter and modernistic wall panels 
Was d ne by Mel er & Liebrich, al hit ts in nterior 
de corat > 
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\ joyous house warming celeb 


customers and members of the office machines 
cago were invited, was held, Friday, Decemb« 
mid-morning until well into the afternoon, 


crowding in As they entered they were met 


of the sales staff, identifiable by a white bout 
conducted throughout the entire establishment 
included a pause in the salesmen’s training 1 


rarily transformed into a buffet, where delecta 
ther refreshments were served to visitors 
Several baskets of flowers added to the le 


ration t \\ 


ch U. E.F 
rade in Chi 


r 22. Krom 


sitore 


Caliic 


vy a member 


ymnniere, and 
Each tour 
m, tempo 


ror vd and 


rative 


ap- 








mw MORE DISPLAY ROOM SCENES AND A PICTURE OF THE SALES 


DEPARTMENT At the top is a general view looking toward the street 
In the center picture may be seen three of the fire murals depicting the 
development of writing The two other murals adorn the wall on the 
opposite side of the roon The lower picture reveals the It E. F. Chicago 


sales staff planning the day’s calls 


pearance of the display room. Each basket carried mes 


of good will and esteem from friends in and out of 


sages 
the trade. 

F. C. Snow, manager of the Chicago office of Underwood 
Elliott Fisher, was master of ceremonies at the house 
warming, assisted by F. G. Schuelke, manager of the type- 


accounting 
add- 


Schramm, manager of the sup 


division; E. I. Tafel, manager of the 
division: Van W 
as 
plies division; and the salesmen in each division 
R.B 


maintains 


writer 
machine Haverton, manager of the 


ing machine divisior 


Buswell, western division manager of the « 
with the 
on the street face of the building 


ompany, 


headquarters Chicago branch. His 


office is on the third floor, 


a 3 


Do Stationers Neglect to Sell Salesbooks? 
\ survey among the stationers,” says a man long con- 


nected with the commercial stationery industry, “reveals 
the fact that most of them carry salesbooks in stock, but 
that the volume sold by stationers generally is not in pro- 
portion to the possibilities of the line. 

“Regardless of the quantity of salesbooks sold direct by 
manufacturers who imprint special headings upon them, 
the market for stock salesbooks without special printing 
It is estimated that 150,000,000 salesbooks printed 
and plain are sold in this country annually. 
that 
like other items in the store, such as mechanical pencils, 


They are not short-profit items that 


is large. 


“I wish to suggest stationers display salesbooks 


fountain 
last forever, but are sold in dozens and in hundreds, and 


pens, etc. 
are used up. Records must be made, however small the 
transactions. 

salesbooks off the shelf and 


Such business forms are constantly in 


“I advise dealers to get 
make 
use by merchants in every line. They will add new profit.” 
a ee 
Testing Pencil Leads on a Postal Scale 


One of the most ingenious machines used in the man- 


a display. 


ufacture of Autopoint pencils is a lead tester invented by 
Plant Manager Frank C. Deli. 
is a postal scale to which has been added a metal bar 
above laid upon the lead stick and a bar weight release. 
The breaks the stick at a certain 
point in ounces indicated on the scale. With the breaking 
of the lead, the postal scale indicator immediately slips 
back to zero, but the breaking point at which the strength 
of the lead is determined is permanently indicated by an 


The base of this device 


weight pressure lead 


auxiliary hand which remains at the point of lead break- 
age until turned back to zero. 

The Autopoint Company, Chicago, believes this machine 
to be the only one of its type in existence. 

sid saci 

Buffalo Cost Accountants Hold Business Show 

The Buffalo chapter of the National Association of Cost 
\ccountants sponsored the seventh annual business show 
at the Hotel Buffalo, Buffalo, N. Y.. December 14. A num- 
accounting and office 
International 


ber of exhibitors showed modern 
machines and supplies, the list comprising: 
Business Machines Corporation, Powers division, Reming- 
ton Rand, accounting machine division, Remington Rand, 
Monroe Calculating Machine Company, Inc., Elbe File & 
Binder Company, “F & E” Checkwriter Company, Ditto, 
Inc., Eagle Stationery Company, Buffalo Typewriter Em- 
porium, Monroe Calculating Machine Company, Felt & 
Tarrant Manufacturing Company, Woodstock Typewriter 
Company, Addressograph- 
Register Company 


Register 
and The Egry 
eH 
Book Discloses Many Dishonest Practices 
Swindles—A Business Man’s Cautionary 
Maurice C. Moore, inter 
national this book the 


author exposes many of the frauds, swindles and trickeries 


Company, Standard 


Multigraph Company 


“Frauds and 
List” is the title of a book by 
writer on business subjects. In 


that are practiced on business people in all fields, reveal- 
ing the ingenuity of crooks in inventing new tricks and 
varying old ones. 

Although the book is British 
point, many crooked trickeries are also tried out in almost 


written from the view 
identical form in this country. 

Copies of this book may be obtained at $1.00 each from 
Ernest A. Dench, Ho-Ho-Kus, N. J. 

ee 
Hagan Adds Masonic Honors 

P. C. Hagan of the Panama Carbon Company, 215 West 
Fourth, Tulsa, Okla., has been elected treasurer of Temple 
Chapter No. 94 of Royal Arch Masons.—HDR 
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Globe-Wernicke to Sell Steel Equipment 
Corporation 

the Globe-Wernicke ( 

rder signed by Federal Judge Clark, ot 

the United States of New Jersey, to offer 


for sale the assets of the company in New Jersey, includ 


Receivers of ompany have been 


authorized in an 
District Court 


ing the wholly owned subsidiary, the Steel Equipment Cor 


Avenel, N. J Che company will be 
personal property and 


poration, sold as a 


oing concern, including real estate, 
accounts receivable 


\. Wilkerson and Frank H. Kunkel, 


Steel Equipment Corporation 


According t ()Jscat 


equity receivers sale of the 


will be an important constructive step in the reorganiza 


tion program of the Globe-Wernicke Company, which is 
a matter of great interest to the large family of Glob« 
Wernicke dealers throughout the United States 

Recent reports filed with the United States District 


Court in Cincinnati show the company’s financial condi 
greatly improved in the past year 
=< 


“Insto” Products Acquired by IBM 
orporation, Endi 


stocks and 


tion has been 


The International Business Machines ( 
cott, N. ¥ 
manutacturing 


Ltd., Oakland, Calif. The 
the International Time 


has acquired all assets, existing 


equipment from the Instograph Company, 
new products have been added 


Recording di 


to the 


vision of IBM 


quired by the corporation in 1933 


production of 
This is the third group of office utilities a 
former additions were 
typewriter and the Radiotyps 

stamp, a dating stamp, 


the Electromati 
The “Insto” 


t recorder, each electrically 


produc ts are a time 


and a cos operated \ sheet 


of paper of any thickness inserted in these machines, trips 


the mechanism and causes it to stamp the time on the 


paper 
- a 
Westlake Joins Marble & Shattuck 
. H. Westlake, who will be remembered by many in 
the office furniture field, has returned to the harness. He 


has joined The Marble & Shattuck Chair Company, Cleve 
land, Ohio, as sales manager 
graduating from Brown University in 


sales agent for The Mil 


Immediately afte 
1901 he joined Frank J 
Chair Company, when that Chicago office was at 


wrecked 


Barnes, 


waukec 


192 Michigan avenue, in a building which was 


later to make way for the McCormick building. While 
with Mr. Barnes Mr. Westlake held successively the posi 
tions of assistant to the order clerk, order clerk, floor 


salesman and sales representative in the midwest territory 


Upon the deat! f the company secretary, Mr. Westlak« 


was sent to Milwaukee to be secretary of the Corporation, 


giving up his road work. He continued as secretary until 
1915, when he resigned to become secretary of The B. L. 
Marble Chair Company, Bedford, Ohio. Later he became 
sales, continuing there until 
Westlake felt that 


office. 


vice-president in charge of 
the spring of 1931. At that time Mr 
he had worked 
Changes in the business structure and other circumstances 
for him to get back into the furniture 
Marble & Shattuck Chair Com- 


long enough, and resigned his 
made it necessary 
field. He then joined The 
pany, carrying with him the good wishes of many of his 
old associates. 
_— 
Carter & Allen Change Location at Chicago 

Carten & Allen, Inc., Chicago representatives of Mittag 
& Volger, Inc., have moved from 205 West Monroe street 
to 318 West The Mittag & Volger 


representation has been maintained forty years. This busi- 


Washington street. 


ness had occupied space at the Wells street address 
twenty-seven years The new premises occupy 7,200 
square feet of space, about the same as that at the former 
Wells street place The arrangement of space at the 


Washington street address permits more convenient han- 


dling of stocks and orders. 
The office is at the front of the 
Che street at this point is used almost entirely by auto- 


building, facing south. 


mobile traffic, and the new offices are much quieter than 


those on Monroe street, which were close to the elevated 
railroad loop, with its incessant clatter 
[The stock rooms are equipped with steel shelving, 


affording exceptional facilities for handling ream goods 
and dispensing packages. 

This business is affiliated with Carter & Company, paper 
merchants specializing on manifolding tissues of national 
reputation. Bonds and ledgers are also carried 


a 
Vivid Junior and Vivid Dupli-Kit Marketed 
Through Dealers 
L. C. Smith & Corona Typewriters, 
a new policy in the distribution of Vivid Junior and Vivid 
Dupli-Kit gelatin duplicators and is inviting inquiries from 


dealers who may be interested in handling these machines. 
through di- 


Inc., has announced 


Vivid duplicators were sold only 
The new policy 


Formerly 
rect branches of the company. 
dealers the facilities of a nation-wide organization 

Both the Vivid Junior and the Vivid Dupli-Kit are rec- 
associations and business 


brings to 


ommended for sale to schools, 
organizations whose duplicating needs are not sufficient to 


call for more expensive duplicating equipment. 
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Royal Sales Set New Highs 
The total sales of the Royal Typewriter Company, Inc., 
continued to set new high marks in the closing months of 
1933 
mercial users are making increased purchases of equip- 
ment and long delayed replacements, while preliminary 
figures indicated that Royal portables would top old rec- 


Evidence is said to have been conclusive that com- 


ords for Christmas business. 

November set a 
equaled in the history of the company. 
November sales surpassed those of October. 

November school sales showed a seventy per cent gain 
over the billing in the same month last year. A. M. Stone- 
house, manager of the Royal’s school department, stated 
that Worcester, Mass., led the list with six hundred forty- 
four per cent of quota sold, the cities next in line being 
Des Moines, Ia.; New New Orleans, La., 
and Springfield, Mass. 

November sales of portables were among the biggest 
since 1929 for that month and December promised to per- 


before 


mark 
For the first time, 


sales, it is said, never 


Haven, Conn.: 


high level 
——— 


Remington Rand Report 


rk Herald Tribune of November 23, pre 


form on an equally 


The New Y« 
sented the following condensation of a report by Reming- 
ton Rand Inc.: 

“Including and wholly-owned 
sidiaries reports as of September 30 cash of $5,245,037, cur- 
rent assets of $21,907,537, and current liabilities of $1,977,- 


domestic foreign sub- 


056. This compares with cash and marketable securities 
of $6,451,695, current assets of $24,044,419 and current lia- 
bilities of $2,078,491 on September 30, 1932. 
——E——— 
Dictaphone Resumes Dividends 
The New York Herald-Tribune of December 5 included 
the following among its financial items: 
“Dictaphone—Resumed the dividend on the no-par com- 
mon stock by declaring a distribution of 25 cents a share, 
December 21 to stock of December 11.” 
— 
I. B. M. Corporation Declares Quarterly Dividend 
Announcement from New York under date of November 
28 states that the International Business Machines Corpo- 
ration on that date declared a regular quarterly dividend 
of $1.50 a share on capital stock payable January 10, 1934, 


payable record 


to stock of record December 22, 1933. 
a 


Horr Leaves the Wilson-Jones Company 

Cortland B. Horr, after ten years in the loose leaf field, 
first with The Sam’l C. Tatum Company of Cincinnati and 
later with the Wilson-Jones Company of Chicago, left the 
service of the latter organization last month. He plans 
first to take a few weeks’ rest at his home, 334 South Fifth 
avenue, La Grange, Illinois, after which he expects to make 
a connection with some concern in the loose leaf or kindred 
field. 

Mr. Horr joined the sales staff of The Sam’l C. Tatum 
Company in 1924, remaining until the time of the merger 
of that company into the Wilson-Jones Company in 1926. 
He continued his work with the latter company, covering 
nearly all the mid-central states. Of recent years he has 
been doing sales and executive work in the home office at 
Chicago. 

adie 
Steel Equipment Corporation Moves 

The New York branch of the Steel Equipment Corpo- 
ration has announced that on and after December 18, 1933, 
the new address of the branch will be 41 East Forty-second 


street. 
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Roy Mock Joins Pelouze Manufacturing Company 

Roy D. Mock, well known in the scale field, has joined the 
organization of the Pelouze Manufacturing Company, 232 
East Ohio street, Chicago, where he will have charge of 
sales and under the sound policies upon which the com- 
pany achieved and has maintained its fine prestige through 
the years, will employ his initiative and enterprise in ex- 
panding the company’s dealer service. 

Mr. Mock has been connected with the industry for a 














ROY D. MOCK 


number of years and enjoys the friendship of many people 
in his trade who will welcome his return to it. 

During the great war, Mr. Mock entered the regular army 
and was commissioned from the ranks. His skill with the 
rifle later brought him a roving assignment to select and 
develop snipers for the A. E. F. After the war, he con- 
ducted his own advertising agency for some time. 

In announcing this appointment, Colonel William Nelson 
Pelouze, president of the company, said: “For many years 
Pelouze postal scales have been known to the trade as rep- 
resenting high quality at a complete price range. It is my 
hope that the trade will come to know them even better, 
how to display them, how to sell them, how to make more 
Reports show that general business 
is pointing upward. Office equipment in large volume must 
be replaced. We want to cooperate with dealers to the end 
that maximum returns may be secured from the business 
revival. Mr. Mock feels that his biggest task is not to sell 
Pelouze scales, but to help dealers sell them.” 

Qe 
Chicago Office Equipment Concerns Begin Line-Up 
for 1934 Century of Progress 

Those in charge of the Nineteen-thirty-four Century of 
Progress Exposition to be opened early next summer, con- 
tinuing the big event of 1933 for another season, are busy 
securing contracts from exhibitors for exhibition space. 
Already several of the leading office equipment manufac- 
turers have signed. These include: 

The Addressograph-Multigraph Corporation, The Die- 
bold Safe and Lock Company, A. B. Dick Company, Inter- 
national Business Machines Corporation, The National 
Cash Register Company, The Sanford Manufacturing Com- 
pany, Visible Records Equipment Company and The Wahl 


Company. 


money out of them. 








EXCUSE US PLEASE 


News Item Garbles Name of Coast Firm 
An item on Page 130 of the November issue of Office 
Appliances referred to “James M. Barry,” a manufacturer's 
representative at San Francisco. The name should have 
been the Charles R. Barry Company, and the error crept 
into print through inadvertence. We are sorry. 
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Muskogee Stationer’s Silver Anniversary 

anniversary of the Bowman Stationery 
December 1 at the company’s 
Muskogee, Okla. 


the business to attend 


Che twenty-hitl 
c¢ le brate d 
Third 


tions were sent to the 


( ompany 


store, 218 Nortl 


was 


street, Invita 


friends of 


the anniversary trom seven to ten-thirty Selective sou- 


venirs were presented, including a Corona typewriter. A 


bit of history, in a happy vein, appeared on the invitation 


1908. 1933-— Muse water has run under the bridge since we bought 
a little print s » and began doing business under the name of Bowman 
Stationery Compar Muskogee and the surrounding territory has 
done a lot for us during these twenty-five years—helped us to keep the 


bills paid and make a pay day every Saturday—let’s see—that’s 1,003 
pay days—we've never missed, and if you are asking me—the Boss 
got his pay envelope too 

During this quarter of a century we have done more than a million 
dollars’ wort! f good business—and about ten thousand bad Of 
the more than $2 paid in salaries, practically every cent was 
spent in Muskogee 

Muskogee has kept faith with us. We hope we've done our part 

From the small print shop our business has gradually grown to a 
complete office supply store We've never quit printing—possibly never 
will We'll fix your typewriter, or sell you a new L. C. Smith or 
Corona; install a nice new desk with a goboon to go beside it; furnisl 
ink for your pen and lead for your pencil; sell you a ledger and show 
you how to keep it; supply the family Bible and recite John I1:35 
to you; sell you salesbooks and ask you to make the first charge 
against us; you know what we mear we ive the goods and we want 
te serve 

We're regular— e-up-'n-see-us-sometime Harry Bowman 

Harry V. Bowman, president of the Bowman Stationery 


Company, stated that the anniversary was a big success 


Che streets were blocked, and several hundred could not 


get in the store Che guests were taken through the office 


supply store first, then through the print shop \n auto 


matic press was in operation, printing a circular advertising 


Bibles 


tvpewriter 


the circular was distributed to the visitors. The 


repair shop was then visited, where duplicat 


ing machines were demonstrated, and the guests presented 
Demonstra 


advertising Christmas cards 


also on an addressing 
Finally the 


Many floral offerings were received 


with a circular 


tions were made machine and an 


envelope sealer visitors were shown throug! 


the furniture display 


from friends, from customers, from manufacturers sup 


plying merchandise and from competitors 


Mr. Bowman arrived at Muskogee twenty-five years 
ago in December, coming from Nevada, Mo., where he 
had been connected with a local newspaper The Bowman 


Stationery Company was his first business experience. He 


made any big money but have made 


debts paid, 


said “IT have never 


enough to keep my educate my children, live 


comfortably and enjoy most of the luxuries—what more 


could one want! 


a 
Business Equipment Corporation Succeeds Previous 
Concern 


Mechanical Business Equipment Company, 611 


New York City, 


Broad 


way, announces that it has been succeeded 
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PICTURES, OUTSIDE AND INSIDE, 

TAKEN ON THE OCCASION OF THE 

TWENTY-FIFTH ANNIVERSARY OF 

THE FOUNDING OF THE BOWMAN 

STATIONERY COMPANY, MUSKO- 
GEE, OKLA 


by the Business Equipment Corporation, which has been 
formed with a view to supplying a wider service to ad- 
The 


last six months have proved it to be possible to advance 


dressing machine users through increased facilities. 
in the face of depressing conditions if a distinctive service 
is offered. 

The service of the Business Equipment Corporation in- 
cludes-supplying materials for use on addressing machines 
and showing addressing machine users how the equipment 


can be made to-serve more profitably through additional 


uses 


> 
Baugh Leads Royal Honor Roll Two Consecutive 
Months 


For the first time in the history of the Royal Legion of 
Honor, its commander has held the position for two con- 
Atha S 


is the man who has achieved this honor 


secutive months Baugh, manager of the Royal’s 


Louisville branch, 





A. 8. BAUGH 


The organization is composed of the fifty-five star sales 


men of the Royal Typewriter Company, Inc. The com 
mander’s post is achieved by making the highest percent- 
ages of quota in the entire organization and is, therefore, 
a position much coveted 

In addition to being commander for the second time in 
November, Mr. Baugh has made the legion for the fifth 
consecutive time, entitling him to a special diamond- 
studded Legion of Honor pin. 


Cc. L 


also received a diamond-studded pin for five months’ con- 


Price, salesman at the Royal San Antonio office, 
secutive membership, becoming one of the small group of 
top notch Royal salesmen who have achieved this distinc- 
tion 

Mr. Baugh started in December with the promise of even 
better business by issuing a challenge to every other Royal 
branch in the United States. This challenge had to do 
with a package of the product for which Kentucky is fa- 
sent to any and all branch managers who made 
quota before Baugh did. The taker, E. G. 
Dodge, manager of the branch at Pittsburgh, Penna., which 


mous to be 
offer found one 
made quota shortly before Louisville did in the early part 
ot Decembe c. 
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Our Compliments to the Blade Organization 

\ beautiful holiday card done in colors accompanies the 
Blade weekly memorandum 1934, issued by 
The Blade Printing & Toledo, Ohio. 


lopped by a twilight view of the company’s big Superior 


calendar for 

Paper Company of 
from 
Northwestern Ohio.” 
Charles H. 


the title is 


Street plant, the card bears greetings 


“Ye Oldest 
Within is a messag 


appropriate 
Printing llouse in 
entitled, “Recovery,” by 
Shields, president of the Beneath 
the N RA sign, foll 


reappears 


company 


wed by a thought of optimism, “when 


hope confidence returns—the whole horizon is 


roseate with the rising sun of a brighter day and recovery 


be Vins 


“To do our part in this recovery and do it well, we 


should show more faith in one another—dispel the furtive 
I 


thoughts of suspicion and distrust and hail the ‘Son of 


Righteousness’ as He appears in our visions of Recovery 
during this momentous Christmastide.” 

Follows then a verse from the hymn, “Hark, the Herald 
Angels Sing.” 

Che cover of the weekly calendar is gray, witl 
words imprinted 


the com 
appropriate entitling 
a leaf, with dotted 


pany’s shield and 
a week to 
buff 


forated at the top for convenient removal if desired. 


thereon. The body sheets 


lines for memoranda—are of stock, each sheet per- 


——<— 


Western UEF District Contest Winners 


Branch offices of the Western District, Underwood 
Elliott Fisher Company, competed in a quota contest 
recently, which showed some _ striking results. Pwo 


divisions in the Great Lakes country made these records: 
Chicago, 254 per cent of quota; Minneapolis, 219 per cent; 
Indianapolis, 112 per cent. 

South 


say, 240 per cent. 


Bend, 285 per cent; Peoria, 245 per cent; Green 


—-—_—_ 


Schroedel Takes Buffalo Office for Tabulating 
Machine Division IBM 


C. C. Schroedel has been appointed Buffalo manager of 
the Tabulating Machine Division of the International Busi 
ness Machines Corporation. He succeeds R. G. Thomas, 


who has been promoted to the post of special assistant to 
G. H. 

Many people will remember Mr. Schroedel as assistant 
manager of the IBM exhibit at A Century of Progress ex- 


(Armstrong, the company’s director of education. 


position in Chicago. He has been with the company eight 
He also has been man- 
Machine 


Syracuse and executive secretary of the company. 


man. 
Tabulating 


years, starting as a service 


office in 


ager of the International 





Increasing Fountain Pen Department Business 

Che Kendrick-Bellamy Stationery Company, Sixteenth 
and Stout streets, Denver, Colo., have succeessfully fea- 
tured a fountain pen window display that has served mate- 
rially to increase business in that department. Some little 
time ago an employe of the firm built a “Fountain Pen 
Hospital” building, which is shown in the accompanying 


photograph. This “hospital” was placed in one of the 





“DOCTOR” EDWARDS OF KENDRICK-BELLAMY COMPANY, 
DENVER, COLA)., AND HIS FOUNTAIN PEN HOSPITAL 
display windows of the store and at once began drawing 

the attention of passers-by. 

This window not only greatly increased the repair busi- 
ness of the fountain pen department of the store, but it 
made sales of new pens and added to the customers of the 
company. Each of the eight tiny doll beds in the “hos- 
pital” contained a fountain pen, while at the foot of the 
bed was a card telling what was wrong with the pen 
patient. 

This display is allowed to remain in the store’s window 
At the end of that time it is taken out and is 
It is a display that 
time it 


The 


expense of arranging such a window is very small and the 


one week. 
not put back for a number of weeks. 
regular intervals and 


stands repeating at each 


serves to speed up the business in the department. 


idea is one that can be successfully used by any store 
featuring fountain pens.—IRA 
——E——— 


New Concern Opens Office 
The Rex Business Machines recently opened an office 
at 441 Lexington avenue, New York, N. Y. They are in- 


THE U. E. F. STAFF AT THE OKLAHOMA 
CITY BRANCH.—Left to right: Mayme Babcock 
and Beatrice Kelley “‘ganging up’’ on W. B. 
Mann, of the service department, to his evident 
liking; H. W. Welch, salesman; Marie Le Bolt, 
operator, and W. C. Welsh, branch manager 
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terested in contacting a few of the manufacturers of smalle: 


ofhice devices who wish representation in the eastern mar 
ket. The company states that with its present sales forc« 
they are in position to handle additional lines. The men 
at the helm of the Rex Business Machines have had a long 


experience in the export field Chey are particularly inte 


ested in letter scales, staples and stapling machines, metal 


hles, patented folders, ribbons, t 
> 
Kehl Sells Typewriters from Truck 
C. F. Kehl, proprietor of Kehl’s, Mexico, Mo., authorized 


Und 


ines, and Sundstrand cash registers and 


rvice agent for rwood standard, portablk 


sales and s¢ 
and noiseless macl 
adding machines in nine counties, has recently acquired a 
Dodge 


f machines in his territory. H« 


truck with which he promotes the sale and delivery 
has been using a coach, 
but finds the truck much better because he can take along 


a larger number of machines and get to them more easily 
plenty of speed and 


Underwood Elliott 


The truck is a handsome affair witl 


stamina an advertisement for 


Fisher as well as for the house of Kehl. 
Che business owned by Mr. Kehl was established by him 
in 1918. He came into the typewriter business by way of 


the telegraph key, having worked for a number of years as 
railroad telegrapher, chief clerk, et Being mechanically 
inclined, Mr di | 


ne i 
repairing and 


Kehl had always s own typewriter 


repair work outside of 


fice hours for friends. Having a typewriter of his own, 
ne day ‘ ut in an advertisement offering to rent it He 
t six plies and had only one machine. Therefore, he 
went to St. I is and bought six machines for rental pur 
pose By Decemb« 1919, the side line typewriter busi 
ness was bringit re than ke salary from the rail 
oad. § e quit his job, trained a man to relieve him and 
emerged a f ne hundred per cent typewriter deale 
in April, 1920. He called his business the Mexico Type- 
riter Ex , ind opened in two upstairs rooms at 
Mexi M 1922, he bor it a printing plant and 





rRUCK WHICH ENABLES C. F. KEHL OF MEXICO, MISSOURI, TO 
MAKE SPEEDY DELIVERIES TO ANY PART OF THE NINE COUN 


TIES HE COVERS AS AGENT FOR THE UNDERWOOD ELLIOTT 
FISHER COMPANY 
started to do j printing. In the meantime he had taken 


n the sale of Corona typewriters and Sundstrand adding 


machine When Mr. Kehl added a stationery department 
e found that he had outgrown his original idea, and he 
started to call the business simply Kehl’s. In April of last 
year he took over nine counties for Underwood Elliott 
Fisher Company, selling the machines mentioned in the 
rst pat f the present sketcl 

Mrs. Lucile Bybce, eldest daughter of Mr. Ke hl, manages 
the printing and stationery department, while Mr. Kehl 
does the outside tation for typewriter business. 

He declared that the new Dodge half-ton truck is roomy, 
smoke gray lor, nicely lettered, handles easily and is 


economical to rut It is speedy enough and in an emer 
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As Josh 


said, “This would seem to be almost 


gency run made seventy-two miles an hour 


Billings might have 


2 mutch.” 
> 
A. W. Faber’s Annual Christmas Party 
\. W. Faber, Inc., manufacturer of pencils and other 


stationery items, Newark, N. J., gave an annual Christmas 
on Wednesday, December 20, 


traditi mn, 


party to the entire personnel 


where the company executives, following min 


eled with the rest of the staff in a spirit of joyous good 


fellowship An orchestra recruited from the employees 


furnished the music for dancing, while cheering refresh- 


ments were freely dispensed. A solemn note was injected 
to the 


president, 


by Nathan Bilder, vice-president, who paid homage 
memory of the late Robert J. Metzler, forme: 
last April. The 


feet for a moment in silent tribute to Mr. Metzler’s mem 


who passed away gathering rose to its 


ory. 
Frank ( 


the suggestion that these 


Mindnich, president, won hearty applause by 


get-togethers be made a perma- 
1 policy. He declared that while there had 
A. W. 


Metzler’s demise, there will be no 


nent feature 


been a change in the management of Faber, Inc., 


because of Mr change 
f policy. 


H. U 


manager, was unable to 


Owing to a hard cold, Bittman, sales and adver 


address the gathering 


tising 


1 


Robert Sauter, general manager, was obliged to forego 


the party, being called away on a business trip to Wash- 


ington, 
> 


Philadelphia Office Equipment Men to Hold Show 
The Philadelphia Office 


Strawbridge 


Equipment Association will hold 


a business show at the & Clothier store Jan 


uary 9 to 13 inclusive. The following companies have re 
served space: 

The American Multigraph Sales Company, Cleveland, O.; 
Dictaphone Sales Corporation, New York, N. Y.; Monroe 
Calculating Machine Company, Orange, N. J.; Kee-Lox 


Manufacturing Company, Rochester, N. \ Royal Type 
New York, N. Y.; L. C. Smith & 


writer Company, Inc., 


Corona Typewriters, Inc., Syracuse, N. Y.; Tabulating Ma- 
chines Division of the International Business Machines 
Corporation, New York, N. Y.; The Addressograph Com- 
pany, Cleveland, O.; The General Fireproofing Company, 


wn, O.; Felt & Tarrant Manufacturing Company, 
Chicago, Ill.; Shaw-Walker Company, Muskegon, Mich.; 

1 Typewriter Company, New York, N. Y.; Ditto 
Sales & Service Company, Chicago, Ill.; A. B. Dick Com 
| National Cash 


Youngst 
Underwooe 
Register Company, 


pany, Chicago, Ill.; The 
Thomas A 


Dayton, O.; 
Member of Typewriter Firm Interested 
in World’s Fair Concession 
Illinois State Senator Arthur A. Huebsch, secre- 
tary of the Reliablk & Adding Machine Cor 
poration, Chicago, IIl., and his son Francis, control a group 


which has purchased the “Streets of Paris” concession that 


1933 


Former 
Typewriter 


attained a wide popularity during the Century of 


Progress Exposition at Chicago. The name has been 
changed to 1934 Streets of Paris, Inc. According to former 
Senator Huebsch, “peep” shows and fan dances will be 


eliminated and in their stead will be offered the finest kind 
and entertainment 
—— 
Orthwine Corporation Moves 

The Rudolf Orthwine Corporation, which has been lo 
cated at 438-48 West New York, 
N. Y., has taken new quarters at 516 West Thirty-fourth 
street in the Heywood-Wakefield building. The 
n has taken space on the ninth fl 


ot musi 


street, 


Thirty-seventh 


Orthwine 


Corporati 
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Joe Hildreth Retires 
Joseph H. Hildreth, who has spent the greater part of 
seventy years in the a retailer and 
active 


Manufacturing 


stationery business, as 


manufacturers’ retired from 
Esterbrook 


Company on December 31, after an 


representative, 
Steel Pen 


association of thirty- 


later 
service with the 


two consecutive years. His duties were centered in Chi 





JOSEPH H. HILDRETH 


cago and the Middle West as district manager and Chi 
cago manager. 
Hildreth’s many 


In recognition of Mr years of loyal 


service, the Esterbrook Company tendered 
at Camden, N. J., attended by 
officers and other 


that Mr. 


( hicago office of the 


and efficient 
him a dinner many of his 
executives of 


Hildreth will 
Esterbrook or 


associates, including the 
the company. It is understood 
retain a desk in the 


ganization and that he will attend such conventions and 


dinners as his personal engagements may allow. Mr. Hil- 
dreth has the distinction of having attended every con- 
vention of the National Stationers Association since it 


was organized, except one. In appreciation of his record 
of attendance, the National Stationers Association in 1931 
Hildreth with a prize. Again, at the na- 
1933, 


by the association with a life membership, one of the five 


presented Mr. 
tional convention in in Cincinnati, he was honored 
that have been given, and he was also presented with a 
beautiful walking stick, suitably inscribed. 

Joe Hildreth was literally born into the stationery busi 
ness, for his father was a prominent stationer and printer 
in St rst work was with his father and this 
very 
the call to go into a larger field in 


Louis. Joe's 


early influence never left him, for when he heeded 


Chicago he located 


and remained many years with the old stationery firm of 


P. F. Pettibone & Company. 
manager of the stationery department of Henry O. Shep- 
was also with Thayer & Jackson. 


He put in several years as 


ard Company, and he 
On January 1, 1901, Jo 
with the Esterbrook Pen Company. “So many years of 


started his long and loyal service 


friendship and cooperation in the same business are not 
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to be lightly broken,” says the Esterbrook Steel Pen Man- 
ufacturing Company. “Joe’s well earned retirement leaves 
an outstanding example of loyalty, courage and devotion 
difficult to emulate. To Joe, we who remain give the 
knowledge that we shall miss him and sincerely hope his 


life will be continually filled with the pleasure he found in 


working with us. 
—@e—_— 
Pennsylvania State Liquor Stores Protect Cash with 
Diebold Safes 

The state of Pennsylvania, in recognition of the bold 
and unscrupulous daring of many members of the under- 
world, has prepared each of its state liquor stores with 
proper protection for cash receipts from both daylight 
hold-up and night burglary. Approximately two hundred 
fifty liquor stores are now being equipped with Diebold 
This steel unit is anchored in a con- 
There are two 


vertical Cashgards. 
crete block too heavy to be carried away. 
compartments, one of which protects cash receipts as they 
come in and another protects the change fund at night. 
Kidnapping the manager and attempting to make him open 
the safe is prevented by the key-locking removable dial 
from the outer door. One employee has the key. An- 
other knows the combination numbers. Neither employee 
can open the Cashgard without the other. 

\s cash is taken in, it is dropped through a slot into the 
locked inner compartment. Here again the door can only 
be opened by two people operating different keys simul- 
taneously. 

ne 
McCarthy Affiliates with Victor 

F. P. McCarthy has joined the Victor Adding Machine 
Company for the purpose of handling sales promotion 
work. Mr. McCarthy became known to the industry some 
years ago as a member of the Ditto organization. Later 
he was Chicago manager for Vivid Inc. An energetic 
salesman and a man fertile in business-building ideas, Mr. 
McCarthy should prove of substantial assistance to Victor 
dealers. 

~~ 
The Guest Book 

Anthony T. Faber, Jr., Bismarck, N. D., signed The 
Guest Book November 29. Mr. Faber is a young man who 
for some time has been with Remington Rand Inc. and 
was on a trip to Chicago and Detroit on more or less per- 
sonal matters. 

C. L. Mitchell, secretary of Crane & Company, Topeka, 
Kas., called for a visit at our office December 4. Charlie, 
as most people know him, twice president of the National 
Stationers Association, stopped in Chicago, accompanied 
by his wife, on their way to visit his mother in Kenosha. 
There he expected to put more money in circulation by 
buying a car at the factory, in which he and Mrs. Mitchell 
planned to drive home, stopping at several places in IIli- 
nois and in Des Moines on the way. 

J. L. Abbott, Los Angeles, Calif., representative for Ace 
Fastener Company, paid us a visit December 12. Mr. Ab- 
bott once was an executive for a check protector company. 
He had come east to find one additional line which his or- 
ganization could sell direct to users in California. 

Charles S. Lippman, St. Louis, signed The Guest Book 
on December 12. Mr. Lippman operates the Victor Adding 
Machine Agency. He remarked that in coming to the home 
office of the company in Chicago, he brought with him a 
handful of orders for machines. He was enthusiastic over 
the outlook for the immediate future. 

C. A. Goodrich, in charge of sales for Case Bros., Inc., 
Highland Park, Conn., signed The Guest Book on Decem- 
ber 16. He was ona trip which included several important 
cities in the Middle West where pressboard is used in the 


manufacture of filing supplies. 
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Meetings--Conventions--Dinners 


New York Stationers Association Moves Forward 
The Ass New York, with the 


membership in its history, is moving toward 


Stationers ciation of larg 


forward 
and solutions of trade prob 


an organization of the trade 


way, according to the state 


William H 


Uranwing 


Secretary Greenleaf. 


The pre-holiday good will meeting of the association 
which was held on Monday evening, December 4, gave 
evidence of t ncreased unity of purpose and the co 
perative spirit which are more and more dominating the 
thought of the trad At that meeting, much of the dis 
cussion centered on national codes and the progress the 
industry wa xpected to make under code regulations 
Among the speakers were Jerry Sprott, vice-president of 
The G e-Wernicke Company Carl Schutz of Carl 
Schutz & A ites, and W. R. Grainger of Sydney, Aus 
tralia 

Che inere ' activity of t one groups and of the 
" us ¢ tees which are working out solutions of 
many trade pr blems is been encouraging to the officers 
f the association \ field secretary has been employed 
y the station n Zone Three which extends from 
Fourteenth to Sixtieth street Chis field secretary works 
under the lirect n i the executive secretary of the Sta 
tioners Ass ition, but serves exclusively in the interests 
f Zone Three Zone One, which extends from the Bat 
tery to Canal street, is at work promoting a program of 
the same type as that of Zone Three and is looking toward 
the employment of a field secretary to assist the executive 
ecretary wit s exclusive attention devoted to lower 
Manhattar Stationers in other zones are considering sim 
i I sil ti 

Various group meetings have been helding centering on 
in interpretatior f the various codes affecting stationery 
usiness and definite progress is noted in the application 
f sounder nciples of procedure in the various classi 
cations f merchandise covered by these codes 

Under the present progran ff the association, two 
meetings out of three of the association are exclusively 
retail meetings \ general association meeting attended 
by manufacturers and retailers is scheduled for every 


zone meetings in progress and with 


Lael +} 
neid, ‘ 


With various 


up liscussions frequently 


quartet! 
association schedul 


the by-laws relating to dues 


was read and will be acted upon at the next regular meet 


ing whereby the dues of all active members will be ad 
» $50 per year, payable in advance on May 1. Dues 


ll be prorated, based on the quarter in 
se elected after January 


vance d t 


for new members wt 


is elected rl 


1, 1934, must pay dues at the rate of $50 per vear Dues 


may be paid in two semi-annual installments if desired 
Mr. Sprott in his remarks said that there is great need 
for intelligent. strone and diligent selling and this neces- 
sity has become absolute with the inauguration of price 
hich the acceptance of the code brings about 


Competition that is to be feared is not that from within or 
between manutfa urers making ihce turniture, nor does it 
come from the distributors of it, but from the outsid« 
where it becomes a competition for the customer’s dollar 

\ Grainger presented a few remarks, enlivened by 
sparkling wit He particularly emphasized the need to 
stick closely t the basic and cardinal points of good busi 
ess practice l s factor alone, he believes to be in a 
great easure re nsible { the continued growth of his 
compat John Sands, Ltd., in the ninety-seven years of 
ts existe said that they had come from Australia 


to buy and that before they leave they will have purchased 
rt to the value of between $50,000 and $60,000 

Carl talked on 
and the national recovery program and told 
in Washington on November 28. He 
problems and appealed to the New York stationers to pre- 
philosophy of 


oods to 


Schutz the commercial stationery code 


tf the hearing 


outlined some of the 


sent an united front. He interpreted the 
NRA, stating that as this philosophy was understood, the 
country would become more and more enthusiastic in sup- 
porting the national plan for the self-government of in- 
dustry 
~~ 
Cleveland Typewriter Men Meet 

['wenty-three members attended the monthly meeting 
and dinner of the Cleveland Typewriter and Adding Ma- 
chine Dealers Association held at the Daisy cafe on De- 


who had been suspended for not 
Applications 


cember 5. One member 


attending meetings regularly, was reinstated. 


for two members were presented. Group advertising in 


the telephone book was discussed and some attention was 


mechanics’ union recently organized in 


given to the new 

Cleveland and in process of organization throughout the 
United States. One member of the association who at 
tended the meeting of the mechanics’ union intimated a 


probability that the union will ask $1.00 to $1.50 per hour 


associations outside of 


the 


Several letters were read from 


Cleveland, asking for information about Cleveland 


plan 
On Friday, December 9, the association gave a fish fry. 


[It was a stag affair attended by sixty-nine men from the 
and 


1 
} 


sales and mechanical departments of th 
Phe was held at the Ad 


e typewriter 


adding machine industry event 


disc . Club of Cleveland. 

On December 13, the members of the association were 
the guests of the Addison Club at a spaghetti, meat ball 
and refreshment dinner, thoroughly enjoyed by everyone 

_ 


Atlanta Office Appliance Men Elect Officers 
The Atlanta Appliance Association at 


last meeting of the Old Year elected the f: 


(Georgia) Office 


the lowing ofh- 


cers and directors: 


President, W. C he 


Raftery, sales agent, Multigraph 


Sales Agency of the Addressograph-Multigraph Corpora- 
tion; vice-president, Gus Perry, manager, Miller-Bryant- 
Pierce Company; secretary-treasurer, J. B. Ranes, sales 
agent, Addressograph Sales Agency of the Addressograph 


members of the Board of 


Lox Manufactur- 


Multigraph ( two 


Directors E. 


orporation; 
Cheek, 
R. Driscoll, 


Guy manager, Kee 


and D 


Salesbook Company 


ing sales agent, American 


Lompany, 


os 
Travelers Attend Missouri State Teachers Meeting 


E. J. Mitchell of the Levison & Blythe Manufacturing 
Company, still limping from an accident to his foot suf- 
fered some months ago, attended the Missouri State Teach 


ers Association convention in St. Louis late in November. 
Other travelers who maintained exhibits for the three days 
Walter the Eberhard Fa 
and Stratton Frank 


& Smith ( 


of the meeting included Kane of 


Pe ncil 


Browne ol 


Company Terstegge and 


the 


ber 

Binney ompany 
> 

Stationers Square Club Holds Annual Meeting 

The Club of New York held its an 


nual December the 


Stationers Square 


Thursday evening, 21, in 


Governor Clinton hotel. 


meeting on 
vom of the 
and the 


Dinner was 


eight Addi- 


Greeley re 


served at seven meeting started at 


tional information will be presented later 
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Office Equipment Manufacturers Institute Elects 
\s announced last month, the Office Equipment Manu- 
facturers Institute elected officers for the ensuing year at 


Harvard Club, New 


a meeting held on November 21 at the 


York City 
The Code Administrative Board appointed a Code Ex- 
ecutive Committee for the recently approved Code of Fair 


Competition for the Office Equipment Manufacturers In- 
is composed of the following: 

Underwood El- 
Allyn, executive vice-presi- 
W. F. Battin, 
International Ma- 


Stowell, president, Dictaphone 


dustry. This committec 


Chairman, P. D. Wagoner, president, 
lott 


dent, The National Cash Register Company; 


Fisher Company; S. C. 


treasurer and comptroller, Business 
chines Corporation; L. C. 
Corporation, and W. H 
general manager, The Postage Meter Company. 
Officers of the Institute elected at the 


President, L. C. Stowell, president, Dictaphone 


Wheeler, Jr., vice-president and 


meeting are: 


Cx rpora- 


tion; vice-president, P. D. Wagoner, president, Under- 
wood Elliott Fisher Company; vice-president, H. R. Rus- 
sell, general manager, the Powers Division, Remington 


Elliott 
general 


Rand, Inc.; secretary, C. R. Strohm, Underwood 


treasurer, W. R. Greenwood, 
Postage Meter Company. 


Stowell were 


Fisher Company; 
sales manager, The 

P. D. Wagoner, H 
elected directors of the Institute for the next three years. 
M. C. Stern of The 


Register Company, was adopted: 


R. Russell and L. ( 


rhe following resolution, moved by 
Egry 
“Be it resolved a vote of thanks and an expression of 
Members of the Code 


Stowell for the 


appreciation be extended to the 


Committee and especially to Chairman 


splendid service tendered the Industry in the context, dis 


cussion and final approval by the President of the United 


States of the Code applying to this Industry and that we, 


as members of the Institute evidenced by our action, are 


pledged to maintain this Code and our moral support to 
faithfully 


’ 


the Committee that has so served us. 


- 


Chicago Typewriter Men Adopt Some Rates 
Four dollars a month for commercial rentals and thre« 


dollars a month for student rentals, three months for 


the rental rates suggested by the Chicago 
(Association at its monthly 
Medinah Athletic Club on Tues- 


The proposal to establish a 


seven-fity, are 


[Typewriter Dealers meeting, 
following a dinner at the 
De cembe r 12 


dollars for 


day evening, 


rate of twenty rebuilding met with energetic 


opposition on the part of some of the members whosé 


ished on the basis of eighteen dollars. 


rates had been estab 


It was therefore decided to let the latter rate remain for 
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later discussion and possible adjustment to the higher 
level. 

The association pledged its support to the Administra- 
tion at Washington in the following resolution which was 
ordered sent by wire to President Roosevelt: 

“The members of the Chicago Typewriter Dealers Asso- 
ciation at their regular meeting on December 12 adopted 
the following resolution unanimously: 

“*Resolved: That the members of this Association in 
a body extend to you their heartiest wishes that you may 
succeed in bringing our country back to prosperity and 
happier days, and assure you of their sincere support of 
your policies. You have abolished child labor, eliminated 
sweat shops, and are primarily responsible for the speedy 
repeal of the Eighteenth Amendment. You have stabil- 
ized our banking institutions. Keep faith in yourself, and 
your name will go down in history with those of Abraham 
Lincoln and George Washington.—Signed: Chicago Type- 
writer Dealers Association, Inc. 


‘By Arthur B. Froehlich, President.’ ” 


In response to the foregoing, and under date of Decem- 
ber 13, came the following reply: 
“My dear Mr. Froehlich: 

“The President has received your telegram of December 
thirteenth, in which you embody the resolution adopted 
by the members of the Chicago Typewriter Dealers Asso- 
ciation, and appreciates very much your kindness in wiring 
him. He has asked me to convey to you and your asso- 
ciates his warm thanks for your words of commendation 
and your assurance of support. 

“Very sincerely yours, 
“LOUIS McH. HOWE, 


“Secretary to the President.” 


About fifty persons were present, including members of 
of the 


Those 


the association and guests, and the discussions 
various matters taken up were pointed and lively. 
who participated in the debates included President Froeh- 
lich, who called 
chair; Secretary Bob Goldblatt; F. C. 
Elliott Fisher Company; E. C. Clewell, Underwood Elliott 
Fisher Company; Tom Stack; Elmer Young; Mr. Harris 
of the Peter Paul 
Mr. Albright, Sam. Harley and others. 

President W. F. Clausing of the National Association 
outlined the work which has been done toward advancing 


former President Elmer Young to the 


Snow, Underwood 


Mechanical Service; Peter Comegys, 


the code to a hearing. He declared that, as a result of 


the work already done, the typewriter dealers will cer- 


. 


THE METROPOLITAN SALES ORGANIZATION OF THE ROYAL TYPEWRITER COMPANY AT A BANQUET GIVEN 


BY NEW YORK MANAGER J. H 
program included talks by Messrs 
Brooklyn Distributor W. B. Faustman 
Salesman J. F 

Metro 


FORSHAY AT THE HOTEL MONTCLAIR, NEW YORK CITY, NOVEMBER 22.—The 
Forshay, Metzger and Draper, 
School Salesman P 
Qualey sang a song that someone else had composed, and 
quartet rendered any songs that they could find 


and by Metropolitan Salesman ‘‘Freddy’’ Schneer and 


Mittenzweig sang a song that he had composed himself; 


“Bill’’ Metzger at the piano and a picked 
Unquestionably a good time was had by all 
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tainly have a code f ethics of their own, excluding manu 
facturers and all ther interests 
The chair announced the coming marriage of Mauric« 


Ockers of the Underwood portable department, Chicago 
Mass., where he will have 
] 


and his transfer to Brockton, 


charge of the territory which he tormerly covered as 
salesman Mr. Ockers received the congratulations of 
those present i 1 thei cart Wisi Por i pt - 
perous and ha future 

Mr. Ocket rin " _ ¢ Clewell w 
was present at was given a usil welcome 

Mr. Snow f the Underwood Elliott Fisher Company 
announced it their mpany expected to hold open hous 
in Cnicag I Friday, Decembet 22, trom ten o’clor k to 
two o'clock P. M. and invited all present to call 

After ! cussion relating to the advertising an 
nouncements in the telephone directory and with regard 
to the attitude I ne of the lepartment st res, the meet 
ing adjourned 

One of the sul ts taken up t not finished at the 
above meet va Tr atte ft publication of prices o1 
epair rate n tl Red Book of the telephone company \ 
i ater eet Lin the hes ( ( president { the 
Chicas is ! \. J Froehlich, the discussion was 
further extended and it was the unanimous, final decisior 
f the association that 1 price quotations whatever be 
included i! t he { hicas ’ telepl re Red B ’ rk The se gen 
tlemen who had advocated the publication of prices in the 
Red Book withdrew thet opposition fof the good of the 
association and f the trade wenerally for which they ds 
serve the sincere t anks f al ther Chicago dealers \ 
message to the above effect was received by Office Ay 
pliances fron Arthur B. Froehlich, president of the 


association 


New York Office Appliance Managers Elect 
Walter B. O'Donnell of the 


! Lompany was elected president of the 


International Time Record 
New York Of 

Association at its monthly meet 
Advertising Club, New York City, or 
December 4. Other officers are S. W. Sells, The Postag« 
Meter Company, vice-president; ( G. Woosley, Yawman 
ind Erbe Manufacturing Company, secretary 


urer: Philip A. Bennett, A. B. Dick ( 


ce Appliance inagers 


and treas 


mpany, direc tor, and 


C. R. Fox, Dictaphone Corporation, director 

Plans were mpleted for the banquet to be held at the 
Waldorf Astoria, Monday eveni January &, in recogni 
tion of the exy ts of the winning salesmen of each com 
pany in the annual sales contest of the association. Many 


f the members this year have put the basis of merit upon 
nsideration t 


of sales, giving c¢ 


com 


motion of the 
pany 's endeave 

Arrangements for the banquet are in the hands of 
Charles Snyder of The National Cash Register Company 
and John Noonan of the Kee Lox Manufacturing Com 
pany 


— 


Twin Cities Stationers to Hold Banquet 


Che Twin Cities Stationers Association will hold their 


twenty-seventh annual banquet and entertainment on 
Saturday evening, January 27, at the Lowry hotel, St 
Paul, Minn \ll stationers and all travelers in the district 
are urgently requested to be present. This banquet is on 
f the b events of the vear un near Northwest and 
t is always lar ly attended el 1 real cala occasion 
At tw clock p.m. of the same day, the semi-annual 
meeting f the Northwest Travelers Club will be held at 


urgently requested t 


the Lowry hotel All travelers at 


apolis. Matters were discussed pertaining to 
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attend the meeting, as there are many matters of impor- 
tance to 
[Travelers Club was held 
Andrews hotel, Minne- 


activities ot 


come up 
\ meeting of the Northwest 


n Saturday, December 2, at the 
] 


nterest to the club and the stationers in the Northwest. 


- 2 
Southern California Office Machine Mechanics 
Mac hine Me 
Decembe r 5 at 


At a meetings f the Association of Ofhce 


chanics of Southern California, held on 
Angeles, there was a good turn 


ut of local members and a goodly number of mechanics 


Clifton’s cafeteria in Los 


Officers were nominated for 1934 and 
\lan R. Mack, 
secretary-treasurer, was unanimously renominated and re- 
work he 


the association and taking care of thx 


rom outside towns 
the election will take place this montl 


ceived a vote of thanks for the fine has done in 


helping to organize 


details incident to such work. The association has been 


nstrumental in helping organizations of mechanics in other 
parts of the country, sending them information as to pro- 
cedure in organization, copy of code, et« 
Secretary Mack will be glad to accommodate all asso- 
ciations of mechanics who are in doubt about any feature 
work of organization. Mr. Mack is located at 626 
Angeles Already the 


ciation has been able to do some good work in a practical 


of the 
South St. Paul avenue, Los asso- 
way, in one or two cases reducing the hours of labor to 
those in accord with the President’s blanket code. 

\n extensive program is lined up for the ensuing year, 
not onlv to better conditions for members, but to advance 
the industry in Southern California as a whole 


> 
Chicago Office Appliance Managers Active 


Monday 
Appliance Managers 


\fter meeting every noon for six months the 
Chicago Office Association has re- 
verted to the That 


provide S for an evening mec ting the second | rida of each 


winter program followed a year ago. 


month which starts with a dinner, followed by a brief 
business meeting, a talk by an office manager for some 
large user of office equipment and whatever entertainment 
may be decided for the evening. The 
was held on the eighth at the Medinah Athletic Club 
speaker was H. L. Wylie of the 

Officers for the new year are A. E 
president; H. E 


Machine Company, 


December meeting 
The 
Pure Oil Company 

Blackstone of Dicta 
Shifflette, 


vice-president, 


phone Sales Corporation, 
Marchant Calculating 


and William 


; 


Eismann, Nelson-Eismann Company, secre 
iry-treasure! New members elected 
J. D. Oakes, Postage Meter Company, R. W. Magill, Shaw- 
Walker Company, L. H. Olson, L. C. Smith & 
mpany and A. L. Dunphy, Ditto, Inc 


recently include 


Bros. 
l ypew riter ( 


7 > = 


Office Equipment Association of Philadelphia 

During the several months past, the association has been 
holding its regular weekly meetings and carrying on rou 
tine business. They are now completing arrangements to 
hold their second annual business show at the Strawbridge 
& Clothier store 
in March of 
another in 1934. The association is sponsoring the show 
in collaboration with the local chapter of the National 
Office Equipment Association and the National Association 


in Philadelphia. The association’s show 


1933 was sufficiently successful to warrant 


of Cost Accountants. Practically all of the members have 


signified their intention of exhibiting the equipment they 
represent, 

In addition to the 
make comparative exhibits of equipment used in 
Some of the 


individual exhibits, the association 
oi P 

pp ans Lo 
present day. 
windows of the store. 


the "90s with that used at the 
displays will be exhibited in the 
Che show will be held from January 9 to 13 inclusive. 
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ART without ARTISTS 
You can now reproduce almost any kind of a picture, 
even photographs, with the Mimeograph, by the 


hourly thousands. Easy to do. Costs little. The range 


of the Mimeograph’s usefulness has been multiplied | 


With the simple device here shown, which is our newest 
Mimeoscope, all kinds of line drawings, bulletins, letters, 


charts, graphs, music, diagrams, etc., can be quickly traced 





upon the stencil sheet, ready for immediate reproduction. 


Many colors, too, in a single operation. 


No special skill 


required. » » Also learn about our new photographic repro- 


ducing process, which opens wider fields for effective work. 





You can’t know what the Mimeograph ean do for you until 
you know about these remarkable improvements. » » Write 


A. B. Dick Company, Chicago, today for full information and samples. 


MIMEOGRAPH| 
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Activities of the Florida Stationers Association 


On August 24, 1933, forty stationers from all parts of 
the state of Florida gathered in the San Juan Hotel at 
Orlando and formed the Florida Stationers Association 
Since that time three general meetings have been held 
where attendance and enthusiasm both were high 

One definite accomplishment of the association has been 
in the way of getting stationers to cooperate in standard 
izing on suggested minimum prices on small stationery 
items which formerly were used as leaders and sold prac- 


tically at cost plus freight Another accomplishment is 
the putting into effect a plan involving local stationers or- 
ganizations in four sections of the state of Florida. As 
a consequence active associations are now in Miami, Or: 
lando, Tampa and Jacksonville Problems presented at 
the local meetings are represented at the state meetings, 


which are held in Orlando at the call of the president of 


the ass 


clation 
the Florida Stationers 
president H. B 


Boren, treasurer 


Othcers ot 


Association are C. A 
vice-president; W 
P. K. Smith, secretary 

~_ 
Ninth Regional District Arranges for Meeting 


Kern, Sanford, 


~~ 


and 








Che ninth regional district of the National Stationers 
Association has scheduled a meeting for March 22 and 23 
to be held in Houston, Tex 

Willham C. Cleg t The Clegg Company, regional gov 
ernor, says that the stationery business in Texas has been 
a little better than it was at this time last year and he 
entertains the hope that it will continue to increas 

_ 
Doings of Toronto Commercial Stationers 

At the meeting of the Commercial Stationers Associa 
tion of 7 nt n November 30, it was decided to dis 
continue the 1 n-day luncheon meetings during Decem 
er and t it again on Thursday, January 11 

Che subject of the last meeting in November was Sales 
men’s Compensation, introduced by Mr. Balfour Phe 
topic was followed by a lively discussion 

> 
Seward to Honolulu for U. E. F. Company 

Victor Seward, who was formerly connected with the 
export department of the Underwood Elliott Fisher Com 
pany, is now ited in Honolulu 

Mr. Seward has been with the company in export work 
for more than eight years and has now taken a position 
wit! \lexands I S Ltd.. Underwood Elliott Fisher 

Vv. J. SEWARD 
agents in the Hawaiian Islands. Alexander Bros. represent 
the U. E. F. Company on all products. Mr. Seward is 


supervisor of the Elliott-Fisher and Sundstrand sales divi- 
sior His tamily will join him as s n as he is settled in 
his new abode 

Office Appliances joins many other friends in wishing 


Mr 
his 


Seward the full measure of prosperity and happiness in 


new ¢ mre ti n. 
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Royal Dealer in Greece Visits New York 


Ch. Marenti, head of Ch. Marenti, Royal dealers in 
Athens, Greece, was a recent visitor to the home office of 
the Royal Typewriter Company, Inc., in New York 


Mr 


of the most enterprising leaders in the 


Marenti, a pioneer typewriter man, is known as one 
Royal overseas or- 
ganization. His attractive personality commands the ad- 


miration and respect of all who meet him, and has made 








him an outstanding business figure in Greece His visit 
was very pleasant to his old friends of the Royal type- 
writer organization 
~>— 
rYPEWRITER MAN’S DAUGHTER GIVES DANCES ON 
PROGRAM FOR CHARITY Above is Miss Jean Froehlich, 
daughter of A. B. Froehlich of the Reliable Typewriter & 
Adding Machine Corporation, Chicago Miss Froehlich was 
one of those who gave of their talent at a charity program 
at the Illinois Athletic Club, Chicago, December 27 and 28 
——__<—— 
Pacific Northwesters to Hold Convention at Tacoma 
It has been decided to hold the annual convention of 
the Pacific Northwest Stationers Association at Tacoma, 


1934. 


illness of Secretary 


Wash., on June 29 and 30, 


Owing to the Fennell of the 


asso- 


ciation, his duties have been take over by C. W. Heppner, 
former regional governor and an executive on the staff 
of the J. K. Gill Company. 

< 


Calendar with Merchandising Value 
Printed in 
stock is the 


Company ol 


a rich brown and pastel green on dull ivory 
the Boorum & 
This is a 


and unusual 


calendar offering of 
Brooklyn, NY 


attractive in 


newest 
Pease thirteen- 


month calendar very appearancs 


in its scope of usefulness. The calendar measures 13x26 
inches and the pad 12x7 inches. Large figures are used, 
each calendar sheet covering three months, past, current 


and future. The large illustration on the calendar card is 


said to be a striking example of modern photography, 
showing a close-up of two Bing speed binders on a back- 
ground composed of a shadow silhouette of an attractive 
merchan- 
On 


rum & Pease 


girl working at a desk. Each sheet contains two 


dising ideas, one on either side of the actual calendar. 


the left, some article is f¢ atured from the Bo 


lines and on the right are seasonable suggestions for vari- 


ous forms of promotion according to the season of the year. 
rhe 


rived at after a careful check-up with many successful sta- 


subjects of these merchandising suggestions are ar- 


tioners and each suggestion is tastefully illustrated 


The company reports a favorable reaction to this calen- 
dar, a copy of which will be sent to any stationer who re- 


quests it 
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NEW POLICY— 


Two fast selling ViviD products 


for distribution by dealers 











The VIVID DUPLI- KIT 


15% 


a complete compact portable 
duplicating outfit 


Dealers will immediately recognize in 
this new duplicating outfit the biggest 
value in the duplicating field. Nothing 
like it has ever been offered before. You 
have a fine product made by a _ world- 
famed manufacturer—a product that will 
add prestige and profit to your business. 


Every user is your customer for supplies 
indefinitely. When you sell the outfit, 
your sales have just begun. 





a liberal dealer discount 


on machine sales plus 
profitable supply business 


\n amazingly low-priced carriage-operated 
duplicator. Same principle as the standard 
Vivid selling for several hundred dollars. 
Makes copies on paper, size up to 814"x14"; 
runs eight colors at one impression. 


Every school, every restaurant and every 
small business office where copies are made, is 
a prospect for this machine. 


DO NOT DELAY. We expect a flood of 
applications for dealer franchises. This is a 
REAL dealer proposition and will be so 
recognized by experienced, aggressive dealers 
everywhere. 








MAIL THIS COUPON 


L C Smith & Corona Typewriters Inc. 
Vivid Division (Dept. 32-A) 
701 E. Washington Street, Syracuse, N. Y. 


Please send all literature and full details of your Vicid dealer proposition. 


FOR FULL DETAILS 
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I INAIM A, 


CARBON 
RIBBONS 


THE LINE THAT CAN’T BE MATCHED 


To some concerns, a ribbon is a ribbon 
and carbon paper is carbon paper. If 
smudges oceur occasionally, if letters 
and 


and copies 


blurred, 


are 
matter? To 
cerns any ribbon or any carbon will do 


uneven, spotty 


what such con 


But to the discerning and discriminate 
and PANAMA Rib- 
bons and Carbons offer the only solu- 
tion to all 
annoyances, 


MANIFOLD SUPPLIES CO. 
BROOKLYN, N. Y. 


who know care, 


these vexing and costly 
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W. F. Clausing, President 
231 W. Monroe St., 
Chicago, Ill. 


H. T. Shilling, Treasurer 
642 Liberty Ave., 
Pittsburgh, Penna. 





Board of Directors 


Typewriter Company, Peoria, Ill.; R. H. 
Preston, Preston Typewriter Company, 
Knoxville, Tenn.; Deane S. Reynolds 
The Office Appliance Company, Boston, 
Mass.; H. J. Williams, The lowe Supply 
Company, lowa City, la.; A. L. Young, 
The Fred Guy and Young Company, 
Oakland, California; C. D. Bills, Type- 
writer Sales and Service Company, 
Washington, D. C.; Charles Muenze, 
Muenze Typewriter Company, Passaic, 
N. J., R. E. Huffman, Huffman Type- 
writer Company, Aberdeen, S. D. 


H. M. Halverson, Halverson'’s Type- 
writer Sales and Service, Inc., Kalamazoo, 
Mich.; R. T. Armand, Canada Type- 
writer Exchange and Supply Company, 
Montreal, Can.; Elmer Young, American 
Typewriter Exchange, Chicago; Mrs. 
Jessie |. Taylor, Globe Typewriter Ex- 
change, New York, N. Y.; Walter 
C'Doc"') Hanson, Hanson Business 
Machines, Cleveland, O.; E. A. Glass- 
man, City Typewriter Exchange, 
Rochester, N. Y.; A. H. Kellstedt, Peoria 


Typewriter Men Work Out Rental and Service Rates 


[Thirty-four of the local associations of typewriter deal- 
ers situated in the larger cities throughout the United 
States have been working out the subjects of rental and 


service rates Shipman-Ward 


Ward, Jr., of the 
Manufacturing Company, secretary of the 
Machine Dealers Association, states that 


the government seems inclined to permit local associations 


Jame s P. 
National Type- 


writer and Office 


to solve rate problems for themselves and that while rental 
and service rates for Minneapolis and St. Paul, for instance, 
may not be the same as for New Orleans, still the different 
local rates will probably receive recognition by the gov- 
ernment. 


Most of the 


dependent, of course, 


local associations have made their decisions 


upon confirmation by the govern- 


ment, 
> 
St. Louis Typewriter Men Organize 
Not long ago 
Missouri, got together and, after some 
an association to be affiliated with the National Associa- 
tion of Machine Dealers 
The new association has adopted a constitution and set 


the leading typewriter houses of St. Louis, 


discussion, formed 
[ypewriter and Office 


of by-laws, and has elected the following staff of officers 


selected from among the leading typewriter men of the 


citv: 
President, R E. Stephens; vice-president, Joseph \. 
Schenk; secretary, Hugh Kerans; treasurer, W. A. Peers. 
—~>— 


Clewell Takes New Duties 

E. C. Clewell, who was active in the Underwood Elliott 
Fisher exhibit at A Century of Progress last summer, has 
been made wholesale portable representative for the com- 
pany in Chicago to succeed Maurice Ockers, who has been 
transferred to the east. 

Mr. Clewell left one of the large 
Shaw-Walker 


Elliott-Fisher Company in Chicago, 


Cleveland banks to go 


with the Company and later joined the 


whom he made 
a time with 


Under- 


with 

a remarkable record. He was connected for 

the Gilman Fanfold Corporation and left to join 
Elliott in time for the Chicago fair 
F. J. Bell Buys Keltner Business 

Franklin J. Bell has bought the Keltner stationery busi- 

ness at 2719 Colby avenue, Everett, Wash., and has changed 


the Bell Stationery Company.—CML 


wood Fisher 


the name to 
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Let's look into this matter of 


Pin Protits 


These are our cheapest steel pins. Your profit, 


so many cents a pound. Competition sets it. 





These are our better steel pins, in the Flatpak 
Packing. Your profit is 843% more a pound. 








These are our best brass pins, in the Flatpak 


Packing. Your profit is 41% more a pound! 


These figures give you the facts. . . . Each 





of these brands belongs to the famous Oak- 
ville Yellow Box Line. Each is the best 
quality for the price. And each is a profit- 
able item. But—the better the pin, the 
bigger your profit. The better the pin, the 


greater your customer's satisfaction. (Es- 


OAKVILLE - AMERICAN 
PIN DIVISION 


pecially if the pins are rust-proof brass.) 





\ 

Figure it out for yourself... and draw } 
i 

4 oa 

your own conclusions! ume 


WE DO OUR PART 


OAKVILLE COMPANY 


DIVISION SCOVILL MANUFACTURING COMPANY 
WATERBURY, CONNECTICUT 
Utility Gifts of Metai 


Pins, Clips, Fasteners, Thumbtacks, Tak-a-pins, etc. 


CHICAGO NEW YORK SAN FRANCISCO 


OAKVILLE 











MEMBER 





WE DO OUR PART 


GF No. 1660-F. Within the draw- & 
ers of this desk are conveniences es- 


sential to the duties of the occupant. 


GF No. 1660-F. Illustrating the 


easy interchangeability of drawers 


Vv for the convenience of user. 





: 
‘ 


BUSINESS is going ahead under the new recovery 
plans. Things are looking up. Enthusiasm is ram- 
pant. But with shorter working hours, increased 
pay and more employees, every one is expected to 


do his part and do it better. 


Forward-looking employers recognize that work 
produced is only as good as the tools with which it 
is produced. Better machines in the factories. bet- 
ter tools in the machine shops—and better desks, 
filing cabinets and other office equipment — are 


all productive of better work and increased output. 


GF has long specialized in better tools for office 
workers. The latest GF All-Metal Desk No. 1660-F 
illustrated (a new unit of the famous GF 1600 
FIREPROOFING 


THE GENERAL 


DESK WORKER MAY 


His PART BETTER 
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My, 
Sr 





THAT EVERY 








line), exemplifies the better appearance, the im- 
proved quality, the greater durability, convenience 
and all ’round efficiency characteristic of all GF 


Desks and office equipment. 


The introduction of a novel and practical method 
of desk telephone installation (by which unsightly 
cords are eliminated); the interchangeability of 
pedestal drawers for the convenience of the opera- 
tor, plus the many standard GF advantages, make 
this new desk one that arouses enthusiasm wher- 
ever demonstrated. With the new deal in full swing, 
you can get your share of the increased business 
by pushing this new GF All-Metal Desk No. 1660-F. 


Illustrated literature on request. Address 


COMPANY. YOUNGSTOWN, OHIO 





ALL-METAL DESKS 





GF ALL-METAL 


ALUMINUM CHAIRS, STEEL 


PRODUCTS—ODESKS, 
SHELVING, 


CABINETS, 
ETC. 


FILES, 


FILING SUPPLIES, 








JANUARY, 1934 


Woodstock Broadside Proclaims Coverage and 
Volume 
lors distributed to 
W oodstock 


Chicago, Ill, comprises four large pages demonstrating 


A broadside 


organization 


in ci the territorial sales 


by the Typewriter Company, 
the thorough coverage, and the sales activities typifying 
the rhis 
of Progress, which many of the distributors and 
attended during the 
A Woodstock operator 
held at A 


facsimiles 


organization. broadside shows scenes from A 
Century 
typewriter 
the 
Century of 
of tele- 


large blocks. 


local managers national 


convention last year won 
typewriter championship contest 


Within the 


the field, ordering machines in 


Progress. broadside are 
grams from 
\ section shows the branch and district managers of the 


organization 


Included in the broadside were letters from Richard 
Sears, president of the company, and J. M. Hackney, vice 
president, expressing appreciation for the sales efforts 


the field, and telling the future 


typewriter 


made in possibilities for 


salesmen. 
iad 
Harold Becker Recovering from Injuries 
as @ 
\ugust 10 when he fell on a coal-hole 
district manager of Remington Rand 
Fort Lauderdale, Fla.,.to recuperate. 


alert 


injuries sustained on 
hid, Harold Becker, 


Inc . 


result of serious spinal 
Youngstown, 
Ohio, has gone to 

So severe were 
obliged to 


Mr. Becker’s injuries that the surgeons 
were remove the last four segments of his 


spine 
Mr 


it was 


Becker joined his present organization in 1924 when 
the them 


all mergers Lima, 


Company, and has been with 
He 
Springfield, Ohio; 
Ohio. At 
reassigned when he 
tiiliinicaaatiion 

Dealer in Oklahoma City 
(Not 


Reynolds has opened an office machine store 


Kardex 
was district at 


W hee ling, W. 


leave 


manager 
Va., 


of absence, and 


through 


Ohio; and Youngs 


town, present he is on 


will be recovers 


New Office Machine 
Under the 
Inc.), M. E. 
and display room at 112 N. Walker street, Oklahoma City, 
Okla. Mr 
all makes, new portables, new and rebuilt adding machines, 


name American Typewriter Company 


Reynolds plans to handle rebuilt typewriters of 


check writers, supplies, platens, parts and accessories. 

Mr. Reynolds started in the typewriter business in 1900, 
Blickensderfers Smith 
Remington Type 


selling and rebuilt Remingtons, 


Premiers and Olivers. He joined the 
writer Company’s staff in 1907 and maintained that con- 
nection until 1925, when he went with the American Writ 


ing Machine Company. 


. a 

Handsome Holiday Card Produced on Hesco 
Duplicator 

The H. E. Smith Company ef Newark, N. J., 


produced on a Hesco 


recently 


duplicator a pleasing Christmas and 


New Year card with the aid of the Hesco dry stencil and 
ink. It was a three-impression job—red, gold and black 
The front page presents a picture of tall-spired churches, 


with pine trees in the foreground. Within is an appropri- 


ate greeting topped by a sprig of mistletoe with red ber- 


ries peeping out from among the leaves. The stock color 
Is gray 
Oe 
Reliable Bulletin to Foreign Trade 
The Reliable Typewriter & Adding Machine Corpora- 


tion, 303 West Monroe street, Chicago, has dispatched to 
its foreign customers a bulletin indicating the shortage in 
A sudden demand for practically all 


On the other hand, 


used office machines 
types and makes has created a scarcity. 
the international exchange situation has created favorable 
conditions for overseas buyers. All machines listed in Re- 


liable’s Bargain Bulletin No. 760 are subject to prior sale. 
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TO HIS 
SPECIFICATIONS 





\Y/HEN your Uncle Sam buys pressboard 
products, his specifications are so 
rigid that only genuine pressboard can be 
used. 
It's just his way of protecting himself 
against the imitation product. He cant 
atford to take chances. 
That's why Case Brothers genuine press- 
board is used on government requisitions. 
And it's just as important for you to spec- 
ify the grade of board to be used in your 
file guides and folders. 
Insist on Case Brothers quality—the board 
that meets all government specifications. 


CASE BROTHERS, INC. 
Highland Park, Conn. 
**Compare 


CASE 
Quality”’ 





WE DO OUR PART 





Case Brothers, Ine. Highland Park, Conn. 


Please send for our examination samples of Genuine Pressboard and tell 
us how to draw up specifications that will assure getting genuine Press- 
board. 


a 
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| GIVE THE 
- MEN 
A CHANCE | 






=< 
T 
Pos F-aiR 
Patented 


No. 1722W 


THE POS-CHAIR FOR MEN | 





It’s COMFORTABLE | 
Iv’s ADJUSTABLE 

Iv’s New | 
It’s PATENTED | 


It Embodies the Correct Principles of | 


Posture. 


It Custom-Fits the User at All Sitting 


Positions. 


Start the new year right by giving the 
business men of your locality a chance 
to see and try this wonderful chair at | 


your store. 


_ 
—- 


The Chair Sensation at a Century « 


| ry OTeSS, 


Let Your Store Reflect 
\ CENTURY OF PROGRESS. 


ORDER NOM 


JOHNSON CHAIR CO. 


1401 W. North Ave., CHICAGO, ILL. 


Preston-Noelting Ltd., Stratford, Ont. 


Canadian Representatives 
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Activities of the Chicago Royal Office 

On Friday, December 22, the employes of the Chicago 
office of the Royal Typewriter Company held a Christmas 
party. A gorgeously decorated tree furnished the atmos- 
phere and the employes furnished enthusiasm and a pro- 
gram. 

* * * 

S. G. Garvey and Harry Zemansky have been added to 
the sales staff operating out of the Chicago Royal office. 
Mr. Garvey has been assigned the loop territory and Mr. 


yvers the Aurora area. 
* * «* 


Zemansky c: 


Paul Jones, manager of the Chicago Royal office, reports 
office, in actual billing, 
1932 


that the 1933 sales record for his 


will show a one hundred per cent increase over 


> 





Northwest Nim 


A PHEASANT HUNT AND ITS SEQUEL.—Three 


rods bag legal limit of birds on recent hunt. Here we have Art 
Grayston of the Thomas & Grayston Company, Roy C. Clarke, rep- 
resentative of the F. S. Webster Company, and Ed. Hansen of the 


Miller-Davis Company, all of Minneapolis 


—_—> 


FiberstoK Issues Memorable Catalogue 
The largest catalogue ever published by the National 
FiberstoK Envelope Company of Philadelphia, Penna., has 


just been mailed to the trade. This catalogue, in addition 


to presenting the complete lines heretofore manufactured, 
also describes a number of new items the company has 
not previously produced. Among these additions to the 


lines are new portfolio type envelopes made from specially 


processed paper, a complete line of plain and printed ship- 


ping tags, and two styles of corrugated board transfer 
iles. The company has also spread its line of expanding 
iles somewhat by adding a low priced manila item with 


idea of indexing. 

The catalogue is in loose leaf form, bound in limp cov- 
ers and contains forty-four pages exclusive of cover. It is 
Price List No. effective Decem 


their own 


known as 15, and became 


be r 4 
—__—»—__—_ 


Rushton Convalescing from Long Illness 


After having undergone four major operations at the 
Suburban Hospital, Pittsburgh, since April 19, H. Rush 
ton, head of H. Rushton and Associates, bank and office 
outfitters of that city, has recovered sufficiently to be 
brought home and is now declared to be on the road to 


recovery. He expects to give some attention to business 
in the near future. 
Mr. Rushton enjoys a wide 


the 


circle of friends, who re- 


joice in improvement of his condition. 


_ > = 


Mr. Krotz Takes Noesting Line for New England 

The Noesting Pin Ticket Company, Inc., has appointed 
Chauncey A. Krotz as New England representative. Mr. 
Krotz, who has been covering the New England territory 
maintains headquarters at 230 Walnut 


for many years, 


street, Newtonville, Mass. 
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/Hametica)ibcovets 


COLUMBUS 






\ 


A brand new, American-made Columbus five-cent pencil... contains the famous 
A. W. Faber lead . . . newly designed and packaged to become an immediate star seller! 


T is the spirit of A. W. Faber to 

pioneer. Founded on the principles 
of truth, integrity and industry 
\. W. Faber has prospered for many 
generations. That same spirit of con- 
quest Jaunched “Castell”— now known 
as the top quality drawing pencil to 
the farthest corners of the earth. 





Again, A. W. Faber leads the way. 
America is discovering a true leader 
of five-cent pencils. Dealers are dis- 
covering added profits in a line of 
products already noted for the most 
liberal profit in the stationery field! 


WHY COLUMBUS IS A LEADER: 

- American-made, in Five Popular Degrees 

- Contains the famous A. W. baber Lead 

- Made of Finest Southern Cedar 

- Hexagon rounded corners with Hexagon 
Ferrule. 

5. Polished in yellow with Red Rubber Tip 

6. Newly packaged for outstanding sales 
value. 


oN 





ORDER NOW FROM A. W. FABER, Inec., NEWARK, N. J. 





4 


ipa 
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The best thing in the world for 


slorage filing and transfer work” 


ne 


— — 
—=_ =_ 
—— 


When Sales Effort Pays Double... 


Transfer Time Is Here— Drive This Mes- 
sage Home to Your Customers— NOW !! 


, vs \ # HERE is no better time than the month of January to drive 
- +» A 200% home the convenience and economy of LIBERTY Boxes. 
Increase in Sales . £ . ion esult is 

= January is transfer time for many firms. The result is 

One LIBERTY dealer last year ‘ ° ° . 

increased sales more than that prospects are more easily interested—and customers are 

200% by simpl i . ol , 

yo Me By OR likely to need more boxes. Sales effort now pays double. 

sales-building plan of sys- 








tematically covering every po- 

Saeet Sever Se hin dintriet. Why not make a special effort this month to see that the story 

build LIBERTY sales is un- of LIBERTY Boxes is told to every prospect and customer on 

ee with the elites ot your list? LIBERTY Boxes are made of the very best ma- 

Se oe terials, no better or stronger box can be made—there are sizes 

winning new accounts. for every need—and the patented closing-cord-and-tension- 
a button insures safe storage. 


After all, the important point about storage filing is safety, 
not reference. How often does a firm have to refer to its 
storage files? Rarely. Our figures show that storage filing is 
K about 95% safety and only about 5% reference. If reference 

is needed, LIBERTY Boxes permit it instantly—no tying or 
untying. 


For more than 15 years LIBERTY Boxes have been leaders 
in their field. They far outsell all competition combined. 
That is proof that they are the best solution of the storage 
filing problem. 





Semi-Sealed Safety 


ine of the most important 
features of LIBERTY Boxes i« 
the semi-sealing feature. Rec- 











ag — den "wil he then LIBERTY distributors are invited to make use 

are sate “ey wi ” tere . . . . 
when needed. This point of our salesmen’s aids in selling. If you are not 
on be emphasized. la using our cooperative selling plan we are con- 
Vv vinced it will help you greatly to boost sales. 





BANKERS BOX COMPANY, INC. 
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Royal Offices Move Into New Quarters 

Increasing volume of business and need for greater fa 
cilities have caused the removal of three branch offices of 
the Royal Typewriter Company, Inc., to larger quarters, 
according to a recent announcement. 

The Royal branch at Richmond, Va., under the direc 
Gardner, is now at a better location 
at 22 North Eighth street, in that city. Manager R. A 
Bentz of Scranton, Penna., has moved his office to 304 
Adams avenue. In Worcester, Mass., Manager A. R. Smith 
189 Comunercial 


tion of Manager J. E. 


has a new store with enlarged space at 


street. Royal users in these three cities will be benefited 


by these additional facilities 


csimiciniaiiiltis 
Self-Display Promotes Adding Machine Roll Sales 
An unusual and effective display of “Progress” adding 
machine rolls is offered to the trade by the manufacturers, 
Bradner Smith & ( 
Chicago, Illinois 
the display carton lifts up and folds under to form 


ompany, 333 South Des Plaines street, 
Packaged in dozen-roll lots, the top of 
an 
arresting display planned for counter and for window use 

The 


sales points of the white bond stock used in Prog 





DISPLAY CARTON FOR “PROGRESS” 


ADDING MACHINE ROLLS 
ress adding machine rolls are illustrated by cartoon figures 
designated as “Full “Tough,” “Lintless,” and 
“Bright White.” 

Progress adding machine 
pany’s line of roll specialties, which includes cash register, 
telautograph and teletype 


Length,” 
rolls are leaders in the com- 


addressograph, police signal, 
Sample rolls and information concerning the sev- 


obtained by writ- 


rolls. 
eral lines of roll paper available may be 
ing to the manufacturers named above, who are, by the 
way, a pioneer Chicago paper house whose reputation for 
probity and efficiency places it among the leaders in the 


field. 


es . . 
Do You Know Bob Williams? 
The Norbert L. (Bob) 


machine mechanic, is desired by a man with whom he for- 


address of Williams, an office 
merly was associated and now would like to use his serv- 
ices In a new venture. 

According to the latest report, Mr. Williams went from 
Detroit to California. 
to Office Appliances, the publishers will forward it. 


a 

Hasty Back from Western Trip 
Merrill Hasty, who represents the Sengbusch Self-Clos- 
ing Inkstand Company of Milwaukee, in the near-North- 
west, returned recently to spend the holidays in the Twin 
Cities, having completed a successful trip to Washington, 


—-LEF 


Oregon, and other western states 


Should any reader send the address | 


I 
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HOW MUCH WILL IT COST 
to do Business 


in 1934? 


HOW MUCH? Nobody knows. 


But it is known that during the next six 
months the country is going to witness the 
greatest wholesale revamping of business 
forms, records, and systems in its history. 


Students of business practice are of the 
opinion that the upheavalinaccounting meth- 
ods, following revision of the Federal income 
tax in 1918, was mild in comparison with 
what is in prospect for the coming winter 
and spring. 

Almost without exception the codes of 
business and industry call for new informa- 
tion and more detailed records and reports; 
many will require uniform cost systems. 
State sales taxes multiply bookkeeping and 
record problems; Federal bank insurance 
calls for new statistical data from banks; 
repeal of the 18th Amendment will carry 
its own requirements in reports, records, 
and forms. Whatever we may think about 
this program, it presents a condition for 
which adequate preparation must be made. 


Fast and accurate compilation of figures 
is required to meet this situation. No better 
equipment for this purpose is available than 
the Comptometer and Comptometer Peg- 
Board. The Comptometer Peg-Board method 
is speedy, dependable, and adaptable to any 
volume of work in analysis of sales, payroll, 
material, expense and any other statistical 
data. And above all, it is economical. 


Everywhere this method is growing in fa- 
vor because it supplies quicker figures, 
cheaper figures, more accurate figures. It 
has been adopted and is being used suc- 
cessfully by many nationally known com- 
panies—as well as smaller ones. 

There’s a vast store of experience in cost account- 
ing and figure routines back of Comptometer serv- 
ice. It is at your command for the discussion of any 
fact-finding problem, whether related to NRA 
codes or otherwise. Telephone the local Comptom- 
eter man or write us direct for further infor- 
mation. FELT & TARRANT MFG. CO., 1719 
No. Paulina St., Chicago, IIl. : 


Comptometer Methods Speed Production of Cost Figures 


COMPTOMETER 
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The famous Grafico VISE SIGNALS are 
used for FOLLOW-UPS, to show what letter 
or which piece of literature should go next 
and when; for MAILING LISTS, to classify 
customers; for CREDIT SYSTEMS to show 

ood, limited, slow, doubtful or bad accounts; 

for COLLECTIONS, to show accounts over 
due and how long overdue; for PUBLIC 
SERVICE CORPORATIONS, to indicate 
special accounts or when service is to be dis 
continued; for FOLLOWING FACTORY 
ORDERS, to prevent delay or “‘sidetracking”’ 
in any department; for INSTALLMENT 
HOUSES, to show when payments are due 
and what collector has the account ; for KEEP- 
ING TRACK OF SALESMEN day by day; 
for STOCK CARDS, to show when stock is 
ow or when new order was placed; for 
EVERY BUSINESS that wants to double 
its wor! 

The Vise Signal (regular size) may also be 
secured printed with the Days of the Week, 
of the year, Alphabet and numbers. 


MADE OF PLATED SPRING STEEL 





King einciency. 


et 
mor he 





Enamelled in 12 Distinct Colors 


Light Red Light Blue Light Green 
Dark Red Dark Blue Dark Green 
Lemon Pink White 
Orange Brown Black 





13579 W 13 15 17 19 2 2q 29 3 


Memo for Today ~ 
(heck stock of Graffto Vise Signals, 
Maptacks, Vise Cijps, CelluVise /ndex 
Tabs, Cloth Inder Tabs, and Cellugraf 
Signads. 

Get samples from 


GEORGE B.GRAFF CO. CAMBRIDGE,MASS. 

















LOOK FOR THE 
ORANGE AND 
BLACK BOXES 
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Ockers Returns to Brockton 
Ockers, who for the last tw vears has been 


portable representative for Underwood Elliott 


Maurice 


. 3 ; 
whoiesalic 
has been transferred 


at his request to the office in Brockton, Mass. Mr. Ockers 
opened the Brockton office for the Underwood Typewriter 
Under the new arrangement, he will 


Fisher Company in the Chicago area, 


Company in 1920. 
look after the interests of the Underwood Elliott Fisher 
Company in Brockton and vicinity. 
menidiliaaiatas 
Braden Recovering from Operation 
“Bill” Braden, who represents the Stationers Loose Leaf 
Company in the Southwest, is recovering trom a recent 
surgical operation at the Research Hospital, Kansas City, 
Mo 
Mr. Braden, who has been associated with the loose leaf 
regard of a host of 


business for many years, enjoys the 


and speedy recovery. 


friends who wish him a complet 


LEF 


oo 
An Uniquely Useful Catalogue 


For the first time in history, so far as we are able to 
find out, office furniture dealers are being presented witl 
a caster catalogue exclusively prepared for the office fur 
This catalogue is entitled “Floor Protection 


niture trade 


1 Fe ; 
ress « eS 
uo 

« aw - = - 
mont hece™ 
a ~ 
~ _ «wet aad 


REDUCED REPRODUCTION OF THE FRONT 
COVER OF THE NEW BASSICK CATALOGU! 


on slides, Nomar 


Equipment,” and embraces casters, cusl 
rests, Nomar shoes and Nomar cups 


The booklet, known as Catalogue No. 133, issued by 
the Bassick Company of Bridgeport, Cont It contains 
eight pages exclusive of the cover, and the different cast 


1 117 


ers and other protective devices are ful ustrated and 


de S¢ ribed. 


> 

Walter J. Hansen Injured by Automobile 
Walter J. Hansen, manager of the furniture department 
f Stevens, Maloney & Company, Chicago, was injured 
by an automobile November 8, suffering a broken leg and 
alp injuries. He is doing well, although his recovery 
broken bone will be tedious Mr 
Northwestern 
He commutes to West Chicago, 


Hansen was 


Railway station when 


from the 
on his way to the 


struck by the motor car 


Ill. After hospital care at Chicago, he was removed to a 
hospital at Aurora, Ill., where his daughter can give him 
attention. Mr. Hansen is seventy-four years old, and re- 


his years 
_— : 
Window Broken and Typewriter Stolen 
Saturday night, December 16, the window of the Peter 
Paul Mechanical Service store, 436 South Dearborn street, 


markably sturdy for 


Chicago, was broken and a new Remington portable type- 


writer taken from the display. The number of the stolen 
machine is V 628649. Information as to the present where- 
abouts of the machine will be appreciated by the Peter 


Paul organization. 





1934 








SINCE 1919 


THROUGH TWO DEPRESSIONS THIS SALES 


PUBLICATION HAS SERVED OUR AGENCIES 








‘eo Office Economist is a magazine devoted 
to improvement of office efhiciency. Art Metal 
agencies send it regularly to their customers, 
knowing that it builds good-will and solidifies 
the ties between them and their customers. 
The Office Economist was first published in 
January. 1919, fifteen years ago. In 1934 it 
will be bigger and better than ever. 

On the day this is written the editor of The 
Office Economist received four letters which 
indicate, typically, the influence of the publi- 
cation. One, from the Comptroller of a large 
manufacturing company, asks for a personal 
copy: another, from a publisher, also asks for 
a regular copy; a third is a similar request 
from an Indiana University; and the fourth is 
from the librarian of a large New York Univer- 


sity, who says, “Both faculty and students find 





the Office Economist a very useful publication.” 

The Office Economist is but one example 
of the many original sales helps furnished by 
Art Metal Construction Company to _ its 
agencies. In 1934 as in the past Art Metal 
will cooperate with agents in aggressively 
promoting sales. The Art Metal franchise 
means real value—value in promotional help, 
value in the quality, range and style of the 
line, and consistant value resulting from the 
manufacturing and sales experience of the 
world’s largest maker of steel furniture. 

In 1934, as in previous years, Art Metal 
will lead! There remain only a few cities in 
which Art Metal Agency contracts are still avail- 
able. Correspondence is invited from aggres- 
sive, fast-moving merchants who look forward 


to the next twelve-months as a profitable year. 


AGENCY DIVISION 


ART METAL CONSTRUCTION COMPANY 


JAMESTOWN, NEW YORK 
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The PENDULUM is Swinging Back— 


MYRTLE DESK “es 





to Better Business— 


Carrying with it those dealers and manufac 
turers who have kept their chins up—and main 
tained standards of quality and value— 

Now as we look back, we are doubly glad we 
steadfastly maintained our standards of quality. 
No buyer got ‘'stung" during the “depression 
years’ on the quality of a Myrtle Desk. Myrtle 
prices are still low—probably lower today than 
they will be again. And yet, for example, the 
2200 Series Desk pictured here is a better desk 
in every respect than when it sold for nearly twice 
today's price. 

Yes—the pendulum is swinging back—and it is 
also carrying with it many sadder and wiser buyer 
of so-called “bargain’’ merchandise. 


Myrtle Desk Company High Point, N. C. 


MEMBER ¢SKS- FOR % 
gooD > YEarns 


MYRTLEBYIDE SKS 





WE DO OUR PART 
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Keeping Purchasing Power in Step with Increased 
Output 
bulletin of the 


National 


control chart for in- 


November Association ot 
Acc: 


dustrial executives: 


Phe 


Cost untants thus describes a 


“A control chart for enabling industrial executives to 
balance payroll, pri 
Professor William F. Turnbull of 7 Cottage avenue, 
hoe, N. Y., formerly of New York University. The 


idea of the chart is that by dividing the gains of increased 


‘fits and prices has been devised by 
lucka- 


basic 


volume of business in a certain between increased 


olls 


way 


pay! and profits and decreased prices the purchasing 


THE 4P COST CONTROL PLAN | 


. 
BALANCED PRODUCTION. PAYROLL. PROFITS. PRICES 





PAYROLL AND PROFITS 














COST CONTROL CHART DEVELOPED BY WM. F. TURNBULL 

kept in step with the 
the 
a minimum of effort, and stimulate general demand. 


power of labor and capital will be 


increased output and therefore absorb product with 


“The chart is ruled in scales of index numbers with 100 


as the base, the horizontal scale showing production and 
the vertical scale payroll, profits and prices. Running 
across the chart is a series of curves corresponding to 


changes in overhead which accompany increased produc- 


tion. By intersecting the observed line of production with 
the observed overhead, the balanced payroll, profit and 
price are read off on the appropriate scales. The same 


principle can be applied to decreasing production by read- 
100 line. The chart also indicates what 
volume of business is necessary to absorb forced increases 
It also indi- 


ing down from the 


in cost and still retain the balanced features. 
cates the variations in price necessary to extend the mar- 
ket for different classes of products with the minimum 
sales « xpense. 

“Copies of this chart may be secured by writing directly 
to Professor Turnbull, enclosing a stamped addressed 
envelope.” 

—~>—-- 
New Royal Manager Takes Hold at Charlotte, N. C. 

L. W. 


opened branch of the Royal Typewriter Company, Inc., at 


Hicks has been appointed manager of the newly 





L. W 


HICKS 


Charlotte, N. ¢ 


office, where his record marked him as a comer 


He has been a salesman in Royal’s At- 
lanta, Ga., 


in the organization. 





wn 
N 


Four Permanently 


Satisfactory Lines by 


OLUMBIA 


Our new price list, No. 94, 


presents the following lines: 


COLUMBIA STANDARD: A complete line of 
the highest grade of steel filing equipment, as 
presented in catalog No. 164. Now supplied 
with solid cast bronze hardware of distinctive 
beauty. 


COLUMBIA APEX: A commercial line of ex- 
cellent quality, furnished in four, three and 
two drawer heights with the best selling com- 
binations obtainable in any drawer opening. 


COLUMBIA COLONIAL: A thoroly satisfac- 
tory utility line, made in four drawer height 
only, with a number of best selling combina- 
tions available in any drawer opening. 


ATLAS NON-SUSPENSION: The well-known 
Atlas line, including four, three and two drawer 
heights, with a number of best selling combina- 
tions furnished in the top opening only. 


More detailed information 
about these four lines will be 
sent to any dealer upon re- 
quest, together with our latest 
catalog and price list. Write 
us today. 





Columbia Steel Equipment Co. 
Office and Showroom 
Linecoln-Liberty Building 
N. E. Cor. Broad & Chestnut Sts. 


P. 0. Box 2244 Philadelphia, Pa. 
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Sell American Pencil Company Dedicates New Offices 
More than two hundred New York and Metropolitan 


retail and wholesale stationers attended the reception held 


 t. the American Lead Pencil Company on the afternoon 
of December 6 in the company’s new New York offices on 
the seventeenth floor of the seventy-story R. C. A. build- 


ing, 30 Rockefeller Plaza, Rockefeller Center, New York 


Steel Reinforce ed City. A circular announcing the celebration was sent out 
Storage Cases | 





LO sauient FEATURES | , — 
| JOHN KING RECKFORD 


Reinforced by steel Drawerinside smooth 
ill 


the week preceding the event inviting dealers to be 


Roller Rearing Fasy to assemble 
Drawer Suspension — present 
Side extension Ree Cnt The purpose of the party was two-fold—oflficially to open 
Drawer Front . : , 
Geed Appearance | | the company’s new offices, and to mark the repeal of the 
Reinforced Inset ae é 
Back Durability. Eighteenth Amendme it, the repeal having received legal 


——————_— | ratification on the previous day 
Delicious refreshments were served, the guests having 


T h e new S { Bid ER-TES T their choice of several kinds of sandwiches, and of punch, 
TRANSFILE File Drawer with steel 


roller bearing drawer suspension. 


Bf ee new TRANSFILE is the 
finest value that money can 
buy in collapsible corrugated board trans- 


fer cases. 





Ta SUPER-TEST TRANSFILE 
File Drawer with roller bear- 
ing suspension operates smoothly and 
freely even when excessively loaded. TRANS- 
FILE folds together like a glove—assembled 
without screws or bolts in less than two 
minutes. 


i IS the only collapsible cor- 
rugated board storage case, 
reinforced by steel at all points of strain. 
A newly designed reinforced Inset Back 
gives strength and rigidity heretofore un- 
known in collapsible storage cases. Side 
extensions on the drawer front seal the 
contents from dust and dirt. 





TRANSFILES are made in twostyles Regular and SU PER- 
TEST. They are the ultimate in true economy, ready 
accessibility, real convenience and rugged durability. Get 
free samples now. Demonstrate their many points of | 
superiority and you will make sales now. 


y % ‘ 4 “ray % 
GUIDE SYSTEM & 
: NEW OFFICES OF THE AMERICAN LEAD PENCIL COMPANY IN NEW 





‘ 'pPDpD ‘ a T YORK CITY These handsome quarters are located on the seventeenth 
be | A y Q) f | floor of the R. C. A. building, Rockefeller Center The upper picture is of 
the private office of John King Reckford, vice-president of the company 
. On the wall at the right is a portrait of L. J. Reckford, former president 
9o-< ’ : +e 
335 Canal he | . New y ork City The lower picture is of the display and sales roon 





eggnogg and other beverages. Cigars and cigarettes were 





also provided. 
The party, though entirely informal, was an emphatic 





success. Stationers chatted with executives of the com- 
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ANOTHER SALES HIT! 





AS A TOPLOCK AS A KEYLOCK 


A touch of lever locks and A quarter turn of key locks 
unlocks Binder. and unlocks Binder. 


NATIONAL BI-LOCK BINDERS 


OU'LL get a real thrill seliing the new Bi-Lock Post Binder. Its double-action locking 
mechanism, plus new features of durability give you new talking points that will make your 


customers sit up, look—and buy. 


In other words, ““Bi-Lock”’ restores some of the old time joy of selling, because its new values step 


post binder sales out of the ‘price’ class into the profit class. 
Briefly, here are some of the features; 


1. Bi-Lock double-action mechanism —a toplock and keylock combination in the same 
binder. Each binder does the work of two old styles. 


2. Unusual bindings—STANITE, ever-wearing one-piece material that will not warp, with 
metal rims. STURDEX, hardened warp-proof board with green water-proof canvas 
and metal rims. ESSEX, full green water-proof canvas over heavy weight boards. 


3. Winning price range—Stanite (914 x 117g) at $4.30; Sturdex at $3.50; Essex at $2.80 


With these new features you can out-point competition and insure repeat business. See new insert 
pages 30 and 31, Loose Leaf Catalog Y or write for literature. 








Eee a NATIONAL BLANK BOOK COMPANY re 


Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Epuipment 


NEW YORK HOLYOKE, CHICAGO 
100 Sixth Ave. MASS. 328 S. Jefferson St. 





WE DO OUR PaRT 
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‘*THIS IS REAL COOPERATION ON YOUR PART 





and you can rest assured that we will do our 





part by stocking nothing but GENUINE ACCO”’ 





(—From a Pittsburgh dealer, Oct. 13) 


Acco Sales Cooperation Produces Tangible EXTRA PROFITS! 


On ACCO PRODUCTS you can always expect the consistent profits that 


come from a popular slandard (not substitute) line that sells without re- 


What Prominent 
Dealers Say About 


feco Cooperation: 


CLEVELAND, Onto, Nov. 6 

. iN ? are ple sé d lo say thal uy 
have gollen the order and u has 
heen delivered We appreciate 
vour sending us these inquiries. 


Sroux Crry, lowa, Nov. 18 

“We received an order for 1000 
Vo. 12 Acco Fasteners and a No 
10 Acco Punch Viore will fol 
lou Thank vou for vour co 


operation.” 


San Antonto, Tex., Nov. 4 
“We greatly appreciate your lel 
ler and advise that we are making 
shipment of the Fasteners prompl- 
ly NM ¢ are very hap py lo receive 
such hearly cooperation.” 


LiIncoun, Nes., Nov. 3 

“Our invoice has been issued and 
we want lo thank vou for this 
business.” 

VMiuskecon, Micu., Oct. 24 

* These Fasteners have been ship 
ped and we appreciate your send- 
ing us this inquiry.” 


Read them 


your extra profits. 





ACCco 


sistance with a liberal profit margin. 


cooperation is an erlra asset 


ACCO 


Now ADD the fact that ACCO sales 
creating still greater business, and, not 
that are almost inconceivable. 


“breaks” 


infrequently, 


Kach consumer inquiry (there are many from all over the country) 
that Acco receives is given careful consideration, for many are of 
a special nature, offering opportunities for exceptional “group” 
sales that tie-up with other products of the Acco Line. In many 


instances, samples and special suggestions accompany Acco’s 


answers to these inquiries. The name of an Acco dealer con- 
veniently located to the source of the inquiry is always given—and 
from Acco this dealer receives full details of the inquiry, the way 
it has been answered and suggestions as to how to close the order. 
\lany orders come in to Acco direct—and all of these are likewise 


referred to dealers for filling. 


Unsolicited dealer-commendation of Acco cooperation should be 
proof of its merit. A number of recent testimonials are printed here. 
then do your part to be entitled to such cooperation—get 


Keep your Acco Catalog handy. 


PRODUCTS, INC., 39th Ave. and 24th St., Long Island City, N. Y. 


Acco Canadian Co., Ltd., 454 King St.. W.. oer 


Acco Co., Ltd., 18 Whitefriars St.. London, 


Canada: 
Europe: 


PRODUCTS 


ACCOBIND 


























FOLDERS 














ACCOBIND FASTENERS 





Unlimited 
Capacity 























ACCO PUNCHES 








ACCOPRESS 
BINDERS 
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pany and talked over business and social matters with com- 
petitors. 

The new offices consist of a suite of three rooms. The 
main room contains show cases filled with fine displays ot 
the company’s pencils, penholders, erasers and novelties; 
an exhibit of advertising offered free for the use of dealers, 
and the desks of the company’s several New York repre 
sentatives. Adjoining the main room is the executive office 
of John King Reckford, vice-president. Among the fea 
tures of this room are a large photograph of the former 
president of the company, L. J. Reckford, and several pen- 
cil sketches made with Venus pencils by well known artists 
and dedicatéd to Mr. Reckford. The third room is for the 
occasional meetings of the directors and other officers of 
the company 

The American Lead Pencil Company cordially invites all 
its customers in New York and everywhere else to visit 
their new offices and be their guests in a tour of the fa- 
mous Rocke’eller Center. 

> 


Convenient New Shipman-Ward Parts Catalogue 
The Shipman-Ward Company, 4401 
Ravenswood avenue, Chicago, Ill, has issued a new parts 


Manufacturing 


catalogue embodying simple arrangement and makeup, 
permitting the dealer to locate parts and prices quickly and 
easily. 

The new catalogue is published in four sections, each of 
different color and assembled in a suitable cover. 

\n important feature of this catalogue is that on the 
popular and Underwood parts, all discounts have been fig- 
ured for the dealer, so he is spared considerable figuring 
in arriving at his costs. 

\ separate section covers the No. 10 model Royal. 

Another characteristic of the recent issue is that the 
quantity discounts on platens, which formerly required the 
dealer to ship platens in a single order, has been changed 
to an accumulative monthly discount. Extra copies of this 
catalogue can be secured on application to the Shipman- 
Ward Manufacturing Company. 

— oe 


News Notes of U. E. F. in Michigan 


M. L. Branchaud, branch manager of the Underwood 
Elliott Fisher Company with headquarters at Grand Rapids, 
Mi h . 


are running twenty-five per cent higher than in 1932. 


reports that adding machine sales in his territory 


L. F. Bonnes, who was recently transferred from Canton, 
Ohio, is now service foreman at the Grand Rapids office. 

E. Willard King was recently appointed adding machine 
salesman in the Grand Rapids territory. 

H. L. Huber has been appointed accounting and adding 
machine representative in the Kalamazoo territory under 
\. Reinhart 

~~ 

Underwood Typewriter Disappears 

The Turk-Dyer Corporation, 214 Plume street, Norfolk, 

Va., sends word of the disappearance of Underwood type 


sub-branch manager ¢ 


writer 1963821-5, which was sold on an installment basis. 
Neither the buyer nor the machine are to be found. 

Che corporation would appreciate any information lead 
ing to the recovery of this machine 

R. P. Lewis Co. Opens Branch at Lansing 

The H. P. Lewis Company, exclusive agent at Flint, 
Mich., for The 
branch office at Lansing. E. 
with office at 905 Prudden building, 


Shaw-Walker Company, has opened a 
A. Shepard is in charge of 
the Lansing territory, 
Lansing. Mr. Shepard has had a long and varied experi- 
ence in filing equipment and machine bookkeeping appli 
cations, and enjoys a wide acquaintance with the trade in 


the Lansing area. The Shaw-Walker Company welcomes 

















STATIONERS should 


BE PREPARED to meet the de- 
mands of the consumer when the 
rebound of business strikes. De- 
pleted stock is not good mer- 
chandising. Successful Dealers 
must maintain a representative 


supply of salable goods. 


QUALITY and VALUE 


The wide 


M&V line will assist you to meet 


price range of the 
the budget plans of your trade. 
Do not try to fool anyone by 
offering bargains. Furnish them 
typewriter ribbons and carbon 
papers that assure full value for 
every dollar. Our reputation for 
Quality and fair dealing is un- 
challenged and dates back to 1888. 
It is a recognized fact that the 
integrity of the maker is always 


the best guarantee for the product. 


The “M&V” Service Dept. 


is prepared to assist and protect 
the distributors of *“*M&V”’ type- 
writer ribbons and carbon papers. 
WRITE for catalogue, prices and 


complete information. 


MITTAG & VOLGER, Ine. 


PRINCIPAL OFFICE AND FACTORIES: 


PARK RIDGE, N. J. 
AGENCIES THROUGHOUT THE WORLD 
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JASPER CHAIR CO.’S 
NEW LEATHER LINE 


The Jasper Chair Company adds another attractive and graceful 
line in which expert upholstering predominates. Fine workman- 
ship, superior finish, correct balance, thorough comfort, pleasing 
outlines, these chairs are of a highly attractive and inviting ap 
pearance, at a very special price 

Besides the chairs illustrated, four other new numbers, side chairs 
for banks and business offices, have also been added, which will 
satisfy a growing demand for chairs of this type. 


The Right Chair at the Right Price 


JASPER CHAIR COMPANY 


Jasper, Indiana 










Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 S. 
Wells St., phone 
Boulevard 7957 
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the opportunity afforded for the intensive promotion of 
the “Built Like a Skyscraper” line of business furniture, 
filing equipment and filing supplies in Lansing 

oa 
This Is a Record 
The San Francisco Stationers Association started in 
1913 and up to the present time none the original mem- 
bers ive resigned Che issociatior ree i this 1s a 
ne record, and we agre 
~~ 














\ SMITH-CORONA TYPEWRITER SIGN UNDER THI 
4 BANK AMUSED THE CITIZENS OF ITHACA, N 
ISTORY ON PAGE 116 


NAME Ol! 


i. 


Senator Carlson and Committee Clerk Injured 
An Associated Pre 


under date of December: 


ss dispatch to the Chicago American 
Senator Mar 


Murphy 


1 


15 stated tl 
Moline, Ill., and Josep! 


senate, 


at State 


tin R. Carlson ot , com- 
injured in an 


14, while 
with the 


mittee clerk of the Illinois wer 
ybile accident on the evening ot December 


Moline The car, 


auton 


en route from Springfield to 


Senator driving, skidded on an icy pavement and turned 
over. 

At the hospital in Moline it was found that Senator 
Carlson had suffered a broken collar bone and broken 
ribs, while Murphy had sustained internal injuries Chey 


hoped to be able to leave the hospital in a week or ten days 


Senator Carlson is a member of the firm of Carlson 


Bros. of Moline, widely known throughout the state as 


stationers and printers. 


> 
Mimeograph Dealer Contact Men Visit Factory 


1f December, the men of the A. B. 


visited the 


During the latter part 
Dick Company's dealer 
home office and factory 
f the ce 


contact organization 


at Chicago These men came from 


all parts « untry to obtain, in person, the latest in- 


formation about the Mimeograph process and service. 
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Offices of T 





All Johns-Manville departmental 
offices, as well as private offices, are 
uniformly furnished with Shauw- 
Walker Skyscraper Desks in stand- 
ard models and one standard finish. 





WE DO ovr maRT 





Write for your copy of “Offices of 
Tomorrow,” a 16-page booklet pic- 
turing and describing the new busi- 
ness home of Johns-Manville. 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT 


OMOrrow 






HEN the Johns-Manville organi- 
zation moved into its new quarters covering six floors of the 22 East 
40th Street Building, New York City, the men and women making up 
the personnel of this famous company walked into offices which rank 
among the most modern and efficient in the world. 

Lighting scientifically right. . . . Air conditioning. . . . Scientific 
acoustic treatment to reduce nerve strain. . . . Floors that are quiet 
and easy on the feet. . Shaw-Walker Free-Coasting filing cabinets 

. . . And Shaw-Walker Skyscraper Business Furniture. 

The same considerations that caused Johns-Manville to adopt these 
modern steel desks that are “organized for work’’ will influence other 
buyers in an era when selling depends upon superiorities of product. 

You owe it to yourself to learn more about the only office desk which 
offers glare-free roll-edge working top, electrical planning, “‘organized”’ 
drawers, modern design, and “Built Like a Skyscraper’’ construction 


“Built Like « 
craper™ 


GHAW-WALKER 





MUSKEGON MICHIGAN 


IN THE WORLD 














The Sheaffer 
representative will 
soon present fo you 5 
outstanding develop- 
ments of the fountain 
pen industry for 1934 
that mean increased 
profits with the same 
dealer protection as 


always 

















PENS-PENCILS-DESK SETS:-SKR 
SKRIP-GRIP j= = ~~ PARA-LASTIK 
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terri- 
to 


back in their 
of 


According to schedule, all men were 


suggestions value 


Mimeograph dealers, on January 2 
Another visitor to the A. B. Dick factory in December, 
was F. R. Duffy, manager of the company’s branch in 


Rocheste - i 2 


tories primed with ideas and 


> 
Furniture Man’s Daughter Makes Radio Appearance 


Ruth Ann Hamilton, nine year old daughter of Robert 
C. Hamilton, secretary of the Imperial Desk Company, 
Evansville, Ind., made a talk over Radio Station WGBF, 
Evansville, in behalf of the children’s theater, sponsored 
jointly by the Junior Service League and the City Recrea- 


tion Department of Evansville. Ruth Ann’s teacher, who 














MISS RUTH ANN HAMILTON 


is a member of the committee, selected her from the entire 
membership of the Stanley Hall school to make the first 
talk and it was so well received that she was requested to 
write an original poem about the children’s theater. The 
poem, which follows, was broadcast over station WGBF, 
December 1. 


The Children’s Theater 


Listen, my children, and you shall hear 

A little poem which will bring you good cheer, 
Of the Children’s Theater presented at Loew's; 
It’s time you were learning, for everyone knows. 


When Saturday came, our parents did sigh, 
For Jimmy and Betty and Martha and I 
lots of noise, 


Loved to play rough games, make 


Pretend we were pirates and kings and cowboys. 


We pulled up the rugs and banged on the floors, 
And climbed over fences and swung on the doors; 
3ut we didn’t care as long as we played, 


And in every way our mischief displayed. 


| 
Then we learned of the Children’s Theater at Loew’s, | 
And thought we'd attend it, for everyone goes 

] 
The program was the best we'd ever heard, | 


And made us think our rough play absurd 
It has comedies, Traveltalks, cartoons and features 
On a program that’s partly arranged bv our teachers, 
And many things that we all enjoy 

Promise lots of fun for each girl and boy. 


So if to Loew’s you'll come with me, 

A wonderful program you will see 
Remember, the cost is only a dime, 
Which always assures you a very 

> 
Clark Field Receives Honors 

Clark Field, president of the Field Stationery Company, 
612 South Main, Tulsa, Okla., has been elected vice-presi- 


good time 


“MAIL 


ly Fo 


VAIL 


is a mighty good policy to in- 
sure fine quality, fair price and 
speedy, courteous handling of 


your order for 


PAPER CLIPS 
PINS 
BRASS FASTENERS 
STAPLES 
THUMBTACKS 
DEADLOCKS 
ETC. 


One of the finest equipped plants 
in the world, with exclusive fa- 
cilities extending as far back as 
operation of its own wire mill 
snaps instantly to the execution 


of your command when you 


“Mail it to Vail’ 


PRICE LIST UPON REQUEST 


Vail Manufacturing Company 


1752-58 E. 75th St. Chicago 
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dent of the Tulsa Retail Trade Council, which was organ- 
ized the week before Christmas. He is also the represen- 
tative of the office equipment dealers in the council. Fred 
C. Downs, president of the Downs-Randolph Company, 


110 East Fifth, Tulsa, is the alternat« 








world’s most efficient and economical pencil 





NOW IT’S THE 


Oxilite 
BARREL 


(exclusively a Scripto feature) 





I strongest, most durable mechanical per 
ver developed. Orxilite is strong as 
is aluminum, and unbreakable. It 


THE STAFF OF THE UNDERWOOD ELLIOTT FISHER SUB-BRANCH IN 


me per es , oe ee : 
iirUul COLT The color is in the NORFOLK, VA.—Pictured left to right are Mr. Sawyer, service man; Mr 








ter ind wear will only increase its beautiful | Anderson, salesman ; Mrs. K. R. Powell, cashier ; P. Carnegie, service fore- 
— Sa ey Sa ear i lis man, and H. 0. Goshorn, manager. This picture was taken by George 
’ — ire doe nig - . The Scripto Bender of the New York service department of the Underwood Elliott 
Is unquestior ibly the greatest pencil Fisher Company and the traveling cameraman of the UEF News 
Ww 
| > 
, :, _ . : 
the new Oxilite barrel Scripto Frank Waterman Rates with the Organ Pumpers 
rain lived up to its ten years’ record as 1 . cc . . 
~y eat. Boag ‘ . The Chicago Journal of Commerce has been having fun 
*r and leader in the low priced mechanical | th 4 thei ¢] : ‘nd f 
7" “ L with business men who in their you uumped wind for 
held. The stationer selling Scripto Long . : ‘ . I =! : 
Lead Pencils and Scripto Smooth Writing Leads church organs. Here is a pertinent record: “Frank Water 
sells the recognized leader. He never man, the fountain pen king, once pumped in Kankakee, III 
, is prestios Mr. Waterman is urging a big wind for ex-organ pumpers 
in the Chicago district, and in his letter he mentioned that 
e he held meetings of former members of the organ pumpers’ 
| union at the Germania Club in Chicago.” 


Consolidated Staple Company Moves 
[The Consolidated Staple Company of New York City 
recently moved into new premises at 146 West Twenty- 


eighth street, which are five times larger than the com- 





pany’s former quarters. 
The company states that its Four Star Eagle Brand 





SCRIPTO SMOOTH WRITING LONG 
LEADS are made especially for the Scripto 





pencil. No other leads will give your customers 
is good results. Both the 4-inch and S-inch 
Scripto leads are available in 10 degrees of 
nd 15 colors 
| 
| 
No. 5 No. 4 
tM 
Pr l 
wit 14 r 





PACKAGING FOR THE CONSOLIDATED STAPLE COMPANY 
LINES 


staples are for use in all known stapling machines. Thess 
staples are attractively packaged in new, unique, modern 
boxes in strong colors indicative of the kinds of machines 


Manufacturing Co.“ 


The company will be happy to send further information 


Atlanta, Ga. to dealers who are interested. 


contents of the respective packages are intended to fit 
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Here’s Hoping 
It Will Be a 
Happier and 


More Prosperous 


Year T, han 1 933 
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Why Metal Tabbed Guide 


Because they are so well and strongly made 
that they outlast any other kind of an in- 
dexing guide—-are therefore more acceptable 
to the user and their use also proves to be 
an economy, even tho’ the first cost is a 
little higher. <A correctly indexed file makes 
for quicker and more accurate filing—which 
means a saving in time and energy. If your 
clerks and salesmen are not now equipped 
with our Metal Tabbed Pressboard sample 
sets write us for sufficient number. They 
show the 25 point pearl gray pressboard; the 
three widths of metal tabs; show how the 
tabs are attached to the pressboard and also 
have complete information regarding sizes 
and prices—one can do the selling right from 
sample sets. Also free imprinted circulars, 
which you can use in outgoing packages and 
mail; also handsome display cards for window 


and counter use. 


. 
¢* C6 4. : ' 
€ fhe Weis Manufacturing Company, 


Vienraoc. Wie higsen 























Broadwa\ Chicago Associated Stationers Supply Co 


New York \.H.Denny, Inc., 356 
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Why Duo-Top Filing Folders? 


Because with the top of the folder double 
thick where the wear is greatest, this type 
of folder wears longer than a single top 
folder. If one is using a heavy weight single 
top folder to secure the strength and wearing 
qualities, you can safely recommend the use 
of a medium weight double top folder, save 
in cost of the folders and still secure the 
long wearing elements that the user desires. 
Weis Duo Top Filing Folders are made in 
Letter and Legal Cap widths, straight cut 
or tabbed, medium or heavy weights We 
have a sample set which should be in the 
hands of everyone selling filing folders. Furn- 
ished free, also handsome eight page cir- 
culars, with your imprint, for placing in 
outgoing packages and mail as well as dis- 
play cards for counter and window. Duo 
Tops is one item for which there is a real 
market and which carries a liberal profit. 


* 
The Weis Manufacturing Company Sf cle 


Monroe. Michigan 











New York: A.H.Denny, Inc., 356 Broadway Chicago: Associated Stationers Supply Co. 


Boston: Adams, Cushing & Foster, Inc. 




















Wizard 


Sieel 








Supports 





Reports from a large number of our dealers indicate a decided impetus 
in the sale of the popular Wizard Pull-Out Drawer Fibre Storage Cases 
after the addition of the steel supports to the line. These supports 
were designed to strengthen the front ends of stacked Wizards, and 
their use has demonstrated that no matter how heavy the load in the 
pull-out drawers, there is no friction or resistance in their operation 
they slide easily every time. Their use has also proven that they pre- 
vent side-sway—as important a factor in stacked transfer cases as in 
an automobile. Made in sizes to fit new or old Letter or Cap size 
Wizards as well as a size to fit 4x6 and 4x9 sizes. Just slip ’em on 
over the two front upright edges of case; push tightly on—the four 
teeth grip the sides so that they cannot be easily removed. Every 
dealer should have one of our Wizard Demonstrating Cases (sent free 
on request) shows how sturdily cases and drawers are made and how 
easily the steel supports are attached. Remember, they fit old as well 
as new cases. Wizards are all-year sellers. 


MONROE ff cls MICHIGAN 


New York: A. H. Denny, Inc., 356 Broadway Chicago: Associated Stationers Supply Co. 





Boston: Adams, Cushing & Foster, Inc. 
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SILK GAUZE 


COLUMBIA RIBBON & CARBON MFG. CO.., Inc. 
Main Office and Factory, Glen Cove, L. I., N. Y. 


NEW YORK PHILADELPHIA KANSAS CITY 
PITTSBURGH NCINNATI NASHVILLE 


NEW 


for 


Gg the fine silk fab- 


rie which is used for COLUMBIA 
Silk Gauze Typewriter Ribbons lies 
a service and a value which far ex- 


ceeds that of a cotten-made ribbon. 


The durability of this silk is out- 
standing. With an inking treatment 
of extreme accuracy and quality, it 
is responsible for exceptional writ- 
ing clarity and beauty, for long wear 
and fer carbon copies of greater 


quality and quantity. 


Write us for proof and prices. There 
IS A Difference! 


RLEANS MINNEAPOLIS CHICAG 
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Ames MEAns ExcELLENT SERVICE 
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AMES 





OFFICE APPLIANCES 





discovered and perfected it in 1911— 
you have accepted it as standard 


ever since. 
* 


ou are years ahead 


when you deal with AMES 


Ames first announcement of a non-hardening 


23 years ago. 


Here it is 
platen—-June, 1911 
Our years of practical typewriter training enabled us to 
perfect it. Uniform quality of material is guaranteed by the 
largest manufacture of platen rolls. Accuracy and _ pre- 
cision is assured by the use of Amesco Patented Grinding 
Equipment. We know Typewriter Dealers’ problems. We 
do not wait for someone else to give us the answer. We live 
with it until we get it. 

So it has been for thirty-odd years. Is it any wonder that 
typewriter dealers look to AMES for the new ideas, tools 
and supplies. 

And AMES has no axes to grind. Our opinions and our 
service are always unbiased. We owe allegiance only to 
the typewriter dealers who have made possilfle the measure 
of success we have attained. 

AMES’ dealers know they are always years ahead. If you 
are not convinced ask your neighboring dealer—or—better 
yet, try AMES service for yourself. 

There’s a new complete and comprehensive catalog awaiting 
your inquiry for one thing. 


AMES SUPPLY COMPANY 


564 W. Randolph St., Chicago, Ill. 


37 Murray Street CONVENIENTSERVICE 583 Market Street 
New York, N.Y. STATIONS AT n Francisco, Cal. 


Atlents, Boston, Cleveland, Denver, Houston, Los Angeles, Minneapolis, Philadelphia, 
Pittsburgh, Seattle, Washington, D. C., London, England, Toronto, Ont., Mexico, D. F. 


THE NON-HARDENING PLATEN 


From OFFICE APPLIANCES 
June. I911 
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THE NEW 
X X X 


Non-Hardening 


Amfil Platen 


has met a favorable re- 
ception from the type 
writer trade all over the 
country. 


[ts non-hardening qual- 
ities are now being dem- 
onstrated every day in 
actual service. 


The special qualities of 
this platen not only en- 
able it to give the user 
longer and better service, 
but enable us to ship to 
remote places without 
the slightest deteriora- 
tion. 


It you are not already ac- 
quainted with the X X X 
AMFIL PLATEN, 
write our nearest branch 
office at once for full 
particulars and prices. 
NOTE — The platen here 


ferred to as AMFIL is now 
known as AMESCO. 
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Dvorak Keyboard Gets Carnegie Grant 

\ grant of $3,700 has been made by the Carnegie Foun- 
dation for the Advancement of Teaching to Dr. August 
Dvorak, Seattle, for researches to further the simplified 
keyboard for typewriters. The grant came as a result of 
the proficiency of students using his keyboard, who won 
first, second and third prizes in the typing competition at 
\ Century of Progress at Chicago last summer. The 
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DR. DVORAK AND HIS KEYBOARD 





Dvorak keyboard layout permits writing seventy per cent 
of the words in general use, without reaching up or down 
from the central bank of letters. This keyboard can be 
mastered by students in half the time required for the 
standard keyboard. 

The research work will be conducted at the University 
of Washington. Dr. Dvorak claims that he can effect a 
saving of $20,000,000 a year in teaching typing in th« 
schools of the United States. 


SS 
New Globe-Wernicke Filing Supplies Catalogue 


A new filing supplies catalogue has just been published 
by the Globe-Wernicke Company, Cincinnati, Ohio. Ac- 
cording to H. H. Wittstein, vice-president, it contains 
many important changes and revisions, due to the im- 
provements made in the company’s line during the past 
year. 

The new catalogue is loose-leaf and contains full infor- 
mation about all standard Globe-Wernicke supplies, folders, 
guides, labels, card index supplies, stock record cards, etc., 
and in addition, a special colored section illustrating the 
Safeguard filing system, and all material needed for its 
installation 

A copy of the new catalogue will be sent without charge 
to stationers and office supply dealers upon request, which 
should be addressed to the company’s main office at Cin- 
cinnati. 

—— 
Kansas City Stationer Increases Space 

Finding their present headquarters too small for their 
increasing business, the Security Stationery Company of 
Kansas City, Mo., is taking on 5,000 square feet of floor 
space in addition to their present quarters at the same 
location—215 West Pershing road 

[his concern is only three years old, but its growth has 
been steady and satisfactory. 

Harry Boling is vice-president of the company and Mrs. 
McKibben, secretary 

——— 

O. S. Traylor Heads Community Chest Drive 

Orville S. Traylor, of the Ozark Typewriter Company, 
402 East Walnut, Springfield, Missouri, is colonel of the 
commercial employees division in the annual Community 
Chest drive in his city —HDR 

——— 


Jim Pryor Appointed Cel-U-Dex Representative 

The Cel-U-Dex Corporation, New York, N. Y., has an- 
nounced the appointment of James D. Pryor, 318 South 
Jefferson street, Chicago, as district sales representative 
for the entire Middle West. 
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GRAND PRIZE 
CARBONS and RIBBONS 


make “comeback” customers 
v 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, Pres. 


Head Office and Factory: 
1451 Harrison St., San Francisco, Calif. 
us. oat Zuisage Office: New York Office: 
So. Dearborn St. 42 Exchange Place 


"aa Office: Los Angeles Office: 
WE DO OUR PART 66 Franklin St. 406 No. Main St. 


Denver Office: Atlanta Office: 
1030 15th St. 503 Volunteer Bldg 


Send for BOOKLET 





| WRITE FOR YOUR 
| COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 
free and yours for the asking. 











Adding Machines 
Adding and Calculat- 
ing Machines, Used 


Adding Machine Rolls 
und Paper 
Adding Typewriters 


Addressing Machines 
Autographic Registers [ F 
Bookkeeping 


Machines 
Calculating Devices 


Calculating Machines 


( ash Registers 
Check Endorsers 
Check Protectors and 
Writers 
( heck Sorters 


Coin Changers 


Copy holders 


( Mechanical ) 
Dating Stamps S F [ N 
Desk Lamps 
Dictating Machines 


Office machines and devices in the stationery store are the red in recent years by taking on useful lines of office 
no longer referred to as a development of the future, for specialty machines and equipment. Manufacturers them- 
specialties have arrived. Practically every commercial selves are turning more and more to dealers for the dis- 
stationer features some specialties. Their customers ex- tribution of their output, finding the method efficient and 
pect the service. Many a dealer has kept himself out of | economical, and productive of added volume. 





Duplicating Machines CONTENTS 


ind Supplies 


Envelope Seaters Trade Trend Toward Dealers by Specialty Makers 


Envelope Openers ; 

i yeletting Devices By Staff Member 

Feldine Blachines ; a 
epee Multitude of Specialties Offers Profit 


Gum Tape Machines 
By Harry V. Bowman, Bowman Stationery Company, Muskogee, Oklahoma 


Letter Distributors 


Library Furniture There Is No Mystery about Specialty Selling 


I ine Indic ators 
Numbering Machines By George N. Davidson, Davidson-Pearsall Company, Aurora, Illinois 


yo a Influence of Specialty Lines Valuable to Stationery Business 
Pencil Sharpeners By V. A. Hanson, Brown & Saenger, Sioux Falls, South Dakota 
Perforating Machines 

Postal Scales John Oltimer’s Salespro-notion 

— By Ralph B. Ortel, Shaw & Borden Company, Spokane, Washington 


Sorting Devices Specialty Men Must Be Specialists 
Stamp Afhxers 2 : ' . . 
eters By A. W. Ransom, Educator Supply Company, Mitchell, South Dakota 


Stapling Machines 
String and Cord . 
— Portable Typewriters 
By F. L. Kershaw, Kershaw’s, Spokane, Washington 


| elephone Ac cessorics 


Time Stamps and . ee 
Recorders Paying Department from Small Beginnings 
ay ere —_ By Robert H. Slye, Manager, Supply Department, Tribune Printing @ 
. « c > ~ - 
bet 18 7 Supply Company, Great Falls, Montana 


Typewriter Cleaning 


Brushe J . . . . 
Typewriter Cleaning Specialty Selling Without Specialty Salesmen 


Material By G. B. Bingham, President and General Manager, The Burrows Brothers 
Ty pewriter Cushion ( ompany, Cleveland, Ohio 
Keys 
lypewriter Cushion Visible Equipment—Its Merchandising Through Dealers 
Knobs and Feet : F . . : . 
l ypewrisers, New By L. E. Woolf, Manager, Dealer Sales, Acme Card System Company, 
Chicago, Illinois 


Typewriters, Rebuilt 
Ventilators, Office 
\ isible Index Sy stems 


W ater Coolers 


Office Specialties Bring Attractive Profits 
By F. R. Maunsell, The Maunsell Company, Montpelier, V ermont i 
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Trade Trend Toward Dealers by 
Specialty Makers 


Many Manufacturers Find Dealerships Give Wider 
Touch with Market Than Branch Offices—Dealers 


A WIDELY known office specialty 
house whose products are popular in 
every civilized country, has within the 
last twelve months doubled the number 
of its dealers throughout the United 
States. Heretofore their dealerships have 
been confined to the relatively larger 
cities, but of late they have found it prof- 
itable to appoint dealers in smaller places, 
these appointments resulting in a wider 
scope of distribution, more money for the 
house, and a profitable connection for the 
dealer. 

Another manufacturer of a popular of- 
fice machine who has heretofore confined 
himself to business secured by direct 
branches in large cities, is today, while re- 
taining his branch offices, going to dealers 
who cover territory outside the immediate 
influence of the branch offices. We will 
suppose, for instance, that his branch of- 
fice in Chicago has been taking care of 
ten or twelve counties round about. The 
manufacturer may, for instance, have ten 
or a dozen men on his staff, all but two 
or three of whom will be devoting their 
energies entirely to the Chicago business, 
but a limited number of men will be em- 
ployed for the purpose of contacting the 


Effect Economies 


trade in outlying counties. Obviously it 
is impossible for these men to be on the 
ground so as to cover outlying districts 
thoroughly. The manufacturer has, there- 
fore, of late appointed some of the lead- 
ing dealers to represent him in groups of 
counties in which they already a con- 
tact, and has discovered that this method 
brings in more business and gives a better 
kind of contact than he has ever had be- 
fore. The dealer, we will say, in Joliet, 
covers the territory round about with his 
own staff. He is a local man. He is widely 
acquainted. His salesmen are known all 
over the district. They have entree every- 
where and, of course, it is reasonable to 
suppose that men so situated will have a 
better opportunity to gather in business 
than a man, however skillful, who is un- 
acquainted with many of the people upon 
whom he is supposed to call. 

While it may be true in some cases that 
general salesmen as a rule do not succeed 
in selling specialties, yet even so, it is com- 
paratively simple for the dealer to train 
one of his staff as a specialty man and ob- 
tain the same or practically the same re- 
sults as he would if general salesmen were 
able to transform themselves into spe- 
cialty salesmen at will. Some sales of spe- 


. . . . . . . . . . . . —- . 


cialties to users are simply waiting to be 
made, and it is the province of the general 
staff of salesmen to pick up those warm 
prospects and turn them over to the spe- 
cialty man or on occasion even to take the 
orders themselves. In such cases, however, 
it is felt better that a specialty man pay a 
visit to the customer and demonstrate the 
operation of the machine or other equip- 
ment, its proper handling and its differ- 
ent uses. 

In some cases specialty concerns have 
turned their business over to dealers in 
certain localities, with the former branch 
managers in charge of the dealers’ spe- 
cialty departments. 

There are many places where a dealer 
can make a go of a specialty—places 
where a specialty manufacturer can not 
maintain a branch office owing to the ex- 
pense involved in carrying on such an 
office. 

It is undeniable that the portable type- 
writer has been a powerful influence in 
convincing specialty manufacturers of the 
power of the dealer to create volume with 
economy and more and more manufactur- 
ers are turning to energetic dealers as 
their principal means of outlet. 


Multitude of Specialties Offers Special 


Profit 


Machines and Other Office Utilities Classed as 
Specialties Now More Important Than Ever 


By HARRY V. BOWMAN, Bowman Stationery 


Company, Muskogee, Oklahoma 


pone one speaks of “specialties” 
for the stationer the first thing that 


usually comes into the mind is type- 
writers. While I believe there is real 
money in typewriters and other office 
machines, there are many other lines 


which can be made sources of profit and 
are necessary to make a COMPLETE 
office supply store. 

Although ours is a small city, we try 
to cover all the lines that have any con- 
nection with the office and its needs. Of 





course many of the things mentioned 
here would not be practical in large cities, 
but as we have found them profitable, I 
am passing on the suggestions to the 
readers of Office Appliances. 

First, let’s talk Ka salesbooks: Do 
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you give them as much attention as the 
profits will justify? Do you follow-up 
your prospects? With the exception of 
the professional class nearly every one of 
your patrons is a pros The busi- 
ness is not hard to get if you make sys- 
tematic canvass and keep track of the re- 
peat orders. Autographic register sheets 
go right along mig this line and since 
N. R. A. one can make exactly the same 
price as the direct-selling concerns. 
Which means a lot, because the majority 
of business houses really prefer to buy 
from home-town firms if the price is as 
satisfactory. 

By all means sell some duplicating ma- 
chine. The effort will be repaid. The 
constant demand for stencils, Mimeo- 
graph paper and other supplies is well 
worth catering to. 

Then there’s “numbered printing”- 
tickets, coupons, etc. There is a fascina- 
tion about joining in a contest, and many 
a merchant has found it profitable to 
have some such event occasionally. We 
operate a printing plant, but find we can 
make more money on numbered printing 
and manifold books by buying from the 
specialty factory. 

Labels and gummed stickers are other 
specialties that are best produced by the 
specialist, but can be sold by the sta- 
tioner. If one has the right connections, 
lithographing and embossing will show a 
profit for the dealer. Bank pass books, 
check covers and some other lines of 
bank supplies offer further opportunities 
for profit. 

Engraving must be featured in order 
to make it pay. We handle many orders 
for commencement announcements and 


school graduate cards, getting the card 
orders by having a wd of seniors sell 
for us. Engraved Christmas cards!—but 
getting this patronage is harder every 
year. Most of our Christmas cards are 
sold either printed or without name. 
Possibly in other sections the formal en- 
graved greeting card is still popular, but 
down here in the Southwest where we 
know our friends as Dick and Edna, the 
more informal the more popular. For 
weddings however the formal engraved 
invitation or announcement is the thing, 
and getting the business requires watch- 
ing the social columns and advertising. 

Did you ever try selling “printing 
specialties” to the automobile people? 
Work cards, battery checks, storage tags, 
etc., are included in this category. 
There’s some money to be made there. 
Only a few concerns in the country 
specialize in this work and their prices 
are much lower than those at which the 
dealer can produce the work; still, they 
pay a fair commission. Take orders for 
rubber stamps? The stationer won't 
make much money on them directly, but 
they will lead to other business. 

If one has a printing department, he 
surely carries a line of legal blanks and 
placards. Fine filler for the print shop— 
and too, the dealer can print receipt 
books, scale books and many other forms 
cheaply. 

Don’t overlook the factory orders for 
shipping tags. One can buy them printed 
at about the same price as blank; and the 
large envelope orders—no regular print 
shop can print envelopes for 15 to 40 
cents per thousand, but the dealer can 
sell in competition if he has the envelope 
people do the work. 
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Of course, the dealer handles adding 
machine paper, but do all dealers sell 
cash register paper? They ought to. 

In our furniture department my ex- 
perience leads me to believe that there is 
money to be made in used desks and 
chairs—that is, if one is a regular horse 
trader. 

If the dealer expects to make any 
money on typewriters, he must have a 
first class service shop and should spe- 
cialize in ribbons and carbons. A few 
adding machines, check writers, address- 
ing machines, etc., can be acquired with 
a small outlay and while the turn-over is 
slow the margin is good. Our experience 
is that our regular store salesmen are bet- 
ter typewriter salesmen than the service 
men, even after one works with them for 
months on sales methods. In other 
words, it is easier for the clerk to acquire 
enough knowledge of typewriters to 
demonstrate one than for the mechanic 
to learn the fine points of salesmanship. 

On December 1 we celebrated our 
twenty-fifth anniversary and unless the 
world comes to an end in the meantime 
—we fully expect to celebrate our fiftieth 
anniversary in 1958. Of course, these 
are merely suggestions as to your course 
of action in 1934, but we are glad to pass 
them on because we really believe that 
the business that these “specialties” of 
our office supply and stationery store 
have carried us through the lean days, 
added to our list of customers and given 
us a bright outlook on the future. By 
supplying the office with its every need 
we've earned the name of “The Service 


Station for the Office.” 


There Is No Mystery About Specialty 


Selling 


Requisite Knowledge Is Available to Every Salesman— 
Closer Cooperation Between Manufacturer and 
Dealer Needed—Some New Slants on the Subject . . 


By GEORGE N. DAVIDSON, Davidson-Pearsall 


SPECIALTY has been defined as 
a special product, requiring special 
selling effort and earning a special profit. 
The definition is a al da and in gen- 


eral I agree with it. The portion of it 


with which I take issue is the matter of a 
special product. 

It is my firm conviction that any prod- 
uct, whether it is an item generally classed 
as a staple or whether it is of the group 


Company, Aurora, Illinois 


commonly referred to as specialties, be- 
comes a specialty when it is accorded spe- 
cialized selling effort. In other words, the 
factor that determines whether or not an 
article is a specialty is not inherent in the 
product itself, but in the salesman and his 
method and attitude. The following ex- 
ample is in point: 

We represent a paper towel manufac- 
turer. A new towel, possessing some un- 


usual features, was announced by the 
manufacturer. Samples were received to- 
gether with literature pointing out the 
features. They were handled in the “reg- 
ular” way, with the result that our sales 
volume on paper towels remained about 
as it had been before the new towel was 
announced. 

One day the representative of the 
manufacturer called. After the usual 
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greetings he said, “Mr. Davidson, you 
and your salesmen are dead from the neck 
up. 

= a startling statement to come 
without warning. With a restraint that 
gave some evidence of what I thought at 
the moment was justifiable resentment, I 
replied, “We've long suspected that, but 
what reasons have you for expressing it 
so brashly just now?” 

“A few weeks ago we sent you an an- 
nouncement and some samples of our new 
towels. The special features of these 
towels are of a character that make it pos- 
sible to make an average of three sales out 
of four calls. And you’ve done nothing 
with them.” 

He proceeded to give me a very fine 
sales talk, and, incidentally, taught me a 
very valuable lesson. Since his call, we 
have sold paper towels as specialties and 
our volume has increased mightily. 

A good deal of the blame for indiffer- 
ent selling on the part of dealers can be 
laid at the door of the manufacturer. The 
latter has only a comparatively few items 
to which he gives consideration. Fre- 
quently his familiarity with his own prod- 
ucts and what they will do causes him to 
assume that a dealer will immediately 
“click in” without explanatory selling. 
Too often this is not true, primarily be- 
cause the average commercial stationery 


and office equipment dealer has so many 
thousands of items in his stock that he has 
little time for individual attention to each 
item. Educational work on the part of 
the manufacturer is highly important—the 
more so because it is frequently in the 
category of the neglected. 

There is no mystery about specialty 
selling. It simply means that a salesman 
must be a specialist on the article he is 
selling at the time he is selling it. A 
thorough acquaintance with the product 
and what it will do for the buyer is the 
basic essential. This knowledge is avail- 
able to any salesman who will give some 
time and enrgy to the study of the data 
supplied by the manufacturer. The other 
factors in specialty selling are the prin- 
ciples of good salesmanship that obtain 
regardless of the product. 

One point I want to stress is the value 
of the unorthodox approach. An unusual 
method, if it is not crude or silly, en- 
genders an interest that often paves the 
way to a sale. As an instance, we have 
an agency for a stapling machine, with 
which we were having only fair success 
until we heard of and put into practice 
a stunt that a salesman in another city 
was using to good effect. The stunt is to 
be intentionally careless in handing a 
stapler to the prospect so that the machine 
falls to the floor. Then we pick it up 
with a word of apology and a statement 
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to the effect that a fall to the floor doesn’t 
harm the stapler we offer. Experience has 
proved the value of this “stunt.” 

In general there are two types of calls 
that an office equipment and supply sales- 
man makes. One is the general call where 
he is on the alert to sell anything his com- 
pany handles. The other is the specific 
call where some particular item is singled 
out for special sales effort. In either case 
it is possible, and in most instances ad- 
visable, to proceed to the other—from the 
general to the specific and from the spe- 
cific to the general. It is up to the sales- 
man to judge all the factors in the situa- 
tion and determine his course of action 
upon the circumstances of the moment. 

Much can be said in favor of the use 
of a specialty as an entrée, but such usage 
presents the danger of concentrating on 
the one article to the exclusion of all 
others. A salesman does a good job of 
specialty selling—works up to a climax— 
gets the name on the dotted line—and 
then finds conditions psychologically 
wrong to start on another sales effort di- 
rected at the same customer. Rather than 
risk spoiling the favorable effect of his 
first sale, he packs up and takes his leave. 

Such a situation does not necessarily 
arise, yet it is a possibility and consequent- 
ly worthy of consideration by a salesman 
as he plans his selling activities. 


Influence of Specialty Lines Valuable to 


Stationery Business 


Substitution of Definite for General Approach Adds 


Strength to Salesman’s Arguments—An Extension of 


Some Notes and Suggestions . 


By V. A. HANSON, Brown & Saenger, Sioux Falls, 


THE energetic sale of office specialties 

during the times through which we 
have just passed and from which, I con- 
fidently believe, we are now beginning to 
emerge, has kept the head of more than 
one stationer from going under the waters 
of depression. The nearer the commer- 
cial stationer can approximate the ideal of 
“the business man’s department store,” 
which must include many practical lines 
of office specialties, the larger will be his 
volume of sales. His discounts, to be 
sure, will not be alike on all items—in 
fact, in some instances the immediate 
gross profit will barely take care of the 
overhead, but in many cases such lines 
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are necessary by reason of the fact that 
they broaden the dealer’s contact and 
bring in customers for collateral lines on 
which he can make the normal profit. 
The sale of office machines especially car- 
ries in its wake lines of supplies which are 
repeaters, and if the sale is tactfully fol- 
lowed up as a service proposition the 
dealer can hold most of this supplies 
business indefinitely. Such business, 
properly handled, itself bears the seed of 
future growth. No stationer can afford 
to pass up the many opportunities offered 
by the sale of specialties. 

Just what are specialties? It seems to 
me that almost anything in the stationer’s 





stock may be handled as a specialty item, 
according to conditions and circum- 
stances. Even the “sleepers” can be so 
used where they serve to clean out the 
stock, often bringing out the fact that 
“sleepers” when intelligently pushed may 
become “sellers.” 

The selling of specialties takes the, “Do 
you need anything in office supplies to- 
day?” out of the stationery salesman’s 
routine greeting, and replaces the general 
question—which is a pretty poor start 
anyhow—with a definite proposition 
which, properly presented to the prospect, 
excites his curiosity, stimulates his inter- 


(Turn to page 86, please) 
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—on the Ci 


“THE 


OICE 


OF AMERICA” 


“The Voice of America,’’ Underwood Elliott Fisher's 












great new radio pageant, offering music, songs, laughter, 
drama, strikes a constructive confidence-inspiring key- 
note that is tuned to the needs of today. It is the sort of 
program that will be awaited eagerly each week...that 
will build good will for the manufacturer and the dealer 
...the sort of program that will create additional sales. 

Every Thursday evening, 8:30-9:00, Eastern Stan- 


dard Time, Columbia Broadcasting System's Basic Net- ; 
work. Key Station, WABC, New York. With Vit ull-oels 
OP LLUT: 







. 






PAGES...PAGES 
* AG ES CONSISTENTLY! 


While ‘The Voice of America” is carrying on through 
the ether, large space advertising in great national mag- 
azines will provide additional sales support. Beginning 
with the December issues of The Saturday Evening Post, 
Collier's, Nation's Business, Time and a representative 
group of trade publications, Underwood Elliott Fisher 
advertising will appear throughout the year. It will 
form an important part of the great campaign for in- 
creasing the already great demand for Underwood 
Elliott Fisher products everywhere. 

UNDERWOOD ELLIOTT FISHER COMPANY 


~~ ( . Ss Typewriters « Accounting Machines « Adding Machines 
\v . 
\ Carbon Paper, Ribbons and other Supplies 


Wl 2) 342 Madison Avenue, New York, N. Y. 


’ ; 
|g Sales and Service Everywhere 
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of the time your 


customer loses— 
when his stapler jams 
from poor wire... -. 











ie and does he 


“Bless” you! 


When you sell genuine Acme Staples for Acme 
Stapling Machines—you eliminate dissatisfied 
customers. 


The 39 years of specializing in the manufacture 
of genuine Acme Staples for Acme Machines 
—assures your customers of uninterrupted and 
economical operation. 


play safe— 
sell GENUINE ACME 
Staples 


STAPLE CO. 


CAMDEN, N. J. 
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For More Than Twenty Years 





We have been furnishing dealers 
with attractive, excellently recon- 
ditioned typewriters that may be 
resold in full confidence of their 
high quality..... 


We Always Keep in Stock 


THOUSANDS OF 
USED TYPEWRITERS 


of All Standard Makes Ready 
For Quick Shipment 


NOW, MR. DEALER, let’s see what this means to you: 
It assures you of a dependable source of supply at all times, 
not only as to quantity, but where quality, price and service 
type- 











always meet your most exacting requirements 
writers that are bright, clean and as nearly perfect me- 
chanically as human skill can make them. Indeed, our 
growth during this period into one of the largest type- 
writer concerns in the world is the result of unvarying 
fairness in all our dealings and shipping machines exactly 











as represented. 


Monthly Bulletin of Money Makers 


Large-scale operations permit us to acquire typewriters at 





unusual discounts which we are pleased to pass on to you. 











Our Confidential Price List to Dealers contains many of 






We Ship Anywhere A copy will be gladly sent you upon 


in the World 


these every month. 
request. In it you will find genuine bargains 
the kinds you have been looking for to meet special needs. 






doubtless just 






Wherever there is civilization, 
there will also be found Inter- 
national typewriters. Our busi- 
ness is world wide. Our export 
department is specially 
equipped to fill orders in every 
detail precisely as given, pack 
properly and ship promptly. 
We respectfully request dealers 
in other lands to let us explain 
our policy of simplified inter- 
national transactions. 






Send us your next order and let us prove 
our value to you 








W. F. (“Bill”) Clausing 
International Typewriter Exchange 
231-233 W. Monroe Street, CHICAGO, ILL. 









































JANUARY, 1934 





What the world has been waiting tor 


the new 1934 BABE 


It's a WOW!—the new American ‘SPEESTENE) 


Made BABE. That is the reaction 
everyone gets when they put it 
through its paces. It's a real cham- 
pion—a thoroughbred from base to 
cap. There just isn’t anything like it 


in its price class. 


The new BABE is clog-proof, wear- 
proof, rust-proof, fool-proof and 
trouble-proof. The automatic feed 


control is positive and quick. 


Smooth and reliable in action, ex- 











—" | ae U. 8. PAT. OFF. 


quisite in design, this beautiful and 
durable 1934 BABE is made of 
highly polished nickel over a copper 
base. 


Fully guaranteed. Loads 100 regular 
BABE staples at one time. Retails 
for $3.00 ($3.50 west of the Missis- 
sippi). A real “Buy.” Send a 
sample order at once. 


PARROT SPEED FASTENER CORP. 
363 BROADWAY 
NEW YORK CITY 
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The quality line for 
permanent service 

















POSTUR-CHAIRS, 
executives, secretaries. 
stenographers, line- 
type operators, ete« 


for 









STOOLS, adjust- 
able and rigid. for 
cashier's desks, 
mailing table. bar. 
az and vault, 
banks and court- 

















houses. 


STANDS, for type- 
writers. adding 
machines. direc- 
tories and all other 
heavy equipment. 


Bank and vault TRUCKS 


Office and cafeteria 


rABLES 


Tablet and school 


CHAIRS 

























No. 8500 “Postur-Chair™ 









Lasting satisfaction can 
result only from quality 
equipment. While there 
is always someone ready 
to make a product 
cheaper and sell it for 
less, the established 
dealer does well to hold 
to the manufacturer 
whose product not only 
has stood the test of time 
but actually can be 
proven superior in ma- 
terials, construction and 






















No. 671 
**Little Dandy” 
lypewriter Stand 




















convenience. 


DEALERS interested in sell- 
ing the quality line of UHL 
steel office furniture are in- 
vited to write for our catalog 
and select a suitable assortment. 





No. 9014 
Bar Stool 


The Toledo Metal 


Furniture Company 


1542 Hastings St., Toledo, Ohio, U.S. A. 










No. 9606-17 


“Postur-Chair™ 


No. 5056 
File Stool 
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Meet the Three Best 
Money Makers 
in the Field— 


HOTCHKISS 


Hotchkiss is the oldest and largest manufactur- 
er of paper fastening machines and staples. 
There is a Hotchkiss machine for every business 
need and special machines can be made to order. 
But there are three best sellers in the Hotchkiss 


line that you should always have in stock— 










HOTCHKISS 1A—a light, sturdy, 
good looking stapler of wide useful- 
ness weighs 2'6 Ibs. and uses 
Hotchkiss 1A wire 
staples with )4" crown 
and |," leg in strips of 
210 staples. Temporary 
or permanent fasten- 
ing, guaranteed non- 


Model 1A clogging. $6.00 list. 












HOTCHKISS 2A smaller and 
lighter than Model LA but similar 
otherwise—uses 2A staples, 105 


to the strip—weighs 14 lbs. This 





machine should be on every desk 
in every office and you 
can put it there at a 
profit. Price $4.50. 








| Model 2A 








HOTCHKISS H54 the 
stapling plier that took 
the industry by storm 

that is used in homes, 
offices. schools, stores, 
factories every- 
where that 
doubles your mar- 
ket. Uses H54 wire 
staples ';4" crown, 
V4" leg, 50 per strip, 
5,000 per carton. 
Weighs only 6 oz., $3.00 and $3.50. 


Stapling Pliers 
H54BW 





iND—HOTCHKISS STAPLES for sure satis- 
faction because they’re more flexible and 
uniform. Made by a special process. Iden- 
tified by the Red **H” on the Yellow Box. 





You can make more money by concentrating 
on the line with more demand, more sales, more 
profit. That line is HOTCHKISS and if you want 
more information about it write us. 


THE HOTCHKISS SALES COMPANY 
NORWALK, CONNECTICUT we 
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BE SURE TO GET 
YOUR COPY OF OUR 


New 1934 
Parts Catalog 





Our Service Also Includes: 


1 1934 SUPER PLATENS for all makes of typewriters and adding machines. Every 


platen guaranteed for one year. Same day service. 


ALL MAKES OF TYPEWRITER PARTS AND SUPPLIES. 


own plant, any type of typewriter or office machine. 
4 WELDING. Anything that can be welded. 


5 UNDERWOOD RETYPING 
We renickel, retype and align any Underwood set. 


2 
3 
6 100% REBUILT UNDERWOODS 
The finest rebuilts on the market today. 
7 100% REBUILDING 
Send us your Underwoods for complete rebuilding. 


8 EXCHANGE SERVICE. We will exchange slow moving Underwood models for later 


machines or faster sellers. 


9 CRUSADER GRADE UNDERWOODS 


High quality low price machine which will meet the present day demand. 


10 BLUE RIBBON ROUGH UNDERWOODS 


Personally selected machines, good enamel and nickel. 


| 
| 
| 
| 
| 
ENAMELING - NICKEL PLATING. We are able to enamel or nickel plate, in our | 
| 
| 
| 


Write Today for Parts Catalog 


and Typewriter Prices 


Shipman -W ard 


Manufacturing Co. 
4401 Ravenswood Ave. Chicago, Ill. 
| 





[= 
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PROFITABLE SALES! 


$4.00 List 





NEVA-CLOG JR. 
Model J-10 with Removable Front Plate 


For neat, clean stapling 
in general office work or 
light production opera- 
tions, you will find the 
NEVA-CLOG Junior a 
dandy machine to sell. 
It fits the hand comfort- 
ably and operates with 
ease and speed, deliver- 
ing a well clinched staple 
that holds securely. Uses D-1000 staples. In a 
relatively short time this machine has become 
very popular in the trade for the functions it 
is intended to perform. It is trouble proof and 
will stand hard usage. The ejector bar clears 
the channel of misused staples and removable 
front plate may be removed for inspection, ex- 
posing channel. 


\ stock of these machines is always saleable, and 
display material for it available in the C-1 
display illustrated. You will like selling this 


machine. 


wat ERIALS 
\ 
» 


(Fasten thin gs together/ 





Display C-1 holds three Machines. Processed 
in oil paint, five colors on heavy board, die- 
cut, with shelf and lugs for holding Machines. 
Free—write for it. 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 
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THE NEW borat NO. 33 


SHER 45 MAN 












Shipped K. D. in 
heavy fibre car- 
ton; shipping 
weight 16 to 18 
Ibs. Easily as- 
sembled in 5 
minutes. 


Height 26 in.; 
table top 17% 
in. by 14; shelf 
12x14. Rubber 
tired casters on 
rear legs, rubber 
feet on front 
legs. 






Wood tops and 
shelves in oak, 
walnut or mahog- 
any finishes; steel 
frames with black, 
green, brown or 
maroon “baked 
on” enamel. 
Made of electric welded steel tubing, in design and construction 
similar to the thousands of Sherman Manson stands that have 
been in satisfactory service more than 25 years. In appearance 
and sturdiness without equal in its price class. Side members 
are welded, not merely bolted or secured with slip joints so 
commonly used in inexpensive stands. 

Responsible dealers may order sample stand for examination 
with return privilege. 


Sherman-Manson Mig. Co. 
621-631 S. Kolmar Ave. Chieago 





WE DO OUR PART 











payrols compiled, | 
without uring | 


Meilicke ready-made answers to routine problems cut calcu- 

\ lating time in half. Any employee can use Meilicke Systems 

| without training. There are no keys to punch, no levers to pull. 
Just turn the card and copy the answer. 


Avoid New Code 
| Complications 
Pay Roll Calculators are built as « Te Sele 


} on piece work, hourly or week- 
ly basis. 











i) The new 35 hour and 40 
iti hour weekly basis Calcu- 

| laters are now ready; 
}} answers in ‘( hour steps. 









Hourly basis 
Caleul ators 
| have answers 
in 4 hour or 
‘/» hour steps. 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Write for Circular 
Meilicke. Systems, Inc. 
466 No.Clark St. Chicago, Illinois 
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| STENTEXK 





0 
Mew Stencil Opportunity 
jer [D534 “ pan F : 


Pe 


Are you one of the thousands of dealers in quest of such an 
opportunity? 
If you are, then you will be interested in STENTEX and 
al] that it offers you: 
An all-quality stencil supported by an entirely 
new scientific development as well as by manu- 
facturers of reputed stability whose insistence 
upon fair competition will make STENTEX the 
outstanding stencil opportunity of the New Year. 


From the tremendous response already attracted, it is evi- 
dent that many dealers will be off to an early start in the 
New Year with STENTEX—the American-made, non- 
cellulose stencil. 

STENTEX is the opportunity of the hour! 


It is your opportunity to solve your present stencil problem 








—if you will take the time now to investigate the advan- 
tages of this new and highly-qualified stencil deal. 





Early investigation is suggested 
while good territory is available. 


Reliable Dealers AMERICAN STENTEX CORPORATION R 
Write Tod 48 Seventeenth St. A 
vRC SOS8y Pittsburgh, Penna. or 





Please send information and samples of STENTEX STENCILS 


for 


A M E RICA N name your duplicator 


STE IN] TEX yon as 


COR PORATION Attention Mr. 
PITTSBURGH, PA.,U.S. A. Pin to your Letterhead 
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(Continued fiom page 77) 

est and finally results in a sale, provided, 
of course, that the salesman knows his 
customer’s needs and can show him how 
the specialty meets them. It is a good 
rule not to try to sell anything to a man 
unless he can make use of it. Once the 
salesman learns his business and achieves 
confidence, he will find specialty selling 
easy and interesting. 

A specialty must have merit. It must 
be new or at least an improvement on 
some standard device. Here I am speak- 
ing by the book, for clever handling may 
put almost anything in the specialty class, 
as we have already noted. Loose leaf. 
once the leading specialty in the stationery 
store, is now accounted a staple; however, 
a new type of sectional post binder, such 


as the Bi-Lock, for instance, having 
enough new improvements to make it in- 
teresting to any office manager, immedi- 
ately becomes a high grade specialty. 
One of the most versatile articles in 
the specialties field is the loose leaf vis- 
ible index or record. It has a multitude 
of applications, and it is up to the sales- 
man each time he offers such an index 
to devise a form of card which will in- 
clude the information the customer wishes 
to record. The salesman is therefore con- 
fronted with the necessity of fitting the 
system to a new application every time he 
offers it. This is not so formidable an 
undertaking as it appears, but, of course, 
it is impossible unless the salesman knows 
just what should be outlined on the card. 
If the salesman can possess himself of 
this knowledge and present along with the 
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system a proper form of card, he will have 
laid a good foundation for the sales. 
Here specialty selling and system selling 
overlap, but this is necessary for effective- 
ness. In this type of selling the salesman 
must be carefully coached on the subject 
so that he knows it from every angle. The 
factory whose product the dealer carries 
will always cooperate to the fullest extent 
in supplying information. 

Specialty selling calls for intensive 
training on each item. Sales meetings 
should be held and each specialty should 
be taken up and discussed thoroughly. 
The discussions should not be hurried, 
and only so much should be taken up at 
one meeting as can be fully mastered. 
The entire sales force should participate. 
The results will be surprising. 


John Oltimer’s Salespro-notion 


A Short Business Story — By RALPH B. ORTEL, 
Shaw & Borden Co., Pioneer Stationers, Printers, 


and Office Outfitters, of Spokane, Washington . . . 


“ ELL, Al, it matters very little how 
many business resolutions a sales- 
man makes, unless he already has enough 
resolution to carry them out. Here we 
are at your first salesmeeting of 1934 and 
I’m looking forward to it—yes, here the 
men come! Good morning, fellows!” 
Greetings exchanged, the twelve men 
seated themselves quickly in the sales 
meeting room of Al Averagestationer. 
They had come most expectantly today 
because John Oldtimer had made it 
known that the man who put forth the 
best ideas would win an immediate plane 
trip with him to Specialties, Inc., the fac- 
tory Oldtimer so well represented. 
For the next solid hour all watched 
this veteran factory representative go 





through his paces, enthusing them on new 
specialties and recharging their interest in 
the staple numbers of his long line. Old- 
timer concluded with this cryptic remark, 
“You know, gentlemen, as well as I do 
that the best salesmen aren’t always the 
ones who are quickest to see through a 
proposition, but are the ones who are 
quickest to SEE A PROPOSITION 
THROUGH ... Al, you lead off!” 

Wiry, energetic Mr. Averagestationer 
in his precise, sure way directly opened 
the meeting, outlining briefly the unique 
plan of his personal and business friend 
from the factory. Averagestationer & 
Co., Inc., of Yourcity, Yourstate, U. S. 
A., he informed his men, had been se- 


lected on a basis of past record to have 
one of their men accompany Mr. Old- 
timer factoryward for the sole purpose 
of bringing to the forthcoming factory 
sales conference of Oldtimer’s institution 
the composite viewport of a typical man 
in the sales trenches, on how to sell 
“MORE IN ’THIRTY FOUR.” 

The first speaker was Old James D. 
Miller, the veteran keystone of the Aver- 
agestationer organization. His message 
was brief and well seasoned with his 
thirty-five years of experience. “Even 
Specialties, Inc., goods are from Mis- 
souri,” he concluded with a chuckle, 
“they have to be shown!” 

“You're right, James D.,” agreed Old- 


timer, “and your appeal for even better 





BUSINESS OFFICE OF THE MAIN OFFICE FURNITURE FLOOR OF THE SHAW & BORDEN COM. 


PANY. 


Note the visible record equipment displayed at the left. 


The men in the picture are, left to right: 


Gordon Wood, Arthur Andrews and Ralph B. Ortel. 
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catalogues and sales literature will not go 
unheeded.” 

In rapid fire order the next ten speak- 
ers each in his individual way detailed 
his angles on better factory and dealer 
co-ordination, angling better than they 
had ever angled before. A plane trip 
was still a novelty and over and above 
that they always enjoyed wrangling with 
and for jovial John Oldtimer. 

The eyes of all were focused on the last 
sales member to have his say, young Val 
Warner, who had come up through the 
prerequisite grades of delivery boy, ship- 
ping clerk, order clerk, mail order detail, 
floor salesman, to city outside representa- 
tive. And all were rewarded. Concisely 
he summed up the signal shots of those 
who had preceded him and then he di- 
rectly plunged in, displaying thoughts of 
his own choosing. Salient among these 
were: 

a better co-ordination and stand- 
ardization of the respective catalogue 


Salesmen of Office Specialties Must 


units of the line, rethinking and realign- 
ing them with the one thought in mind 
that they were to SELL and SERVE. 

—real window trim material. “Re- 
member,” Val emphasized, “you can only 
flash a message at best—a display must 
be big enough to carry out its purpose 
and tall enough to top the sidewalk 
lookers; true, motor traffic is not going to 
jump out of cars, but you can tell them 
something that may bring them in later 
and OFTEN.” 

——hetter timing of new merchandise 
and items. Warner repeated the known 
frailty of this factory, of all factories, to 
rush half baked campaigns that had little 
thought as to the necessary detail of 
dealer tie-in. 

regard of the factory for the mov- 
ing of slow selling items in dealers stock. 
-soft pedal on quota, quota, quota! 
Intelligent persistent, planned effort on 
specialty and staple alike and simul- 


Specialists 


Salesmen Cannot Scatter Energy and Succeed—Con- 


centration a Rule of Good Specialty Selling . . . 


By A. W. RANSOM, Educator Supply Company, 
Mitchell, South Dakota 


PEAKING frankly, I am quite sure 
that a longer article could be written 
on what I do not know about specialty 
merchandising than on what I do know. 
I have discovered that it is not easy to 
do specialty merchandising and make it 
pay directly especially here in the west 
where the population is comparatively 
sparse. 

For about fifteen years I was business 
manager of a daily newspaper in a west- 
ern town, and I am sure that it will be 
admitted by anyone who has had experi- 
ence that a man who can sell enough ad- 
vertising in a town of six thousand people 
to keep a daily newspaper alive ought to 
be able to sell anything. 

For the last fifteen years I have been 
manager of a school and office supply 
business. My job, however, has not been 
selling direct to prospects, but has been 
more in the line of general overseer and 
production manager. I am, therefore, not 
prepared to say that I can qualify as an 
expert on specialty merchandising. How- 
ever, observation and experience do teach 


us a few things if we have eyes to see and 
ears with which to hear. 

I am convinced that the ordinary sta- 
tionery salesman can not or will not sell 
specialties. If the dealer wishes to sell a 
specialty device, he will either have to pro- 
cure a specialty salesman already trained, 
or educate one out of whatever raw mate- 
rial he may have at hand. It may be pos- 
sible to mold a general salesman over into 
a specialty man, but our experience is that 
he cannot be both. No man, for instance, 
can draw a pen picture, paint a picture on 
canvas, make a whistle with a jack knife 
or produce anything of merit, unless he 
has a picture of it in his brain. His mind 
must first conceive the idea before his 
hands can trace it. It is just so with a 
salesman. He sells what his brain pic- 
tures, and a general salesman has little or 
no conception of a specialty. One can 
show it to him, explain it thoroughly, give 
him detailed specifications and try one’s 
best to impress upon him its importance 
to the public, but unless what one tells 
him registers on his brain in a special way, 
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sporadic splash cam- 


taneousl y—not 
paigns. 
—and lastly, monthly contest cam- 
paigns of the factory that really reward 
the men on the firing line with attractive 
cash awards for real results. Not ill ad- 
vised merchandise awards such as hats 
and what-not, but honest U. S. dollars 
that would prove a genuine generous in- 
ducement and reward of service ren- 
dered; and in so doing avoid the impos- 
sible set-ups that hold out no hope of 
accomplishment except for those sales or- 
ganizations in the largest, most densely 
populated cities. 
* * * * & 
The announcement of John Oldtimes 
at the conclusion of the meeting met with 
the approval of all. “Fellows,” he briefly 
commented, “we used to call it sales- 
promotion. Now I term it salespro- 
notion! . . and Val Warner jumps in 
that Boeing plane tomorrow morning 


with me—buenas dias, senors.” 





leaving on his mind a stronger impression 
than the one that is head there, what 
one has told him will be gone before he 
puts his foot on the starter the next 
morning. 

But, if what one has told him does reg- 
ister and clinch, a general salesman has 
been lost, for he will never sell anything 
else nor offer anything else as long as this 
specialty sells. If he does not sell to the 
first few prospects he meets, the matter 
will be a forgotten episode and the sales- 
man will again revert to general selling. 
As long as the specialty is on his brain 
that is what he will sell. 

My conclusion, therefore, is, that if you 
want a general salesman, keep him away 
from specialties. If you want to sell the 
specialty, get a salesman who believes in 
that and nothing else and he will turn the 
trick. 

There is quite a difference in the proper 
methods to be employed as between gen- 
eral and specialty merchandising. Very 
often a specialty must be left with the 
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prospect for a trial period. This is not 
usually the case in a general field. Nor 
does it apply to all specialties. Generally 
speaking, however, no man likes to buy a 
new thing or one to which he is not ac- 
customed until he has tried it out, so it is 
necessary to leave it with him, but he 
should be urged and if possible, obliged 
to put it to use at once, for only by use 
can the customer learn the value of the 
specialty to him. I have known of spe- 
cialty machines being left with prospects 
for weeks and during the whole time the 
cover had not even been removed. 

The trial period should always be short, 


not more than a few days. The prospect 


can discover in a short time if he is really 
interested, whether or not the device is 
applicable to his business. If it is, then 
he is in the best possible frame of mind in 
which to close the deal. A long trial 
period invariably makes a wrong impres- 
sion on the prospect. He argues that the 
machine cannot be very valuable nor very 
much in demand or it would not be left 
so long. The result is likely to be that 
even though the machine may be an aid 
to the customer’s business he can do with- 
out it for the present and believes he can 
possibly obtain one for less money a little 
later. Trials should be followed closely 
and the deal put over while the prospect 
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is warm. Prospective customers grow cold 
unless fuel is often supplied. 

Concerning church, club and lodge mer- 
chandising, I fear I can say very little. 
That is a region into which I have not 
traveled. My thought is that it might 
take a different kind of salesman to sell 
such prospects. He should probably be 
a man who can talk convincingly to a 
group. A sort of orator, perhaps, or pub- 
lic speaker, because these purchases are 
usually handled by committees. Some 
salesmen must have a lone prospect, while 
others are as successful or more so with a 
committee or a crowd. 


Portable Typewriters 


Veteran Typewriter and Office Equipment Man 
Emphasizes Value of Portable Typewriters as Fea- 


tures of Stock 


By F.L. KERSHAW, Kershaw’s, Spokane, Washington 


INCE 1900 I have been constantly 
engaged in the typewriter business 
principally, with other lines of office equip- 
ment to a lesser extent. These lines have 
included duplicating machines, adding 
machines, desks, files and supplies. The 
blind Smith Premier was the first ma- 
chine I represented, followed by the Fox 
first the blind and then the visible 
and the Oliver. 

About 1908 I became a dealer for the 
Royal Typewriter Company, Inc., first 
handling the original $60-Royal. We 
have represented the Royal Typewriter 
Company ever since, without a break in 
the representation 

During our business career we have 
seen the city of Spokane grow from a 
population of 25,000 people to one of 
115,000, while the Royal Typewriter 
Company has grown from a single unit 
manufacturing a sixty-dollar machine to 
a modern, five-unit factory producing 
their present enviable lines of standard 
and portable machines. 

Our own business has shown some- 
thing of the same kind of growth. Our 
first shop consisted of part of a show 
window and a little space in the rear of a 
store, for which modest accommodations 
we paid ten dollars a month. Our 
present store is a sufficiently roomy estab- 
lishment located in the central block of 
the business section of Spokane. 

Commencing with September of this 
year our business has shown a marked 
improvement, and the figures for the en- 
tire year of 1933 will show a considerable 
advance over those of 1932. 

So much for the background. 


The use of the typewriter has constantly 
increased and become more general from 
year to year, and the greatest single boon 
to the typewriter dealer has been the 
remarkable development of the pértable 
machine. By this I do not mean that 
the sale of standard machines has gone 
into a slump; but their use is to a very 
considerable extent restricted to offices. 
This, I suppose, is the greater field, tak- 
ing things by and large, but the distribu- 
tion of the standard machines has been 
gradual, following the development of 
business. The portable, however, seems 
to have created its own field, wherein it 
does not generally compete with its elder 
brother. 

Portable typewriters go principally into 
the homes, and their use among students 
is becoming more and more general. 
Originally conceived to be a feeder for 
the more substantial machines—a sort of 
runner-up, so to say, for the standard 
machines—the portables have been so im- 
proved that their place is now distinctive. 
They are loved for themselves, and find 
their way into many places where it would 
be difficult for the heavier typewriters 
to go. They can be carried with little 
effort as hand baggage, therefore they 
are favored by all who travel. They 
transcribe the reports of engineers in far- 
away places; they are carried into the 
jungles; are taken on polar expeditions, 
north and south; they are the favorite 
companions of military officers; they are 
the delight of authors and news corre- 
spondents, preachers and lecturers, sales- 
men on the road, and many other persons. 
They return their moderate cost many 


times over, and their ruggedness enables 
them to withstand unbelievable abuse. 
Wherever there are children to be edu- 
cated, to be trained in the art of expres- 
sion and to be taught neatness of work 
and precision of spelling, there the port- 
able typewriter more than pays its way. 
The time has almost arrived when the 
typewriter—preferably the portable—will 
be a necessity in every family. A child 
once trained to use a portable typewriter 
will never give it up. It will become a 
life-long habit. 

Selling talk? Indeed, yes. 
true. 

We have seen the portable typewriter 
loom larger and larger on our horizon. 
Its astonishing growth has run beyond 
our expectations. The fact that today 
we sell more portables than new and used 
standard machines combined is not ac- 
cording to our original ideas. They were 
taken on as something subsidiary, but 
they have “hogged the show.” With us 
they are the bright eyed ingenue to whom 
the audience insists on giving the encores. 

Another point: Portables are sold with 
the minimum of sales resistance. Those 
who sell them do not require such spe- 
cialized training as standard machine 
salesmen must have, nor, as a rule, must 
machines be left on trial before purchas- 
ing. With about everybody a potential 
customer, trials are seldom demanded. 

Discounts to various types of purchas- 
ers have been the greatest obstacle to 
profitable transactions. The ones who 
can best afford to pay get the greatest 
discounts. Manufacturers have estab- 
lished the custom. When these discount 


But it is 
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sales are made through the dealer the dis- 
In look- 


ing forward to the new era, this is one 


count comes out of his profits. 


thing that indications show there is a 
purpose to change. Certainly, it will be 
greatly appreciated by the dealer, and we 


believe the manufacturers themselves will 
welcome the change. These discounts are 
not necessary, for in the long run just 
as many machines will be sold without 
them as with them. We have a good 
thing—why should maker or dealer give 
away a legitimate profit? 
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Typewriters have kept pace with other 
machines in their development, and today 
there is little left to improve. 

Finally: Let the typewriter dealer give 
prompt and efficient service—this is of 
the greatest importance. 


Paying Department Developed from 


Small Beginnings | 


Initial Experience of Montana House Led to Increase 


in Specialties Department—Pertinent Suggestions and 


Experiences 


By ROBERT H. SLYE, Manager, Supply Department, 
Tribune Printing & Supply Company, Great Falls, 


O FFICE specialties with the Tribune 
Printing & Supply Company are 
becoming more a part of their business 
after ten years of handling specialties of 
various kinds. 

Our first attempt in the strictly office 
specialties line was with standard and 
portable typewriters, and we have had 
varying degrees of success with them. 

We have, as time went on, acquired 
other agencies, and now have a mechan- 
ical department quite fully equipped. 

Our experience may be of some value 
to others in the field, owing to the fact 
that we are quite distant from sources 
of supply, and we are not often con- 
tacted by representatives in this line. For 
that reason we have had to depend con- 
siderably on our own resources in devel- 
oping our specialties. 

We first handled typewriters as we 
would any other piece of merchandise, 
each salesman selling as best he could. 
This was not so bad with the portable 
machine, but did not work out so well 
with the standard. 

We had calls for service constantly 
which we were not equipped to handle 
efficiently. 

Our next step was to set up a depart- 
ment and put a man in it capable of 
servicing, repairing and selling machines. 
This we found not so easy to do, for at 
least two reasons: A combination sales- 
man and mechanic is a rare person to 
pick up. We are not in a thickly pop- 
ulated section, and there are few men of 
this type available. 

A manufacturer distributing his own 
machine has a better chance to develop 
men of this type, because of closer or- 
ganization and the number of men em- 


ployed. 


Montana 


We have tried both ways—that of tak- 
ing a person with no experience, but with 
some mechanical knowledge, and import- 
ing men who have had experience in re- 
pairing and selling machines. 

Of the two plans we have found the 
latter the better and are now willing to 
let someone else give our men a start on 
their way. 

We now handle—in addition to type- 
writers — Mimeographs, dictation ma- 
chines and equipment and money chang- 
ers. We deal also in used adding ma- 
chines and other mechanical office de- 
vices. 

Since we expanded our line the de- 
partment is large enough to support a 
mechanic and a salesman. Our equip- 
ment is such that we can handle all kinds 
of repair work, and we find our efforts 
to obtain repair work give us many leads 
for new equipment. 

During the past three years our repair 
department has been quite busy, as it 
seems that more machines have been 
overhauled and used a year or two 
longer, fewer new standard machines hav- 
ing been sold. 

We are active in cultivating school 
business, knowing it is easier to sell new 
machines to operators who have used the 
make of machine for which we are agents. 

Developing a typewriter agency is a 
building process, and time is an element. 

Chiseling is evident in the typewriter 
business, and it is our hope that a code 
will be developed to correct it, at least 
in part. There are too many concerns 
classified as branches or affiliates of na- 
tional accounts that buy on too great a 
discount off the list price. 

A piece of mechanical equipment, such 
as a typewriter, that you have to service 








for a year requires a substantial gross 
profit if there is to be any net profit at all. 

On Mimeographs we do not find quite 
the same conditions. The fact that they 
are not in such general use as typewriters 
permits a different approach. We have 
more of a chance to stimulate the imagi- 
nation of our prospect, a stronger eye 
appeal, and the intangible fact of profit 
or of saving. 

Despite the fact that there is not an 
great amount of profit in the sale of of 
fice machines, we feel there is a real 
value in handling them, on account of 
the supply business they create and the 
additional contacts they produce. 

Our ribbon and carbon volume is con- 
stantly on the increase—accounted for in 
part, at least, to our ability to advise our 
customers intelligently about the machine 
as well as the supplies. 

As an example—a customer may com- 
plain about a ribbon not lasting as long 
as it should, when the cause may be that 
the platen on the typewriter is so hard 
that no ribbon could last long. 

The result: We sell a new platen for 
the typewriter, impress our customer 
favorably and have to make no apologies 
for our product. 

Mimeograph supplies run into large 
volume and, with proper stock control 
records, ink and stencil stock can be 
turned twelve times a year. 

A user purchasing wre sup- 
plies is bound to bring other office sup- 
ply business, and it may be the beginning 
of a new account. 

We try to work other lines on a spe- 
cialty basis and have found that visible 
equipment has fine possibilities. Our in- 
terest has been in the cabinet type and 

(Turn to page 96, please) 
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Cable Address 
“RELIABLE” 


RGAIN BULLETIN 


No. 800 


effective January |, 1934 should be of great interest to all those en- 
gaged in the selling of office machines. It contains hundreds of out- 





standing value in 


Adding Machines Billing-Bookkeeping Machines 
Calculating Machines Typewriters, Standard 
Miscellaneous Office Machines and Portables 


Compare values; send for your copy today. To eliminate the merely 
curious we ask 10c to cover postage. All requests for copies must be 


accompanied by business letterhead or card. 


‘JELIABLE 


Typewriter& Adding Machine Corp 
‘All That the Name Implies" 


303 W. MONROE ST. 
CHICAGO, U. S. A. 
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JANUAR Y—a BIG month for 


AMCOPATER 


WITH CHOICE of SIZES of TYPE 








Standard 


NOV 18 "42 


For all commer- 


Tiny Type 


NOV 1842 


For small spaces. as 
im pass books, ledger 
ecards, margins of 
pages 








cial work, checks, 








certificates, ete. 








Closing old rec- 
ords;: opening 
new ones 
now’s the time 
the clean, sharp 
dating of AM- 
CODATER will 
appeal to your 
customers. 


A splendid profit 
opportunity 

for just a little 

sales effort. 


*Sc= 


Brass Printing with either 
Wheels and 
Engraved 
figures. 


size of 
figures 


American Numbering Machine Co. 


Brooklyn Los Angeles Chicago 














Duplicate Your Thoughts 





150 copies - - - - Four Colors, 
one operation. Complete $12.50 
WONDERFUL OPPORTUNITY 


for Dealers - - - - Write for Details. 





All kinds of Addressing Machines, Duplica- 
tors, Folders, Multigraphs, Dictaphones,too. 


—— 
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Letter fh rom a 
Peerless Dealer 


OF THE PEERLESS POLICY 
is in the Dealer's Sales Books 

T is just one of the many Peerless profit- 

for-you policies to refer all direct inquiries 
to Peerless dealers. That this policy pays, 
insures your profits, protects your business 
and makes sales is amply attested by the 
hundreds of letters written by Peerless dealers. 
If you sell PEERLESS RUBBER TYPE- 
WRITER KEYS you have the full coopera- 
tion and backing of the maker—you have no 
competition from the manufacturer—you 
have the only complete line sold through 
dealers—and you have the only key sold 
through dealers with the top so securely fas- 
tened in the base that it is impossible for the 
top to turn or come out. 
Four out of five big city dealers sell PEER- 
LESS TYPEWRITER KEYS. The only 
common-sense reason is that Peerless Keys 
sell. Try pushing the Peerless line a little and 
prove it yourself. Send the coupon for par- 
ticulars. 


PEERLESS KEY CO.., Inc. 


Manufacturers of the only complete line 
of rubber keys sold through dealers 


176 Fulton St. New York City 











PEERLESS KEY CO., Inc., 176 Fulton St., New York City 
Please send me full details on what the Peerless Profit policy is, how it_will 
benefit me, and a sample of the new Peerless “Security’ Typewriter Key. 
Name 
Firm 


Address ee eee oe 
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Today’s dollar—on or off the 
gold standard—buys more 
actual typewriter value 
than ever before ina 


MASTER GRADE UNDERWOOD 
THE GOLD STANDARD OF REBUILT TYPEWRITER VALUE 
which has no equal in rebuilt 
typewriters—genuine parts 

—precision adjustments 

and excellent appearance 


THE WHOLESALE TYPEWRITER COMPANY 


FACTORY and GENERAL OFFICES PACIFIC COAST HEADQUARTERS 


155 SIXTH AVENUE, NEW YORK, U.S. A. 528 MARKET ST., SAN FRANCISCO, CALIF. 
CABLE: SALETYPE, N. Y. CABLE: WHOLETYPE, San Francisco 








You Can’t Beat the 
RED CAP TWINS 


Correction Type 
Fluid Cleaner 


Here’s two fast moving items that win acclaim 
everywhere. They do the work. They re- 
peat. They are well liked. 

Just a drop of Mimeo Correction Fluid makes 
perfect corrections on all kinds of stencils. 
Mimeo Type Cleaner is the steno’s friend. 
Clean. Easy to apply. Economical. Non- 
Inflammable 

Fifty cent sellers Liberal dealer discounts 
Take advantage of this special offer now. 








DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 








Introductory Offer 
With every order of six 
dozen bottles of Mimeo 
Correction Fluid we 


will give you one dozen Mimeo Service Bureau 


bottles of Mimeo Type 
Cleaner free on initial i 
Cleaner free 132 Nassau St., New York City Brooklyn N. Y. 


Speed Key Mfg. Co., Inc. 


292 Columbus Place 

















THE PROFITABLE METALSTAND | 


Its special convenience and low price attract many buyers 


ATS QQ list for olive green finish maplewood top (walnut, mahogany and oak 
: finishes slightly higher) METALSTAND can frequently be added to the 

sale of a typewriter or other office equipment. There are many op- 
portunities in the course of a day for the sale of so well made and con- | 

venient an office furnishing. H 


Rubber mounted casters permit easy, silent movement. Dimensions, 2644 inches high, 


R top 1714 x 14; side leaves 12 x 14 inches may be attached cither side. Frame is 8-gauge | 

—_ and legs 16-gauge steel. Shipped knocked down, shipping weight, 13 Ibs. You take 
no risk with METALSTAND. All orders shipped subject to dealer's approval and illus- | 
trated folders with dealer's imprint are supplied on request. Full details and discounts 





wpooemer oT application. 








METALSTANDCOMPANY.909 Walnut St... Philadelphia, Pa. | 























JANUARY, 1934 


93 





WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 


cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 






[LP Be bars 





Airmail No. 1—Capacity 1 Ib. x a Fs oz. with computing chart. 
Airmail No. 4—Capacity 4 Ib. x oz. with computing chart. 
Airmail No. 9—Capacity 9 oz. x Z oz. without computing chart. 


Com puting chart shows all mail and parcels post rates up to full capacity 


Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Hlinois 











TEMPOGRAPH 


Simplicity—Speed—Silence 


ALL AMERICAN DUPLICATOR 
Takes Full Legal Size Stencils 


Most perfect inclosed drum with automatic 
and uniform inking. 

Automatic feed — automatically interleaves 
100 copies per minute. 

Chromium plated. 

Unsurpassed in workmanship. 

A Duplicator that will last a life time. 


MILO HARDING CO. LTD. 
1362 So. Hill St., Los Angeles, Calif. 






















No Brushing— 
No Spattering 


Clarotype makes type cleaning easy and quick 


for the stenographer. The handy dauber makes 
brushing unnecessary Stenographers welcome 
this because it eliminates the spattering, and 
soiled hands and clothes which result from the 


old brush method 


cLARO-TYrr 


the modern type cleaner 


Over 3500 dealers stock Clarotype and consider 
it among their best profit items. Try a dozen. 
Clarotype retails for 50 cents with a handsome 
discount for you. It’s a sure repeat item witha 13 
year record. Order direct from us or your jobber. 
Clarotype Co. Inc., 16-A Hudson St., New York. 











LETTERS LOOK NATURAL 





When the operator presses 
the starter button the 
Auto-typist proceeds to 
typewrite the whole letter 
pneumatically. Like the 
human touch, it makes let- 
ters look natural. Makes 
no errors and avoids that 
mechanical look which re- 
veals the processed letter. 
Results are greater and 
cost is low—onlylone 
cent per letter. 





*-? 








Dealers—Write for our 
liberal rental plan that per- 
mits customers to try out 
Auto-typist under actual 
conditions. Auto-typist, 
602 No. Carpenter St., 
Chicago. 











CONSOLIDATED y 
WIRE STAPLES *- 


for use in all known types of stapling and tacking machines 


Warranted perfect and unconditionally guar- 
anteed. 


Excellent quality, attractively packed in 


Satisfaction or your money back. 


— a . distinctive, modern packages. 


BLUE BOX for use GREEN BOX for use BROWN BOX for use 
in Duplex—N-C Jun- in Neva Clog—-Star in Hotchkiss No. 54 
ior Pliers—Star No No. 51 Pliers packed 


Soipacked 10000 Dot oo ty bie teases packed tees ues Get our prices and samples now! 


10,000 to carton. carton. 
ORANGE BOX for 


10,000 to carton. 


usin Speed Fastenes Babe Skrebba Fas- foruseinat'stangera CONSOLIDATED STAPLE COMPANY 


packed 1000 to the tener packed 1000 to desk models packed 
box, 10,000 to carton. box, 10,000 to carton. 5,000 to the box. 


146 W. 28th St. 


NEW YORK CITY 
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) HE VIRTUALLY SAYS 
;; TO A GRADUAT 












METAL 
STANDS 


for office 
machines 
idd Value 


by increasing 
availability 


“Devote only 25% of your 
time to writing forms — we'll 
pay you 100% for it.” 


Stationers! Every girl that fills in printed forms ac- 
tually wastes three-fourths of her time shuffling loose 
form sheets and carbon paper before writing a line! 
You've seen girls do it. 

—— But how much simpler to 
type forms on continuous 
sheets as illustrated The 
forms are grouped in sets 
ready to type—200 to 500 
sets—in one loading No 









expensive equipment neces- 
sary. The simple attach- 
ment is loaned free 


Miami Fast Forms increase 


~ oe production at least 300°,, 





DEALERS: Profit by standardi: insure cleaner copies and 
ngon TUSCO oad we ty. wide minimize errors A real 
Variety prompt shipments ter ° . . . . . 

oes aan Garten Gin aneenane money maker for stationers. Write for discounts and descriptive 


; ‘ i ‘’ kk ° 
Tubular Specialty Mfg. Co. cakes iar = . 
1940 Stanley Ave.. Detroit. Mich. The MIAMI SYSTEMS CORP., Cincinnati, oO. 
rle Co. way. New York Manufacturers of Continuous Stationery for Autographic 
; Registers and all makes of Billing Machines. 
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|| k : : 

2 The “Aluminum” Pocket Seal § 

and other MARKING DEVICES & 

: 

| : : 

| ; 
| : POCKET SEALS = SPECIMEN IMPRESSION LEVER SEALS 5 | 

| : 5 

j MEYER & WENTHE- CHICAGO § 

“ : ) OFFICE & FACTORY - 24 to 30 S. Jefferson St. & 

| The New Year Brings ‘ LOOP STORE - 31 North Clark Street e 

| Greetings to You from WEST SIDE STORE - 30S. Jefferson St. y 

| SITY 


MUNSON’S 
Creator of the New De Luxe 


INTERNATIONAL TYPEWRITER : STENCIL DEALERS 


‘Us KE Should investigate the new 1934 line 
CUSHION KEY a2 ARMEL products 


A NEW fexvc—NEW PROFITS STENCIL PAPER 


ALL ARE AWAITING YO (NON-CELLULOSE) 
MOUNTED OR UNMOUNTED 


For Information ¢ lup Coupon 
hr Information Clip Onopon, DUPLICATOR INKS 


MIUNSON SUPPLY Co., 348 Hudson St.. New York City ! 


Please send information about the New Key CORRECTION FLUID 


New P age % Cc + Dispk 
ew Package and Counter Di play to Unusual dealer proposition will enable you to 
make greater profits without sacrificing quality 





Write for full particulars 


\ddress | ARMEL MANUFACTURING CO. 


3922 W. North Ave. CHICAGO, U.S. A. 
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Then Show a Rotospeed 


Suit a prospects’ need at a price he can afford to pay 
and you have a quick sale. That’s the value of a com- 
plete line. 


Some need only limited copies at a time—have little 
money toinvest. They want the Handiprint duplica- 
tor. Others with larger needs want the BIG VALUE 
of the Model **C**—lowest priced of all legal size 
rotary machines. Or the SPEED of the Model **A” 
fastest of all hand fed duplicators. Or the CON- 
VENIENCE of the Model “B” automatic—the 
achievement of a quarter-century of Rotospeed 
duplicating machine manufacturing experience. 


Rotospeed duplicators sell at $7.00, $11.50, $35.00, 
$55.00 and $150.00, completely equipped. Still some 
choice territory available on these new models for 
those who qualify promptly. 


The Rotospeed Company 
Manufacturers of Duplicator Supplies 


DAYTON, OHIO 


226 S. Wilkinson Street - 











MARTENS 
TYPE CLEANER 














Martens goes over in a big way 
with typists. They like the pat- 
ented applicator, an exclusive 
Martens feature. It cleans type 
so quickly, easily and _ thor- 





In Every ; 
Bottle oughly, dries quickly without 
FREE! spattering. They always come 


INTRODUCTORY OFFER back for more. 


Write for it and our liberal ‘ , 
discount schedule Retail price 50 cents. 


MARTENS TYPE CLEANER CO. 


120 E. 28th Street, NEW YORK CITY 

















Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 


VARITYPER osvision 
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In your TYPING as in your PRINTING 
-- Use the type to suit the job 


Selection of appropriate type to suit the 
work to be done is a fundamental basis of 
the printing art. That is why your 
printer uses a wide variety of sizes and 
styles of type for the various sorts of 
printing he does for you. 


But, the typewritten work done in your 
office is most important - it should rep- 
appearance and at- 


resent the utmost in 


tention value. 


The VARITYPER, with its numerous type 
faces available and interchangeable on 
one machine, together with its other 
exclusive features is being used on 
applications never before thought of 
in connection with a typewriter. 


The VARITYPER occupies the same desk 
space as the ordinary typewriter, and 
contains several hundred less parts. 
The ribbon travels faster, supplying 
new ribbon for each impression, and 
while the impression is controlled 
electrically it is not affected by 
fluctuation in current. The typist 
can change type, impression and spac- 
ing with little effort; no tools nor 
mechanical skill necessary. 


Once you get the "Varityper Idea” you will 
understand why dealers are enthusiastic. 
Write for our "Dealers Sales Policy” and 


specimens of Varityping. 


This ad was 
completely written 
on VARITYPER 





Ralph C. Coxhead Corp. 
17 Park Place, WN. Y. 








(Continued from page 89) 
we have sold some very nice installa- 
tions. 

The line has possibilities under all con- 
ditions and can be sold during times like 
these when furniture and similar equip- 
ment show little signs of life. 

A panel equipped with sample cards 


and signals installed will stimulate inter- 


est with most persons using card records. 

We hesitated for some time as to 
whether we would or would not sell 
visible equipment, feeling that it took an 
expert to sell it, but after making the 
first few installations, we became very 
enthusiastic, and find it real creative sell- 
ing. A portion of our sales runs into 
real volume, and seldom or never are we 
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forced or asked to shade our price. In- 
vestment need not be large as purchasers 
do not expect delivery at once. 

Usually it is necessary to submit a 
proof on the form plus the time required 
for printing the form. 

Visible is coming more into general 
use and the commercial stationer is the 
one who should supply this market. 


Specialty Selling Without Specialty 


Salesmen 


Cleveland Dealer Finds Salesmen of General Station- 
ery Lines Capable of Selling Specialties Without Be- 


coming Specialists . . . . .. 


By G. B. BINGHAM, President and General Man- 
ager, The Burrows Brothers Company, Cleveland, 


Rae smaller-priced specialty 
items, in our opinion, can be used 
profitably by the dealer in general office 
supplies and stationery to increase his 
profits; and our own experience in han- 
dling such merchandise has been very 
favorable. 

We sell office supplies aggressively in 
seven retail stores in greater Cleveland. 
(We also handle books, social stationery, 
and other goods appealing particularly 
to the individual.) In addition we have 
six city salesmen and one traveler con- 
stantly calling on our office supply cus- 
tomers. It is a principle with us to let 
nothing interfere with our service on the 
regular office supply lines, both on the 
selling floor of our stores and in the reg- 
ular calls of our salesmen. However, 
we find that certain specialties actually 
make it easier for our salesmen to do 
their regular selling job by giving them 
a new talking-point. Every new item 
which we add to our line means a certain 
number of offices entered which our sales- 
men have been passing by, either through 
a mistaken idea that such a firm could 
not use our merchandise, or through 
plain nervousness. 

A specialty is added only after a great 
deal of thought. In the first place, we 
are careful to choose only merchandise 
which will not necessitate a large capital 
investment in stocks, and which will not 
obligate us to do any servicing. The 
manufacturers of many specialties main- 
tain branch offices in Cleveland, and it is 
then usually possible for us to arrange to 
have the manufacturer do any necessary 
servicing. In these cases, too, we are 
able to get new stock we may need al- 
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most as quickly as we could from our 
own stock-room. Items of specialty 
nature which we are handling at the pres- 
ent time include portable typewriters, 
portable adding machines, check pro- 
tectors, envelope sealers, Model No. 30 
Mimeographs, stamp affixers, McMillan 
visible binders, bookkeeping systems, and 
sO on. 

In choosing these we have stressed add- 
ing only lines which our salesmen could 
sell without needing to become specialty 
salesmen. We do have two men who 
might be called semi-specialty men. One 
is an accountant, who is capable of 
analyzing a firm’s bookkeeping needs, and 
setting up a system for them. The other 
is an experienced Mimeograph man, who 
closes sales from leads developed on the 
selling floor, puts on demonstrations, 
and trains his fellow salesmen in using 
and selling Mimeographs. Both these 
men sell our general line of office sup- 
plies, but their special knowledge enables 
us to give an added service to our cus- 
tomers. 

When we have decided to handle a 
specialty, the first thing we do is to sell 
it to our own salesmen, both the out- 
side and the floor men. Very frequently 
the manufacturer’s salesman will hold a 
meeting with our men, and go over the 
fine points of his device. In addition, the 
field sales manager has regular meetings 
several times a month with the outside 
men, and the office supply buyer with the 
floor salesmen, to discuss new items and 
older items which deserve special stress. 
Twice a month the branch store man- 
agers meet, and at these meetings all new 
office supply items are presented by the 





The result is that 


office supply buyer. 
our men are ready to begin their selling 
with knowledge and enthusiasm. 

We back up our salesmen’s efforts in 
If the item will war- 
rant it, we feature it in the windows of 


every way we can. 


our various stores. In practically every 
case we arrange special displays in the in- 
teriors of our stores. We often send out 
direct mail pieces, either furnished by the 
manufacturer, or written in our own ad- 
vertising department; and sometimes we 
use newspaper advertising. 

In addition to this initial drive we keep 
up that steady stream of interest and 
effort which is necessary to keep an item 
selling. For instance, we were one of the 
first firms in our part of the country to 
feel that visible record books were the 
coming thing, and we have been featur- 
ing them for years. With the develop- 
ment of the McMillan visible record 
binder, we redoubled our effort and in 
1929 were very successful with them. 
Since then we have been plugging along 
steadily on this binder. Today we are 
waiting for business to open up enough 
to bring the big replacement market in 
record-keeping devices that is due. The 
moment it does come, you will find us 
out selling visible record binders harder 
than we ever have before. 

At the present time the newest mem- 
ber of our specialty family is the Model 
No. 30 A. B. Dick Mimeograph, which 
sells for $30. Every one of our sales- 
men is firmly convinced of the value of 
this machine to thousands of possible 
users who could not afford a large 
Mimeograph; and the way sales have 
been coming in our customers are not 
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slow to agree with them. When we sell 
a machine, the inks, paper, stencils and 
other material needed raise the unit of 
sale to an average of $45. Of course, 
to a salesman selling a large office ma- 
chine exclusively, $45 isn’t a drop in the 
bucket. But to the general stationer, 
who sells a gross of pencils here and a 
couple of boxes of typewriter paper there, 
$45 is a lot of money. For our sales- 
men it is a large unit sale, one which 
gives them renewed pep and vigor for 
their ordinary selling. 

Perhaps that is one reason our sales- 
men are so solidly behind these special- 
ties. At least, our sales sheets testify 
that they have no difficulty in adding 
these “plus sales” to our regular lines. 
Nearly every new salesman we have put 
on in the last ten years has sold a por- 
table typewriter within his first few 
weeks of work in the office supply de- 
partment—so much so, that it has be- 
come a standing joke, and no man is 
considered a full-fledged salesman till he 
has sold his first typewriter. 

We believe that we can offer a great 
deal to the manufacturer of a specialty 
device. Our salesmen are going to of- 
fices where they are known and wel- 
comed, and where “Burrows” in its sixty 


years of existence has come to mean efhi- 
cient service and good merchandise. 
Therefore we are sure of an opportunity 
to demonstrate his device to our cus- 
tomers. In many cases our salesmen 
know companies who are on the look-out 
for just such merchandise. In selling 
such as ours, where the same firms are 
contacted month after month, our sales- 
men come to feel that they are working 
for their customers as well as for us. 
Frequently we hear some salesman say, 
“I must take this new development up 
with such and such a company right away. 
They need something of the sort in their 
mailing department”—or wherever it may 


In return for the real selling effort we 
are ready and able to put behind a live 
item, we feel that we should have protec- 
tion against competition. We try when- 
ever possible to get exclusive territory on 
the specialties we handle. Needless to 
say we feel justified in putting more ef- 
fort where we do have such protection. 

We have been speaking of selling spe- 
cialties, but the biggest use we make of 
specialty selling is in merchandising our 
regular office supply line. Many an of- 
fice supply dealer who sells none of the 
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items we have listed could take some- 
thing he has had on his shelf for fifteen 
years and merchandise it like a specialty 
—and sell more in the next month than 
he has in the whole fifteen years. 

Take Executabs. Our salsmen demon- 
strated these convenient little indexes in 
practically every office they call on. In 
many cases they left a sample. Our men 
on the floor “suggested” Executabs to 
all their regular customers. As a result, 
we sold more Executabs in the first month 
they were on the market than we could 
have in five years of keeping them on our 
counter without telling people about 
them. We did the same thing with a 
new typewriter cleaner, with the same 
good results. 

There is not a month, in fact there is 
scarcely a week, that our salesmen are 
not making a special drive on some item, 
old or new. The result is not only in- 
creased sales for us, but a reputation with 
our customers of being up-to-the-minute 
with knowledge of our line. We find 
that there is nothing a customer likes so 
well as to have us show him something 
he has not heard about—or has heard 
about and forgotten—that he really needs 


in his office. 


Visible Equipment—Its Merchandising 
Through Dealers 


In Which Will Be Found Some Answers to the Ques- 
tion, “Should Progressive Office Equipment Dealers 
Take on a Line of Visible Epuipment?” . 


By L. E. WOOLF, Manager, Dealer Sales, Acme 


Card System Company, Chicago, Illinois 


| WELCOMED the invitation of Office 
Appliances to write an article on this 
subject. It presented an opportunity to 
dispel an erroneous notion which some of- 
fice equipment dealers still have regarding 
the marketing of visible equipment—that 
manufacturers of visible equipment did 
not look with favor on dealer connections. 
In the earlier years of the industry the 
leading manufacturers did not make their 
lines generally available to dealers. There 
was a good reason for this. The idea was 
new. It was necessary to bring visible 
equipment and its accomplishment direct- 
ly to the attention of business executives. 
This could only be done through a spe- 
cialized sales force, men whose sole work 
was the selling of visible equipment. 
These executives had to be shown. Vis- 
ible equipment involved something en- 
tirely new and different. Its adoption 
oftentimes meant discontinuing a type of 
equipment that had only recently been 
purchased. In short, it was a pioneering 


job; a market had to be created. 


To have placed visible equipment with 
dealers in those early, formative years 
would have been an injustice to the deal- 
ers. They could not have been expected 
to participate in such a purely pioneering 
task. 

This was also true of the early stages 
of many other office equipment products, 
some of which are today “over the coun- 
ter” items. Loose-leaf was one of these. 
My first job, in the early years of this 
century, was with a loose-leaf concern. 
Our salesmen had a most difficult task to 
persuade business men to abandon their 
bound ledgers and adopt the loose-leaf 
idea, simple and advantageous as it was. 

That, too, was a job for the specialty 
man. Today, every office equipment 
dealer worthy of the name carries a large 
stock of loose-leaf binders and sheets, and 
it forms a considerable part of his volume. 

The visible equipment manufacturers, 
through their specialized sales forces, did 
a splendid job of introducing their prod- 
uct—and quickly. It is the youngest ma- 


jor office equipment product in the field, 
yet there is hardly a concern which con- 
siders itself as progressive that does not 
use visible equipment on at least one of 
its records or indexes. 

The pioneering is over. Industry is vis- 
ible equipment conscious. No longer is 
there any question with any business man 
as to the effectiveness of visible equip- 
ment; it is now a matter of contacting 
and selling. 

Should progressive office equipment 
dealers take on a line of visible equip- 
ment? Yes. They need it, ibly 
more than visible equipment needs them. 
It not only adds substantially to their 
volume and net profits, but it adds 
sae to those handling it and conse- 
quently has a stimulating effect on their 
entire line. 

One of our southern dealers told me of 
his efforts to sell a certain large concern 
in his city who bought all office supplies 
from a competitor. The owner himself 
finally took up the campaign, but he had 
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as little success as his representatives had 
had. “Why should we switch to you? 
Your prices are no better; their service is 
excellent. They have earned our good- 
will through giving us fine attention.” 

The dealer had no satisfactory answer. 
His mere desire to participate in the 
profits of that business was not a sufh- 
cient reason. 

But one day he called with a visible 
card book in his hand. He placed it 
unobtrusively on the desk and proceeded 
to chat with the purchasing agent. The 
latter glanced at the card book several 
times and asked, “What have you there?” 

“Oh, just a unit of a specialty we han- 
dle,” he responded as he opened it and 
placed it in the purchasing agent’s hand. 

He examined it, rifled the cards, asked 
some questions and soon had received a 
complete demonstration. He then asked, 
“Where can we use such a thing in our 
business.” 

“On your own purchase record,” was 
the reply, “and on every active record in 
your place.” 

Shortly after this three cabinets were 
bought for the purchase record, which has 
since grown to eight, and this dealer 
started getting the general office supply 
business, also. Today he gets nearly one- 
half of the business that company places 
and he has also sold them visible equip- 
ment for four other records. 


“Is visible equipment hard to sell?” I 
have asked this question of every one of 
our dealers, when visiting them. The 
consensus of opinion is that it is no 
harder to sell than other major lines car- 
ried. In fact, with most of them, the 
shrinkage in volume of their visible equip- 
ment sales from their peak years was less 
than on most everything else; quite a few 
actually showed increases. 

Should a dealer have men who will 
specialize on visible? Not unless they 
are in the habit of having specialty men 
for other lines and are located in the 
larger cities. This is a point which the 
visible equipment manufacturers have suc- 
cessfully met and are in position to offer 
very valuable suggestions. 

The dealer owners, however, must have 
a thorough understanding of their visible 
equipment line so they will know how to 
direct and what to expect. Certain of the 
manufacturers have as much as seventeen 
years of experience in directing the enor- 
mous volume of visible equipment created, 
and they are ready to have aggressive 
dealers receive the benefit of it. 

Of course, the factory is always avail- 
able to assist dealers in working out any 
knotty or unusual situations they may en- 
counter; and at fairly frequent intervals 
a visit is paid them by a factory repre- 
sentative. At such times, he engages in 
field work with them, calling with their 
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representatives on current prospects; and 
he brings to their attention late develop- 
ments in equipment and in new applica- 
tions. 

There is one thing about visible equip- 
ment selling which should be borne in 
mind. It differs from the selling of files 
or office furniture in an important degree. 
With the latter the talk and demonstra- 
tion is along construction lines -gauges 
of steel, finish, U-bars, Z-bars, seasoning 
of wood, periods, appearance. When 
presenting visible equipment, however, 
the talk should be about accomplish- 
ments, earnings, savings, profits. These 
are the buying motives; intangible things, 
true, but they involve the very things i 
which the visible equipment prospect is in 
business. 

With business conditions improving so 
rapidly there is a greater need than ever 
for visible records. There is an urge be- 
ginning to express itself within business 
institutions for better record keeping 
methods and they welcome the added 
service when their local office equipment 
dealer is informed and equipped to meet 
this urge. 

Progressive dealers will find visible 
equipment manufacturers are receptive to 
them. This year will probably see many 
more visible equipment dealer agencies 
established, to the mutual benefit of the 
dealer and the manufacturer. 


Office Specialties Bring Attractive 


Profits 


Salesmen Must Be Trained to Sell the Heavier Items 


Such as Calculating Machines and Typewriters . . . 


By F. R. MAUNSELL, The Maunsell Company, 


E ARE now handling the following 
specialties: adding and calculating 
machines, duplicating machines and sup- 
plies, numbering machines, time stamps, 
standard and rebuilt typewriters, portable 
typewriters, visible index systems and sup- 
plies and accessories for all machines. 
Speaking from our experience, there 
can be no question but what there is a 
handsome profit in each and every one of 
the items mamed. As a matter of fact, 
for more than three years we have been 
handling all of these items very much to 
our satisfaction. 
We have discovered, however, that to 


Montpelier, Vermont 


sell the heavier items such as calculating 
machines, the salesman is required to 
undergo considerable training and the 
type of man who succeeds in this work is 
rather above the average. These special- 
ties are a mainstay with us. We have 
made many thousands of dollars handling 
the Marchant calculating machine in this 
territory, and we find the company a very 
fine concern with whom to do business. 
I would suggest urgently to any office ap- 
pliance dealer that he get in touch with 
the Marchant company or some concern 
of equal standing in the calculating ma- 
chine field to find out if the dealer’s ter- 








ritory is open for any of such machines. 

For some time after getting into the 
handling of office machines and other spe- 
cialties, we experienced a great deal of 
trouble in the matter of service and it 
soon became necessary to put on a com- 
petent service man. Today, owing to 
business conditions generally, there are 
many good service men available at from 
$20 to $30 a week who can be a fine 
source of income to any office supplies 
dealer. We find, too, that in selecting a 
service man, it is necessary to discover 
some person who is more or less familiar 
with the different types of machines in- 
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stead of being a specialist on any one ma- 
chine. A good typewriter service man, 
for instance, can often handle the servic- 
ing of all other types of machines quite 
satisfactorily. Except with calculating 
machines and typewriters, no special train- 
ing is necessary for a man to handle serv- 
ice on the other items which we men- 
tioned. The item of service usually 
scares the average office appliance or sta- 
tionery dealer, but it need not do so, be- 
cause with the right type of man entire 
harmony will exist and the expense is 
taken care of many times over by the lit- 
tle things that can be handled by such an 
expert person in the organization. 

We have found that in trading in used 
typewriters, it is much better thoroughly 
to rebuild them. In our case, we send 
them to regular rebuilders, have them re- 
built and on their return, use them as 
rental machines. It is possible in our 
territory to get fifty cents a month over 
the usual price for our rental machines 
because they are first-class instruments. 
Our competitors, however, trade in old 
style machines and without putting more 
than a little money on them, they rent 
for fifty cents less. Too often they are a 
source of trouble. In the case of the ma- 





chines we put out, they seldom need 
service. 

The rental typewriter business is an 
excellent source of income and no dealer 
in stationery should pass up this oppor- 
tunity. 

During depression times, we found our 
service department was probably the most 
stable department in our business. Even 
the very best of our customers withheld 
business on capital investment while they 
made equipment in their offices go as far 
and as long as possible. We, therefore, 
found it easy to get satisfactory and sub- 
stantial service jobs. 

Duplicating machines and supplies are 
always in demand and it requires no spe- 
cial training to sell or service them. In 
this day and age there is a constant call 
for a low priced duplicator, and as a rule, 
some junior employee in the company can 
take over the responsibility on such an 
item. It is necessary only to demonstrate 
a duplicator efficiency in order to sell it 
provided the customer can use one at all. 

The time stamp is one of the smaller 
items, but it is in demand especially in 
garages, factories, state departments, gov- 
ernment offices and hospitals and if they 
are demonstrated to these classes of buy- 
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ers, can be easily sold. They carry a very 
satisfactory profit. 

Visible index systems probably have as 
large a field of prospects as any item in 
the stationery or appliance line, because 
every office, no matter how small, has 
some sort of a card index or record sys- 
tem that can be converted to the visible 
equipment. The secret of selling such 
equipment lies in the presentation of a 
simplified form to conform with some 
card system the customer is now ey | It 
is very easy to draft a condensed form 
from some card which they use. Per- 
haps a little improvement on the arrange- 
ment of the information on the card will 
bring the sale. We find that the price sel- 
dom discourages the customer from buy- 
ing if he is already sold upon the ease and 
facility with which card records can be 
handled with the visible system. The de- 
signing of the form, too, always impresses 
the customer. 

We are now handling many items other 
than those we have mentioned, such as 
addressing machines, autographic regis- 
ters, roe protectors, dating stamps, etc., 
and as these are included with the items 
of occasional demand, we do not put 
much stress upon them, but do carry a 
representative stock. 


Here endeth the Office Specialties Section of Office 


Appliances for January, 1934, in which are expressed 


the considered opinions of men of long ex- 


perience in the office equipment field. It is 


with a sense of satisfaction, engendered 


by the belief that readers will 


find much of value in the 


preceding pages, that 


the section is brought 


close 


to a 
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Northwest Travelers Club Notes 
J. L. (Louis) Weygant sprang a surprise on the boys 
when he was married to Miss Helen Jackson on November 
1. Louis is a member of the firm of Taylor-Weygant- 
Goodspeed Company, Inc., Duluth, Minn. The honeymoon 
was spent in southern Wisconsin. Members of the North- 





west Travelers Club extend their congratulations. 
. * * 

John A. Davis, formerly outside salesman for one of the 
leading stationers in Minneapolis, is now engaged as out- 
side salesman and assistant buyer with the Free Press, 
Mankato, Minn. 

* * * 

Herb Fall of Japs-Olson Company, Minneapolis, wins 
the prize as a most ardent football fan among the sta- 
tioners in the Twin Cities. Herb witnessed every game 
at home and away from home played between Minnesota 


and opponents. 


* * * 
Several of the members of the Northwest Travelers 
Club were in from the road, especially those living in the 
Twin Cities, until after January 1. Several were seen hav- 
ing luncheon together recently, viz.: Carl Oates, Fred 
Schafer, Roy Clarke, Claude Fleet, Ed Cooper and Ed 
Friedman 
ee 
Fine Items in New Indiana Desk Catalogue 
[The Indiana Desk Company, Jasper, Ind., has dis- 
tributed a new eighty-page catalogue showing its desk, 
table and chair lines, which also embrace numerous ac- 
cessories. The catalogue cover is blind stamped, with a 
desk shown in accurate detail. In addition to sterling 
| bread-and-butter items, this catalogue also shows items 
from the 4,000 line, a series with an appeal to those who 





wish distinction and refinement in their office furnishings 
| Known as the “Louis XVI” period, it typifies the richness 
| and art of the kingly days of France. The series com 
prises flat top desks in two sizes, tables in four sizes, and 





side and swivel chairs to match. 
—— 
Window of Smith-Corona Store Broken 

Edward Burson of the L. C. Smith & Corona Typewrit- 
ers, Inc., branch in Kalamazoo, Mich., reports that the win- 
dow of his store was broken again recently by an electric 
light pole. This is the fourth time that the window has 
been broken by a falling light pole. Apparently the pole 
cannot stand up under exceptionally severe storms, with a 
result that new glass has to be put in the Smith-Corona 


| window periodically. 





~~ 

| G. H. Bartlett, Jr., Goes Into Business for Himself 
Recently G. H. Bartlett, Jr., resigned as manager for 
Remington Rand office at Tulsa, Okla., to establish his 


DESKS LIKE 7 § | 
4 5 
Ab ‘ A iY 4 Hi! own business In his new venture Mr. Bartlett handles 


general lines of office furniture and equipment. He main- 


y ‘ " v e<¢ 
W ILL SELL IN 34 tains a display and stock room at 108 South Boston street, 


The 60-inch desk from the chro- 


mium trimmed No. 2500 walnut series. 

















Tulsa 
Here's the kind of office furniture that your customers are 
looking for this year -Imperial’s smart, handsome new | = 
No. 2500 Series. W 
Good lines! Well-proportioned turnings! Chromium- | E D D N G S 
. cel plated drawer pull« and foot sockets! | 
Your customers will be proud of these spic-and-span desks i = 
and tables... clean and bright as a new silver dollar. Best of all—you | Starling Johnston 
can sell them the No. 2500 Series for no more than they might pay else- | Rupe rt G Starling, who is connected with the Tulsa, 
where for just ordinary desks. : . . - 
Okla., office of the Underwood Elliott Fisher Company, 


The Imperial Line offers many such 1934 values. Let us send you full 


details of the profitable Imperial Franchise. Write today for information. was married recently to Miss Hariette Gazelle Johnston of 


Claremore, Okla. The ceremony was performed in the 
. _ I 
IMPERIAL DESK COMPANY | home of the bride’s parents by a Presbyterian minister, 
EVANSVILLE. INDIANA Rev. Clarence Campbell, of Tulsa. The bride and groom 
. 


left for a short wedding trip and are now at home at 1335 


I | So! sce Tate Ole tid 
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| THE 
| STATIONERY 
MART 


—located at the strategic 
center of dealer buying in 











the central and far west. 


—approved by. dealers be- 
cause it provides quick de- 
liveries and lower shipping 
costs. 


—a guarantee of larger sales 
for manufacturers of office 


equipment and supplies. 


= = 











PROVEN Value 


The STATIONERY MART of 
Chicago is a demonstrated-suc- 
cessful idea. Firms that have 
been located in the MART build- 
ing for one year or longer are en- 
thusiastic. Among such firms are 
such well known organizations as 


The Globe-Wernicke Company 


Southworth Company 
All-Steel-Equipment Company 


Index-Sales Corporation. 


Letters from some of these firms 
are included in the detailed report 
available to you. What is there 
said is indicative of the advan- 
tages The STATIONERY MART 
offers you The facts will be 
greatly to your interest Write 
for them today 





=. a) ae 





Clip This 
COUPON 
to Your 
LETTERHEAD 
and Mail 





J X 
.«-A PLAN of 


National Blank Book Company 
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Stationery and Office Equipment 


MANUFACTURERS !! 


Do You Want to Increase YOUR SALES 
in the Central and Far West... 


assembling of stationery and office supply manufacturers under one 

roof with the purpose of better service to dealers, aiding them to increase 
sales and, therefore, their buying from manufacturers. To the dealer, The 
STATIONERY MART offers quick deliveries, pooled shipments, lower 
shipping costs, and definite help in making sales. More than 1000 dealers 
called on firms in The STATIONERY MART during 1933. To the 
manufacturer, The STATIONERY MART opens up the entire central 
west and far western markets. Within this territory, approximately half 
of all commercial stationers in the United States are located. Firms making 
use of the facilities of The STATIONERY MART during the past year 
have been eminently satisfied with results. Understand, The STA- 
TIONERY MART is not a wholesaling enterprise—manufacturers retain 
full control of their lines and selling policies. To every manufacturer of 
office supplies or equipment, an invitation is extended to investigate the 
advantages of The STATIONERY MART. It can mean for you only 
one thing—INCREASED SALES. 


ik STATIONERY MART of Chicago is a voluntary grouping or 


A detailed report on the purposes of The STATIONERY MART, its method of ation, its 
advantages to manufacturers, and the experiences of firms located in The STATIONERY MART 
Building has been prepared. A copy will be mailed on request, without obligation. Write, or 
simply mail the handy coupon, attached to your letterhead. Please check information wanted. 


THE STATIONERY MART, 


Van Buren and Jefferson Streets, Chicago, Ill. 


”" 
Please send full information regarding The STATIONERY MART and its advantages to manufacturers 
wanting to increase sales in the central west and far west. 
) We now have branch offices within the territory mentioned. | 
) We do not have branch offices within the territory mentioned. | 


ee ee em 
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| 
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| 
| 
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| Firm - covcdevetvsesecessasadumend 
| 
| 
| 
| 
Lu 
















102 


SHIELD TYPE 
I specially recotie- 
mended for indexing 
books and records sub- 
ject to constant hand- 


INDEXED TYPI 
Indexed type has 21 
alphabetical subdivi- 
sions, printed on the 


tab. 


Type Any 


Indexing 
















STRIP TYPE 
Strip type tabs have 
blank insert labels. 
Can be typed with any 
indexing. desired, and 


eut to any size. 





OFFICE APPLIANCES 


UTILITY INDEX TABS 


ALL CELLULOID ~~ 
THEY INDEX EVERYTHING ~~ 
HIDE NOTHING 










Mob: Wie erricts 
e veaers ‘max Teas 





Slobe<Wernicke 
Utiniry INDEX TABS 


PuT THIS ATTRACTIVE DISPLAY 
CASE To WORK FOR YOU!..... 


LOBE-WERNICKE utility index tabs meet every indexing 
G requirement. They are all celluloid—100% visibility is 

assured. The time they save in affording quick reference 
pays their small cost many times over. The convenience they 
provide makes them appeal to everyone. 
The attractive display case shown above will be sent free with a 
modest assortment of utility index tabs. The display is hand- 
some, colorful, attractive, impressive. The three types of tabs— 
strip, shield and indexed—are so arranged that the eye quickly 
grasps their advantages and applications. 
The best selling season is just ahead when many concerns 
change their books, records, etc. Send us your order for this 
fast moving merchandise that offers generous profits and brings 
repeat business. Ask for details about how you can receive a 


handsome walnut display case free. 


Globe-Wernicke 





Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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Display Signs Emphasize New Carter Stamp Pads 

The Carter’s Ink Company of Boston has adopted the 
same packaging policy for its stamp pads as for its inks 
and other products. 

The new Carter stamp pad has a uniform “half and half” 
design. The bottom half of the box represents the color 
of the inking with which the pad is provided. The upper 
part carries the Carter name in characteristic lettering. 
rhe simplicity and beauty of the design make the product 
peculiarly suitable for window and counter displays. 

During the period of introduction individual five-color 
display signs are being supplied with every dozen box. 
These attractive silk-screen process cards are declared 
to give added impetus to stamp pad sales when used as 
counter and window displays. 

eS 
Two More Typewriters Among the Missing 

The Advance Typewriter Company, 166 West Jackson 
boulevard, Chicago, IIL, reports as stolen, two Underwood 
typewriters bearing Nos. 3-12-614237 and 5-1562128 


Word as to their present whereabouts will be welcome. 











DOC 


Master Fessenden 
The accompanying illustration shows a young man who 
is not yet well known in the typewriter fraternity but who 
will be better known later when he really gets started 
f a good sales- 


oo & * 





He is rapidly developing qualifications « 
man including a good pair of lungs, persistence in getting 





CHARLES ARTHUR FESSENDEN 


what he wants, and a pleasing personality. Moreover, he 
completely dominates the situation. 

Oh, yes! this boy is Charles Arthur Fessenden, grand- 
son of Charles J. Rogers, Vice-President and executive 
Sales Manager of L. C. Smith & Corona Typewriters, Inc. 
Charles Arthur is the son of Mrs. Laura Rogers Fessen- 
den of Washington, D. C., eldest daughter of Mr. Rogers. 
He was born last August. 

And look at the dress! 


dress that Charles J. Rogers wore when he was a baby 


Believe it or not, that is the 


In those days dresses were dresses requiring yards and 
yards of cloth and heartily approved of by the textile man 


ufacturers 


| 
| 


| 
| 
| 
| 
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<== STOR kK. Lhe most improved, fastest 


| 





| 


103 


ca 





writing inkstand in the 
stationery store ... saves 
valuable minutes 


Saving time and promoting accuracy by aiding in con- 
centration, SOCKETOP offers to business men, bank 
clerks, cashiers, bookkeepers, editors improved unfail- 
ing service andeconomy. This new Sengbusch Inkwell 
No. 90 when properly filled, holds the pen point im- 
mersed in ink, ready for instant use. But if the ink 
should get low, the sliding top gives instant access to 
the well, and the work proceeds without interruption. 
Retailing at $1.00 ($1.50 with stainless steel Dipaday 
Pen) it is proving a most popular stationery special. 





AND 





PYRAMID 


SOCKET! 


At 50c an economical pen convenience, it locates your customer's 
Dipaday Pen where he reaches for it automatically. It holds pen 
securely and keeps point moist. Appearance harmonizes with any 
inkwell. PYRAMID is a practical economy which almost everyone 
using a pen will buy on sight. 

STATIONERS—Stock liberally of these new items. A good 
display will demonstrate the exceptional demand you can continue 
to expect for them. 





SELF-CLOSING INKSTAND CO. 
515 Sengbusch Bldg., Milwaukee, Wis. 


Makers also of the Self-Closing Inkstand, Dipaday Desk Sets, Ideal 
Sanitary Moisteners, No-Over-Flo Sponge Cups and Kleradesk 
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PASSED AWAY s 





@®HERE’S 1934 MONEY FOR YOU! 
@MAKE A NECESSITY OF THIS SPECIALTY Guy R. Curtis | 
On Monday, November 13, Guy R. Curtis, for eighteen 


@®EVERY OFFICE A POTENTIAL SALE! years manager of the Dallas, Texas, office of the Under- 


wood Typewriter Company, passed away at his home, 726 


SE LL SE RV-A LITE S! Ridgeway, from a stroke of paralysis. Surviving are his 

- - e wife, a daughter, Miss Virginia Curtis, a mother, Mrs. 
Lucy Curtis, and a sister, Mrs. Ed. M. Tharp of Colum- 
bus, Ohio. 

Mr. Curtis was connected with the Underwood Type- 
writer Company and the Underwood Typewriter Company 
division of the Underwood Elliott Fisher Company for 
twenty-seven years. In 1906 he started as a salesman in 





Columbus, Ohio, then was transferred to Dallas. Later 
he was made manager of the Charlotte, North Carolina, 
branch. Early in 1915 he was made manager of the Dallas 
office, where he served until 1933, when he resigned and 
organized his own business—the New Deal Typewriter 
Company, local distributor of the Woodstock typewriter. 
He was a member of the First Baptist church, the 








Model R 905 
$19.50 A quick, sure lighter 
for the busy executive. 

Other models for floor, 
table, or counter: 
$12.50 to $29.50. 


The only really odorless 
ash receiver made. 


SERV-A-LITE KEEPS AIR FRESH and MINDS CLEAR 


It is an aid to office efficiency and cleanliness. 

Any executive will see these points. There is no resistance to a 
sale which presents a specialty as a necessity. Why not get this 
extra business? 

Send for complete Serv-a-lite literature and special dealer 
proposition. 





THE LATE GUY R. CURTIS 


Dallas Chamber of Commerce, the Lions Club, and the 
Lakewood Country Club. 


No. 904 Funeral services were held Tuesday afternoon, Novem- 





Smoking Stand Solid brass construc- ber 14, at Dallas, where members and friends of the family 
tion. Finish—plated . . . ‘ 
Has same patented, re- English bronze with were present. His pallbearers were tormer associates of 
movable, odorless, con- cast bronze medallions t 71: >: ; . P » whose Cee wae 
cealed glass ash recep- and gold hi-light band- the Underwood Elliott Fishe Me ompany wh othice was 
tacle as the Serv-a-lite, ing. closed at noon on the day of the funeral. The remains 
but not the lighter fea- : * a . ‘ ' 
ture. Heavily weighted base. were interred in the Grove Hill cemetery. 
Te rls rte 
Walter O. Foote 
Walter O. Foote, manager of the stationery department 
of the Foote and Davies Company and chairman of the 
firm’s board of directors, died at his home in Atlanta on 
Monday, December 18, following a heart attack. 
A $15.00 VALUE! Mr. Foote, who was born in Madison, Ga., and educated 
Ask for special combination offer with Serv-a-lite which permits at Neel’s Academy in Kirkwood, near Atlanta, « ntered the 
Setting He. 500 at $85.59 with Cul poets to you. printing business as a “printers’ devil” in 1883. Before he 
WE PROTECT THE OFFICE SUPPLY DEALER was 21 years old he was in business for himself, and in 


1890 M. M. Davies became associated with him and the 


™ ” 
FA RI E S M F ‘.. C Q. name of the firm became Foote and Davies. 


a a alia . . In 1905 the firm acquired the business of the old Atlanta 
DECATL R, ILLINOIS Lithographing Company, and soon became one of the larg- 


est offset printing firms in the South. Five years ago Mr. 
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VISUALIZED COST RECORDS 


Y FULL PROFITS WITH G2. VISIBLE © 


THE SUCCESSFUL-DEALER IS THE 
SYSTEM SELLING DEALER y 


SYSTEM SELLING MADE EASY WITH ”“Y AND E” SYSTEM SERVICE HELPS 


SALES CONTROL SYSTEMS PURCHASE a Aa \ON RECORDS 






































CREDIT*eCOLLECTION SYSTEMS DEALERS SALES RECoRDs PERSONNEL RECORDS 


The New “Yand E” Visible 
red Z : O nen 
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SALES ARE, : mee . ; 
wn ae ees ae = Mod Vi PR 
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© New “Yand 
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STOCK RE ae e \LES CONTROL FOR COAL DEALERS 


os 


wc Sew 





DELINQUENT ACCOL. 
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STOCK RECORD For RETAIL ‘MERCHANTS 


E” Visible Stock Ree 
The" Vand! 









MORTGAGE LOAN ‘SYSTEM 
- |. The "Yad E* ees 
SEND YOUR SYSTEM PROBLEMS TO 


YAWMAN »? FRBE MFG.(. 


155 Jay Street Rochester, N. Y. 
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Courtesy of The Howell Company, Geneoa, Illinois 


Colonial Grain Upholstery Leather 


Colonial Grain is this company’s trade name for tensively on all the better grades of office furniture. 


The fine texture and rich graining are produced en- 





the finest quality, long-wearing, full top grain steer- 


us 





hide. This leather is an all-purpose upholstery leather, @ += tirely by hand, no two hides, or parts of the same hide, 
that may be used on any type of furniture —down are ever alike. Thirty standard colors and innumer- 
cushion, spring cushion, or tight upholstery work. It able special colors provide a distinctive color for every 
is known to and used by more manufacturers of office individual taste or special decorative requirement. 


furniture than any other kind or grade of leather. This leather will not fade, and is guaranteed against 


It is most economical as durability and long, useful cracking, crocking, or sticking regardless of the cli- 


life are the two chief considerations governing its mate in which it may be used. A sample folder 


production. Produced by a responsible tanner, containing detailed information and samples of the 


and backed by a liberal guarantee, it is used ex- standard colors will be sent without charge. 





FAGLE-OTTAWA LEATHER CO., Granvd Haven. Micuican 
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Foote, who had been president of the Foote and Davies 
Company, became chairman of the board of directors and 
the late Mr. Davies succeeded him as president. For the 
past two years, he had devoted most of his time to the 
stationery division of the business 

Mr. Foote, who was 65 years old, had been a charter 
member and president of the Atlanta Master Printers Club 
and president of the Atlanta Chamber of Commerce and 


Atlanta Retail Merchants’ Association —JHR 


G. A. Morse 

G. A. Morse, president of the Hall Stationery Company 
and the Hall Lithographing Company, Topeka, Kans., 
He had 
been ailing almost one year, meanwhile carrying on the 
work of former President Richard N. Hall, who had to 
relinquish his duties because of ill health. 

Mr. Morse had served the Hall institution in many ca- 


passed away several weeks ago, aged sixty-eight 





G. A. MORSE 


pacities, from traveling salesman to president. He was 
widely known to the trade in the west. Surviving are his 
widow, Mrs. Anna Morse; a niece—Mrs. Jadecka, Chicago; 
three nephews—Darwin Morse of Kansas City, D. Woody 
Morse of Topeka and Theodore Morse of St. Louis. Mr. 
Morse was aftiliated with the Free Masons, Modern Wood- 
men of America, B. P. O. Elks and Security Benefit Asso- 
ciation. The funeral services were conducted by Siloam 


Lodge No. 225, A. F. & A. M. 


rls le le 
E. J. Lowe 


Late last summer E. J. Lowe, typewriter salesman for 
the Underwood branch at Tulsa, Okla., was killed in an 
automobile wreck. His machine collided on the highway 
with another driven by Preston Boles of Enid, who was 
critically injured. A misty rain was falling, which probably 
obscured the vision of the drivers. There were no wit- 
nesses to the accident. 

Mr. Lowe is survived by his widow, Mrs. Lula Lowe, 
one daughter, Ernestine, sixteen years old, and four 
brothers and one sister. 


Y Y Y 
oe oe) is oe 


Charles Spiro 

Charles Spiro, distinguished for his contributions to the 
typewriter industry as inventor and attorney, passed away 
on December 18, at his apartment in the Hotel Greystone, 
2450 Broadway, New York City. He would have been 
eighty-four years old on January 1. 

Mr. Spiro was born in New York City, the son of Joseph 
and Louise Spiro. He was president of the Columbia Type- 
writer Company for thirty years and invented one of the 
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CARBONS and RIBBONS 


New Packing 
Greater Protection 


More Convenience 
and the Same High Quality 


Dealers can now offer their trade bet- 
ter service with the Bucki line of 
carbons and ribbons. 

The new Bucki Economy “Slip-a- 
Sheet” carbon box is a real aid to 
carbon sales. Economy and efficiency 
in the use of this innovation will be 
instantly recognized. 

Now the incomparable ribbon—Bucki 
Supreme Brand—can be had in a new 
sealed airtight box—positively pro- 
tected against deterioration. Always 
“fresh”’ never “dried-out”, an asset 
to both dealer and consumer. 
Samples will be gladly sent to in- 
terested dealers. They are also in- 
vited to ask about the Bucki plan to 
increase carbon and ribbon sales. 


THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., Cleveland, Ohio, U. 8. A. 
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l wastevase® 





ne Nation 


t 


Vul-Cot—in your window! . . . Because Vul-Cot is the only na- 
ery | known wastebasket. Made of National H-A-R:D Vulcan- 
ized Fibre—will not dent, bend, corrode or scratch like metal; 
will not crack, split or splinter like wicker. No sharp edges. 
Guaranteed five years... Vul-Cot sales policy assures g 
stationers a good profit on every sale. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware 
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¢SPOTSEALD 


ADDING MACHINE ROLLS 


\ 









@ SPOTSEALD e vane 


For easy opening—Tear aiong this line from erther side 











Easy Opening — No Waste 
A DISTINCTIVE FEATURE 


Firmly wound—free from breaks and lint. 
Grades for every need—all standard sizes. 
WRITE FOR SAMPLE ROLL AND QUANTITY PRICES. 


Rockwell-Barnes Company 
1511 West 38th Street Chicago 











BUSHNELL 
ENVELOPES— 


Better Wearing 
Better Known 


yw 


ALVAH BUSHNELL CO. 


925 Filbert Street 


PHILADELPHIA, PA . 





“Vertex” File Pockets Expanding Wallets 
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In 1885 he patented the 
He also in- 


and 


first machines with visible typing. 
Columbia typewriter, with variable spacing. 
vented devices for watches, telegraph instruments 
automatic machinery of various kinds. 

\fter the World War the Columbia company was sold 
and in Mr 
C. Spiro Manufacturing Company, Dobbs Ferry, makers of 


He was the author of “Spiro’s Simple, 


recent years, Spiro has been president of the 
automobile parts. 
Swift Shorthand” and a member of the American Society 
of Mechanical Engineers. Surviving are four sons, Walter 
J., Frederick L., William L. and George C. Spiro. 

Funeral services were held at Campbell’s funeral church, 


Broadway and Sixty-sixth street, at 11:00 a. m., Decem 
ber 20. 
hh 
Mrs. Lillian W. Adams 
The Boston Transcript of December 4 gave the follow- 
ing notice of the passing of Mrs. Adams, with sketch of 
her life: 


“The death of Mrs. Lillian W. Adams occurred today 
at her home, 310 Tappan street, Brookline, in which town 
she had resided for more than forty years. She was born 
in Bradford, Me., in 1850, the daughter of Benjamin O 
and Martha Crane (Winslow) She 
brought up in Bangor, Me., and was married in 1874 to 
George E. Adams, who a partner in the well- 
known Boston house of Adams, Cushing & Foster, today 
known as Adams Cushing & Foster, Inc. Mrs. Adams 
and her husband came to Boston and subsequently moved 
to Brookline, which their Mr. 
Adams died in 1914. 

“Mrs. Adams was a charter member of the Leyden Con- 
gregational Church in Brookline. She is survived by two 


Miss D. Adams of Brookline, and 


Foster Foster. was 


became 
home. 


continued to be 


daughters, Margaret 


Mrs. Philip King of Plantsville, Conn.” 
rl oT la 


G. H. Pockels 
Gustave H. Pockels, for 
treasurer of the Stationers Association of Southern Cali 


fifteen years secretary and 
fornia, Los Angeles, passed away on Friday, November 24 

Mr. Pockels enjoyed the sincere regard of a large num 
ber of people in this and other pursuits. He had spent 
the larger part of his life in the stationery business, having 
traveled in the for the Grimes-Stass- 
forth Stationery Company of Los Angeles for a number of 
During the fifteen years last past his activities have 


Arizona territory 


years. 
been principally confined to the discharge of his duties as 
secretary-treasurer of the association. 

Mr. Pockels was regarded as one of the best-informed 
men in the stationery business; his mind was a well-spring 
of specific knowledge which was always available to asso- 
ciation members, traveling men and manufacturers. 

He was sixty-six years old, and, until a short time before 
his death, was apparently in perfect health. 


¥. 7 
“ob © 


Charles A. Steitenroth 
Charles A. Steitenroth, president of the Natchez Print- 
ing & Stationery Company, Natchez, Miss., passed away 
some weeks ago, following an extended illness. He was 
eighty-one years old, a native of Natchez, and prominent in 
Trinity Episcopal Church. Surviving is his brother, Wil- 
liam Steitenroth, and several nieces and nephews 


. 
4 s + 


John J. Hinchman 


John J. Hinchman, who had been connected many years 
with the Underwood Typewriter Company and the Under- 
wood Elliott Fisher Company, passed away December 16, 
aged sixty-four. He was born in Brooklyn, and lived there 


until about ten years ago, when he moved to Summit, N. J, 
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KARDEX + SAFE CABINET + LIBRARY BUREAU 
























Kardex, Safe-Cabinet, Library Bureau a triumvirate of 
the mightiest names in the business equipment field.... 
united under the banner of Remington Rand. Dealers 
the world over know positively that nothing finer is 
obtainable in its particular field than the products 
bearing these respective labels. 
Unlimited sales possibilities for dealers. A very few territories 

still available. Write for particulars. 

















— 














Remington Rand International, Ltd. 


465 WASHINGTON ST. 


BUFFALO, N. Y., U. S. A. 
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PRONTO Storage File 


“3 ag . 







26 


a a 





A BOX FOR 
EVERY 
PURPOSE 


= 






PATENT 
APPLIED FOR 






NEVER BEFORE! 


Could Your Customers 


Buy Such a Storage File 


RONTO is the ONLY collapsible storage 
file with steel-reinforced drawer and case, 
and all-steel olive green front. 


Greater BEAUTY and greater STRENGTH 
than ever before available at storage file 
prices. 


They stack evenly in any size battery without 
bulging or buckling — drawers slide easily. 
Quickly set up. No loose parts. No screws 
or bolts. 

26 stock sizes for every filing purpose, suitable 
for every type of business, profession or in- 
stitution. 

Transfer time is here again. It is your op- 
portunity to cash in on PRONTO'S un- 
paralleled popularity. 


Write for dealer proposition, sample 
and trade discounts 


PRONTO FILE CORPORATION 


Cr 





New York City SEE HOW PERFECTLY 
PRONTOS STACK 


WHEN PRONTO “STACKERS’’ ARE USED 


636 Broadway 
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and assistant treas- 


Mr. 


urer, as well as credit manager, of the typewriter organt- 


Hinchman was assistant secretary 


zation. 
Surviving are his widow, Mrs. Julie Rossiter Hinchman, 
Mrs. Emma H. Brockelbank and Wil 


and two children 


ham R. Hinchman 


Y Y Y 


Frederick C. Bazley 
a Detroit hospital 
the 


Frederick C. Bazley passed away at 
December 1, 
and office equipment field of that city. 

Mr. Bazley attended the public schools in England until 
he had completed the work known as the sixth standard 
After arriving in the United States he secured employment 
in 1887. In 1884 he went 
Roys, bookseller 

Afterward he of the 
Richmond & Backus Company, later becom- 
ing purchasing agent. He continued with “Are and Bee” 
until 1911, when he joined George A. Drake & Company, 
working his way upward, finally becoming vice-president 

After leaving The George A. Drake Company Mr. Baz- 
ley as secretary and purchasing agent 
of Leonard & Company, continuing there four years. His 


next connection was with Sable & Company, office out- 


after an extended career in stationery 


at Oswego, N. Y., and elsewhere, 
to Detroit and entered the employ of J. A 
member 


and stationer became a 


staff of The 


associated himself 


fitters. 

Mr. Bazley was married May 24, 1888, to Ida L. Peck, 
and from this union a daughter was born—Mrs. Evelyn M. 
Goudie. Following the passing of his first wife Mr. Bazley 
married Mrs. Daniel Herman. He is survived by his widow 


and daughter. 


E. G. Loomis 


Edward Guy Loomis of Smith & Butterfield, Evanston, 
Indiana, passed away on Thursday, December 7, from heart 
disease. He had 


been with Smith & Butterfield for thirteen years, and en- 


He was taken ill on Thanksgiving Day. 


joyed a wide circle of friends. 
Se <a 
Monroe Men Honored on Anniversaries 


L. C. Nixon, representative in the Trenton, New Jersey, 


territory of the Monroe Calculating Machine Company, 
Inc., is receiving the congratulations of his company and 
his associates on the occasion of the fifteenth anniversary 
of his connection with that company Since 1918 Mr. 


Nixon has represented the Monroe in and around Trenton. 
Monroe Company’s practice in recog- 
Mr life 


an amount equal to his earn- 


In keeping with the 


nizing fifteen years of service, Nixon’s insurance 


policy has been increased by 


ings for one year 
Several members of the Monroe sales organization have 
also received recognition by the company on passing their 


Mon- 


Ryan, as- 


anniversary and have been admitted to the 
Year Club H. W 


sistant sales manager, at Orange, New Jersey, who, prior 


seventh 
roe Seven \mong them is 
to his appointment to that position in 1929, was manager 
of the downtown New York district of the ec 
Those from the field 
qualified for the Monroe Seven Year Club include District 
E. A. Viren, Duluth; J. H. Hayes, Philadelphia; 
Houston, Texas; R. J. Pollard, Fort Worth, 
Nihon, Lincoln, Neb.; H. A. Dankel, Youngs- 
M. White, Detroit; O. C. Weyand, Wilkes- 
H. J. Wall, Oshkosh, Wis.; 
Knight, C. I. Vreeland, and L. C, 
and J. W. Hunt, Chicago 
Monroe Year 


Insurance Coverare 


ympany. 


organization who have recently 


Managers 
E. W. Clede, 
Texas; J. T. 
town, Ohio; E 
also Repre- 


Barre, Pa.: and 


sentatives F. V Lassen 
of New York City; 
Membership in the 


in life 


( lub carrie S 


an amount 


Seven 
with it an increas¢ in 


equal to fifty per cent of a year’s earnings 
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LITTLE 


Carbons & Ribbons 
offer the dealer 





a reputation for high 
grade service 


and an opportunity 
to increase earnings 
and prestige 


LR 





So close to the office equipment and commercial station- 
ery dealer are the functions of the typewriter ribbon and 
carbon sheet in writing and copying business records, 
_ that if he does not sell them, he is missing profitable 
| business. Or, if he continues with a line of inferior 
quality, he falls short of insuring customer satisfaction. 
To those knowing the profit possibilities of Quality 
Carbons and Ribbons, we suggest “LITTLE” brands | 
for forty-four years the standard of comparison. We |, 
cooperate closely in matters of special service and can || 
help build up a really successful ribbon and carbon || 
department. We welcome inquiry. 


A. P. Little, Ine. 


ROCHESTER, N. Y. | 
New York Office: Bible House, . | 
Astor Place | 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, IIl. 
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Repeat Orders 





Come easier to the individual or 
distributing organization that 
stresses quality. Crown Ribbons 
and Carbons have the quality 
which makes satisfied customers. 
Your city may be on our “open 
for representation” list. Inquire. 


Crown Ribbon & Carbon 
Mf3.. Co. 


Rochester, N. Y. 




















THE COMPLETE LINE OF 
OFFICE EQUIPMENT IN STEEL 


With the special holiday business behind us now is the 
time to check up on your everyday, bread and butter, 
commercial items. Check over your stock of steel card 
cases and cabinets, boxes, files and storage cases. 

A display of these steady selling, profitable numbers 
should be on display in a 
prominent part of your store. 
Order them now. 


ART STEEL CO. Inc. 


300 East 145th St. 
NEW YORK Fe 
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Some Typewriter News from Cleveland 

Doc Hanson says he had the pleasure of attending a 
luncheon meeting at the Chamber of Commerce in Cleve- 
land, where he heard Col. Leonard P. Ayres, an economist 
of national fame, noted for the shrewdness of his business 
predictions. Twelve out of thirteen prophecies he made 
in 1932 rang the bell in 1933. He predicts that this year, 
1934, will show a good business volume in business ma- 
chines and equipment. 

i ws 


“I have called on typin’ maids for the last twenty-seven 
years,” says Mr. Hanson, “and have seen about all kinds 
of labor saving devices, but today was the first time I ran 
across an electric eraser. It is a small motor-powered 
device about the size of a desk ink bottle and is equipped 
with a motor to which the eraser is attached. The ma- 
chine helps materially and is declared to be better than 
hand work. 

Kastner Suffers Injuries in Motor Crash 

Ed. J. Kastner of the L. E. Waterman Company, New 
York City, is confined to the Deerpath hospital, Port Jervis, 
N. Y., where he is recovering from injuries received in a 
motor accident on the night of November 26. Mr. and Mrs. 
Kastner were returning from their country place when their 
car was struck by a car operated by two young men in the 
vicinity of Milford, Penna. Mrs. Kastner, somewhat shaken 
by the danger she had passed through, and suffering from 
minor injuries, was able to return home. Mr. Kastner, 
however, had to be taken to the Deerpath hospital, where 
he is being treated for a badly injured leg, broken in two 
places, and minor injuries. 

Office Appliances offers the hope that Mr. Kastner’s in- 
juries will mend without complications and that he may 
soon return to his desk 

— 

Pruitt Takes Rotaprint Agency for Middle West 

Pruitt Inc., 190 North LaSalle street, Chicago, IIl., has 
been appointed Rotaprint agent for the entire Middle West. 
A special department has been formed to handle this 
agency. In addition to the machines themselves this de- 
partment will carry a complete line of camera and photo- 
graphic equipment used in the photo-transfer phase of the 
Rotaprint process A service station will be established 
for the convenience of those who do not wish to install 
their own photographing equipment. The entire depart- 
ment will be managed by R. W. Watt, formerly of the New 
York office of the Rotaprint Company 

The Rotaprint machine is, in essence, an office size, off- 
set printing press. It produces printed matter without the 
use of type, or cuts. Instead, the printing element is a thin 
metal composition sheet which may be typed upon, drawn 
upon, or upon which an image may be transferred photo- 
graphically. The machines are made in several sizes and 
models 

0 i 
Carter’s Ink Keeps South Polar Records 

On his recent trip to South Polar regions, Admiral Byrd 
carried along a full supply of Carter’s ink and Carter's 
carbon papers and typewriter ribbons. Carter’s Midnight 
Blue Black ink is used and Carter’s Midnight carbon paper 

Records which will be kept by this expedition must be 
safeguarded and must be proof against loss through sub- 
mersion or exposure. 

snisiieiaiaaaaat 
Joplin House Takes Royal Dealership 

Che Joplin Typewriter Company, 318 Joplin street, Jop- 

lin, Mo., has taken on the dealership for Royal typewriters 
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Yes, we have Duratab folders 
in both manila and kraft 
stocks—in letter and legal 
sizes—in 8 point, 9 point and 
11] point thicknesses—in 
straight cut, 1/2 cut, 1/3 cut, 
15 cut, 2/5 cut and other sys- 
tem tab styles. 


Prices are competitive, of 
course. 
Would you like to have sam- 


ples? They are yours for the 
asking. 


“Your filing supply specialists’’ 





OXFORD FILING SUPPLY CO. 
340-A Morgan Ave. Brooklyn, N. Y. 
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“The Complete Line” 
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H. M. 


561 GRAND AVE. 








INDIANA DESKS 


The New 4000 Group .... . 


LOUIS XVI PERIOD 


Greetings and Best Wishes for 1934 


PROTECTION FOR YOU 


UR sales policy is EXCLUSIVELY WHOLESALE— 

always has been. Our line is STRICTLY A DEALER’S 

LINE—Inked ribbons—Carbon papers—Roll carbons—Honest 

Values—Uniform Goods—developed through years of experience in 
meeting and solving Ribbon and Carbon Dealers’ problems. 


Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE policy 
merits their confidence and have found it insures their PROTEC- 
TION. 


Stationers and Specialists in Ribbons and Carbons, deal with Storms. 


The best insurance for your independence. 


RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


A NEW standard of value in popular 


priced office furniture is set by the high 
grade construction and distinctive appear 
ance of this fine group. Two sizes of desks, 
72 and 66 inches, four sizes of tables, ped 
estal and ‘eg chairs, telephone cabinet, cos 
tumer and waste basket to match, are avail 
able 

Genuine American black walnut is used for 
all exposed surfaces, with borders of Burma 
rosewood blending beautifully. Drawer 
sides, backs, and bottoms are walnut. The 
top is 1} inch 5-ply richly figured quarter 
striped walnut with moulded edges, banded 
with quartered striped Burma rosewood 
Panels are %% inch thick, 5-ply, veneers and 
borders are of the same materials as on the 


STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 


BROOKLYN, N. Y. 












desk top and drawer fronts. Pedestals lock 
automatically by action of center drawer 
which is equipped with high grade pin 
tumbler brass lock. The furniture is fin- 
ished eggshell gloss or polished, or on spe 
cial order a dull waxed finish is supplied 
Altogether, this furniture is the finest of its 
grade ever offered the trade. Full details 
are given in our new catalog, sent you on 
request 


INDIANA DESK CO., Jasper. INDIANA 
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Important Improvements in Carter’s VelVet Colors | 


| 


The Carter’s Ink Company of Boston has produced a 
new line of twenty-seven colors for artists, draughtsmen 
and others, which they have named Carter’s VelVet Tem- 
pera colors. They are an extension of the old and widely 
known VelVet line For the production of this line The 
Carter’s Ink Company had the good fortune to secure the 





cooperation of Miss Grace Cornell, formerly assistant pro- The international trade mark of the Leipzig Trade Fairs 


fessor of fine arts at Teachers College, Columbia Univer 


sity, and now associated with the Metropolitan Museum of | Covering SIX Continents 
in one week’s time 


Faster than the Zeppelin could take you—-you see and compare 
the offerings of Brazil and Japan—of England and France—of 
Germany and Australia. 


In one week’s time you inspect the offerings of 22 countries 
7000 exhibitors—in your line. Some 130,000 business men and 
buyers will take advantage of this semi-annual opportunity—at 
the Spring Fair, which opens March 4th. 

In the General Merchandise Fair (March 4-10), 5,200 firms 
show every possible item for the department store and specialty 
store. 675 firms exhibit their latest offerings in office appli- 
ances and supplies, stationery, books and the graphic arts. 
We invite you to write for Booklet No. 52 which tells the story 
of the Fairs in detail. Let our New York office—or an Honorary 
Representative in your vicinity—advise you of certain important 
trade discounts, travel economies and courtesies, available to 
Fair visitors. Leipzig Trade Fair, Inc., 10 East 40th Street, 
New York City. 


LEIPZIG TRADE FAIRS 








DOLLARS! GOLD OR 
BALONEY 


: . [ Prospective 
MISS GRACE CORNELL Limit Customers 
Credit 


New York. In this work Miss Cornell collaborated with a Ls ©: 
. Payments Z 


poster artist of national reputation, and had at her com- Due 
mand the resources of the Carter laboratories , 


The twenty-seven hues eventually selected are intended = == 6 a 
' 2344 5S 6GH7H 6 10 Business 



















































to give the widest possible range of value and intensity, 

esis ealiel salhatee is Sep Needs 
and to provide a sufficient variety so that all the spectrum NAME n.e Ss» 

colors can be selected. The primaries have been handled ADDRESS poe Them 
with particular care, so that, in mixing, colors of practi- renin 











cally every hue, intensity and value can be achieved. 
The black and copper foil labels are striking and make C00 K’S SIGNA LS 

instant appeal. The colors show up beautifully against USE 

the dark background of the label, and the brilliancy of the TO HURRY THEM IN 


lettering adds its weight to the production of a counter 


and window display package of outstanding effectiveness, Signal past-due accounts. As they pay, remove 
the signal. If they promise later, put a different- 


—~—— 
colored signal on the record to remind you when 
A. F. Adler Has Royal Agency for Fayette County to expect payment. One glance at your records 
\. F. Adler, Union Arcade building, Uniontown, Penna., tells you whom to follow up and when. 


There is a stainless-steel Cook signal for every 
Roval T ge ates an 2 F record, both vertical and visible. Twelve bright 
\oya ypewriter ompany, inc., tor ayette county, colors. Send for free samples. 


Penna. Mr. Adler is a member of Adler Brothers, and 

handles the Royal representation as hie own business THE H. C. COOK COMPANY SY 
In addition to the typewriter and supplies business, | 14 Beaver Street, Ansonia, Connecticut 

Adler Brothers handle office supplies, and are agents for 

the Art Metal Construction Company. 


has been appointed sales and service representative by the 
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A GOOD ROLL IN A 





@ You'll sell more Progress Adding Machine Rolls 


because they are made of better stock .. . other Progress 
Roll specialties include Cash Register, Teletype, Address- 


ograph, Telautograph, and Police Signal Paper. Ask us 


about them, 
BRADNER SMITH & COMPANY 
333 South Desplaines Street + Chicago, Illinois 
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Woodstock Dealer at Fort Worth Expands 

[The Office Machines Company, distributor at Fort 
W orth, Woodstock Typewriter Company, 
moved in December street to 111 East 
renth street. At that time the company was incorporated 
by Paul H. Billman, A. F. Oden and M. A. 
Mr. Billman had been owner of this business the 
business at 


Texas, for the 
from 305 Main 
Greathouse. 

past 
engaged in Fort 
Oden had been with 


three years; he has been 
Worth the past twelve years. Mr. 
the Western Electric Company the past twelve years. Mr. 
Greathouse is also associated with the business in its new 
location. Two salesmen will be added to the staff in the 
near future. 

The new location at 111 East 
twice as large as the former premises. The 
office machine service are all new and modern; 
is afforded by the change 
reports that his business on Woodstock 
1933 has increase. The 
expansion recorded here 
Fort Worth territory 

a es 
There Ain’t No Sich Animile! 


Tenth street is more than 
facilities for 
a large in- 
crease in office 

Mr. Billman 


typewriters for 


space 
shown a great 
was necessary to give adequate 


service in the 


J. E. Van Natta, Ithaca, N. Y., dealer for L. C. Smith 
& Corona Typewriters, Inc., recently showed a display 
in the center window of the First National Bank that 


It happened that 
Smith window 


Na- 


caused much good natured comment. 
“Effortless Touch” on an L. C. 
streamer, appeared directly under the 
tional Bank.” [Illustration on Page 62.] 
Mr. Van Natta had no intention of commenting upon 

the policies of the bank, but hundreds of passers-by 
they looked at the apparent advertising of 
Touch” in connection 
——— 

Victor Adding Machine Stolen in Cincinnati 

A Victor electric adding machine 511SF12 No. 199104 

is reported as having been stolen from the office of H. W. 
Nichols Salesbook Company, Victor distributor in Cincin- 
nati, Ohio. Any information concerning this machine will 
be appreciated by A. Bakewell of the sales department, 
Victor Adding Machine 3900 North Rockwell 


street, 


the words 


words “First 


chuckled as 


“Effortless a bank. 


with 


Company, 


Chicago. 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orricre 
APpPLiances, are tangible business opportunities. 


Wants Abroad 


Lines for Portugal and Colonies._-Technica, Limitada, L. S. Domingos, 
11, Lisbon, Portugal, wishes to hear from manufacturers of machines and 
supplies, such as typewriters, adding machines, caiculating machines, 
addressing machines, steel furniture, duplicators, visible index equipment, 
accessories and supplies, as well as other office machines and equipment. 
The company states that it has sales agents throughout Portugal, and also 
in the Portuguese islands and colonies. The Banco Pinto and Sotto 
Mayor, Rua do Curo, Lisbon, Portugal, is given as a commercial and 
banking reference 





Wanted Here at Home 


Catalogues for Florida Dealer.—The Office Economy Index, Inc., 306 
Tyler street, is revising its catalogue files. Manufacturers of office sup- 
plies, office furniture and office machines are requested to send their latest 
printed matter 

Lines for Southern California and Arizona.—-An established manufac- 
turers representative operating in Southern California and Arizona wishes 
to add one or two lines. He is interested particularly in a popular price 
chair line and a wood desk and table line. Other office equipment items 
will be given consideration. Address SEM 55, care of Office Appliances, 
417 South Dearborn street, Chicago, II. 

Stationery Distribution for West Coast.—The Western Sales Company, 
1779 Oxford street, Berkeley, Calif., is in a position to take on a few addi- 
tional items for the stationery trade. This business distributes for manu- 
facturers, carrying stock for several manufacturers. Address correspond 
ence for the attention of D. B. Henkel. 

Oklahoma Typewriter Man Requests Catalogues.—The American Writing 
Machine Company (not Inc.) has been established by M. E. Reynolds at 
112 North Walker street, Oklahoma City, Okla. He wishes to receive cata- 
logues from manufacturers and jobbers of office appliances. 

(Continued on Page 119) 
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‘NEW EXTENDED SERVICE for 1934 


American News Co., In 
New York, N. Y. 


Associated Stationers, Inc., 


Chicago, Lil. 
Becker Paper Company, 
Ft. Wayne, Ind. 
Beec her, Peck & Le 
Detroit, Mich. 
W. Bingham Company, 
Cleveland, Ohio. 
Blackwell-Wielandy B 
tionery Co., 
St. Louis, Mo. 
Boetticher we Kell gg c 
Evansville, Ind 


C. E. Brandt & Company, 


Flint, Mich. 
The Brown Bros., Lid., 
Toronto, Ont., Canada 
Carson, Pirie, Scott & € 
Chicago, Il. 
Craft Sales Company, 
San Francisco, Cali/ 
The hm. Edwards C 


Cleve land, OA 


) help secure more rapid turn over and better 

cash profits for our dealers — on AUTOPOINTS, 
REALITES, and REALPOINTS — AUTOPOINT 
COMPANY offers to the stationery trade a better 
Sales and Service Program. 
When it is more convenient to order from one of 
AUTOPOINT’S established jobber - distributors, 
rather than from the plant, the same discount will be 
granted to you by our jobber-distributors as we grant. 


These jobber-distributors are in position to serve 
you promptly with the products of AUTOPOINT 


COMPANY. 
Farwell, Ozmun, Kirk & Co. Jaclin Staty. Co., 


St. Paul, Minn. Vew York, N. Y. 

The F. B. Fountain Co., Geo. A. Kelly Company, 
Pittsburgh, Pa. 

Chas. Leich & Co., 
Evansville, Ind. 


VUiddletown, Conn. 


lohn W. Graham & Co., 


Spokane, Wash. 


The Hall Hardware Co., ohn Leslie Paper Co., 


Minneapolis, Minn. 


Minneapolis, Minn. 









Better Pencil” 


A.C. McClurg & Co., 
Chicago, Til. 


Marshall Field Company, 
Chicago, Ill. 


Mutual Stationery Co., 
New York, N. Y. 
Office Supply Co., 
Los Angeles, Calif. 


7. C. Penny Co., Inc., 
New York, N. Y. 

Pritzlaff Hardware Company, 
Milwaukee, Wis. 

Rochester Staty. Co., 
Rochester, N. Y. 


Theo. Schmidtman’s Sons C..., 
Manitowoc, Wis. 


Schwabacher-Frey Staty. Co., 
Los Angeles - San Francisco. 


NV. Shure & Company, 
Chicago, Lil. 


Tower Bros., 


New York, N. Y. 


AUTOPOINT COMPANY Subsidiary of Bakelite Corporation 1801-21 Foster Ave., CHICAGO 
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Top 60x32 









Alma Desks are built for good stores that give a full measure of value 
regardless of price. 

No. 600 suite is one of our best selling series. It is made in a full 
variety of commercial sizes. 


R 
f ALMA DESK COMPANY 
HIGH POINT, NORTH CAROLINA 


WE bo ove ManT 
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New No. 800 Series Chairs 
in Solid American Walnut: 


As pioneer desk makers of 
Jasper, Indiana, we can offer 
you the best in high quality 
desks, time tried and quality 


tested for fifty-two years. 


A Pleasing Design, with a 
Deep, Rich, Durable Finish. 


The JASPER P The JASPER 
DESK CO. ** CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 








asper Desk Co., Louis H. Farber, 7610 Phillips Ave. (Phone Saginaw 5027) 


For 
ells St. (Phone Boulevard 7957) 


CHICAGO REPRESENTATIVES: For — Chair Co., William H. Brown, 4504 S. 




















300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
: S advance of most sources of such news. It is 
right way with not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 


Start the New Year the 





Zipper Ring 
Binders 





Clear View Zip- 
per Portfolios 
and Envelopes 
Fither Two-Way 
or Three-Way 
Zipper Brief 
(_ase* 
New Three-in- 
One Zippbinder 
Correspondence 
Folios 
Satchelette 
Brief and U tility 
Bags 
Complete Line 
With New 
Numbers and 
Features 








Stein-Way 


Leather Products 
There's a Stein-Way Zipper Brief 
Case, Ring Binder, Portfolio, etc.. 
for every logical need. Original 
designs give special service—no 
wonder they're fast sellers! You 
can standardize on Stein-Way 
Leather Products because of the 
complete line, superior quality, 
low prices and ample profit. 

Send for illustrated literature describing 


Stein-W ay Leather Products. You'll read- 
ily see their sales possibilities 


from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


Stein Brothers Mfg. Co., Inc. 
564 W. Adams St. - - - Chicago, Ill. 


417 South Dearborn Street 
Chicago, 111. 









































JANUARY, 1934 








RIBBONS AND CARBONS 


Chicago, 111.—G. W. McClellan, Jr., has taken charge of the supply 
department of L. C. Smith & Corona Typewriters Inc. He succeeds 8. G. 
Garvey, who has resigned 

Chicago, It!1.—F. S. Cooper, of the Codo Manufacturing Corporation, 
spent some time on the road in December, his itinerary for the month in- 
cluding Des Moines, Omaha, Kansas City and Detroit 

San Francisco, Calif.—A special meeting of the Carbon and Ribbon 
Dealers Association of Northern California was held at the Palace Hotel 
November 27. It was well attended. The president, F. A. Hammergren, 
had just returned from a trip over the state 

—_———_——_—. 
(Business Opportunities—Continued from Page 116) 

Catalogues for Furniture Dealer.—Spitzer’s Office Furniture House, Inc., 
171-73 West Lake street, Chicago, Ill., wishes to receive latest catalogues, 
trade literature and prices. Address mailings for the attention of Geo. A 
Colton 





New Enterprises 
Following are new concerns reported in further detail elsewhere in this 
issue. They offer possibilities of additional outlets for 
manufacturers in this field 

Office Equipment Business at San Pedro.—The San Pedro Typewriter & 
Office Equipment Company has been established at 266 West Sixth street, 
stocking a wide range of office equipment and machines 

Typewriter Business Opened at Oklahoma City.—-M. E. Reynolds, who 
has been engaged in the typewriter field since 1930, has opened the Amer- 
ican Writing Machine Company (not Inc.), at 112 North Walker street, 
Oklahoma City, Okla. He will sell rebuilt typewriters of all makes, new 
portables, new and rebuilt adding machines, check writers, supplies, 
platens, parts and accessories at wholesale and retail 


TvVTPTC & wee. See 


Chicago, tll.—J. B. McCormick, assistant sales manager for the L. C 
Smith & Corona Typewriters Inc., visited the Chicago branch the latter 
part of November. 

Chicago, II!l.—Several weeks ago Robert Bastow, sales manager of the 
portable typewriter division of the L. C. Smith & Corona Typewriters, was 
a visitor at the local branch 

Chicago, Ill.—W. A. Mooers, assistant sales manager, of the Woodstock 
Typewriter Company, visited at Peoria in December. He found A. H 
Kellstadt, the Peoria dealer, busy with the holiday trade, with prospects 
of making many happy with Christmas presents of typewriters 

Cincinnati, Ohio.—J. C. Lang, designing engineer of Remington Rand, 
was a speaker at the December meeting of the American Society for Steel 
Treating. He spoke on ‘‘Modern Business Machines.’’ 

El Paso, Texas.—The El Paso Typewriter Company, conducted by Walter 
J. Schaffer, has broadened its service through the engagement of Miss 
Nelle Milner Wakefield, who will assist customers in preparing letters 
for customers and also taking dictation. 

Fresno, Calif.—The L. C. Smith & Corona Typewriters Inc., has an- 
nounced the opening of a branch office at 2137 Fresno street, covering 
the counties of Fresno, Madera, Kings and Tulare 

New York, N. Y.—The Alcon Typewriter Company has renewed its lease 
at 15 West Thirty-eighth street 

New York, N. Y.—John A. Zellers, vice president and assistant general 
manager of Remington Rand Inc., was elected Master of Publicity Lodge 
No. 1,000, F. & A. M., at the annual meeting in December 

Oceanside, Calif.—-A branch store has been opened by the American 
Typewriter Company, 934 Eighth street, in charge of Frank N. Hird. The 
new store gives sales and truck service to the northern part of the county. 
Mr. Hird and his son also give mechanical service for all kinds of office 
equipment, having been engaged in this line a number of years 

Salem, Ore.—Cook & Short have moved to 519 Court street They are 
sales agents for the Underwood Elliott Fisher Company 

San Francisco, Calif.—-R. A. Franks has resigned his position with the 
Royal Typewriter Company, Inc., to take up work in another line in the 
Northwest. He leaves with the best wishes of his former associates for 
success. 

San Francisco, Calif.—Robert Hamm, assistant to the manager of the lo- 
cal branch of the American Writing Machine Company, spent ten days re- 
cently with the dealers of Washington and Oregon, assisting in their sales 
promotion work. 

San Francisco, Calif.—W. G. Chamberlain, vice-president of the Whole- 
sale Typewriter Company, in charge of the western division, says that 
sales are improving, dealers sending in good reports, and a more cheerful 
attitude generally. 

San Francisco, Calif._-F. A. Mielke has joined the sales staff of the 
Royal Typewriter Company, Inc., after a previous connection with another 
typewriter manufacturer. His initial efforts have brought excellent results, 
and reveal fine sales ability.—-Lee Larson, who had sold ‘‘Roytype’’ sup- 
plies some time ago, has returned to the Royal organization, assisting 
Messrs. Howard and Hirsch in the Stockton territory 

San Francisco, Calif.—C E. F. Russ, branch manager for the Royal 
Typewriter Company, Inc., is back at his desk after several weeks in a hos- 
pital because of nervous exhaustion. He returned to work in fine condi- 
tion, and is showing all of his old time energy. Mr. Russ reports that 
during July, August and September the local branch exceeded the previous 
years’ sales by fifty per cent. Sales up to the first of October exceeded the 
total sales for 1932. 

San Francisco, Calif.— William Rhineheimer, manager of the local branch 
of the American Writing Machine Company, reports December the best 
month in its history. Sales off the floor have been surprisingly large. Sales 
in the interior of the state, and in the north have also been large. This 
branch wholesales from Tacoma to San Diego, and Eastward as far as 
Salt Lake City. All of this territory has shown increased business. The 
trans-Pacific trade also shows marked increase—comprising Japan, China, 
the Philippines and Hawaii. The gain includes the ‘“‘Monarch’’ line of 
new typewriters, and adding machines. 

San Pedro, Calif.-The San Pedro Typewriter & Office Equipment is 
reported as a new business, operated by Harold R. Bragg, formerly of 
Redlands. The store is located at 226 West Sixth street. 

Uniontown, Penna.—-A. F. Adler, of Adler Brothers, Union Arcade 
building, has undertaken sales and service for the Royal typewriter in 
Fayette county. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 


THE DEALER 
AND STATIONER 


i — = Battal lt di dd te i i a x x x. 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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WARSHAW 
FILING SUPPLIES 


INDEX CARDS made of good quality stock, 
full retary cut on all four sides—clean 
edges — uniform margins — Cellophane 
wrapped. FOLDERS made of the strongest 
grade manilla, accurately scored, tabbed 
and round cornered. Here is real quality at 
surprisingly low prices. 


WARSHAW 


MFG. CO., Ine. 


1 MAIN ST., career 5 


BROOKLYN, N. Y. : _ ae 


The new ; ee 
WARSHAW Bo : oe 
catalog is mt 4 
ready. Write 
for it and 

samples. : 


oe oe —-— 



































YOU CAN DEPEND UPON 
PROMPT SERVICE ON ALL 


STANDARD STOCK ITEMS 
FROM OUR CHICAGO WAREHOUSE 





Paper or Cloth Gusset Styles 














Patent No. 1,754,642 Patent No. 1,734,642 
Other Patents Pending Other Patents Pending 


Over Five Hundred Items Ready for Immediate 
Shipment, Including Champion Tongue Clasp 
and Tension Envelopes 








QUALITY PARA 





ENV. CO. 


Originators of New Goods 
11-116 MERCHANDISE MART @® CHICAGO 
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Y. )U can profitably increase your blot- 
ter business, serving each individual 
preference by means of the Wrenn 

SHOWBLOTT 


| aah : ~ . 
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ae, if & We Stationers who serve 
best, profit most, and 

it pays always to be 
on the alert for new ||| 
merchandising ideas. 1] 
Fresh blotters are an 
economy in every ||| 
office; if you can show | | 
|| 
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your customer just 
what he wants you 
can have his business | 
and you can make it 
bigger. | 
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The Wrenn Showblott enables you to show fourteen 
different colors and finishes in plain view, protected 
by plate glass from dust or soiling, and at hand for 
immediate delivery. The Wrenn Showblott comes to 
you at moderate cost, soon paid back in ‘increased || 
blotter profits. Write for our introductory offer. | 








The Wrenn Paper 
Company MIDDLETOWN, OHIO 
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OFFICE APPLIANCES 








ADDING MACHINES 


Chicago, ill.—Friends of the Reliable Typewriter & Adding Machine 
Corporation gathered at the Company’s offices December 23, and enjoyed 
the beautiful illuminated Christmas tree prepared primarily for the com- 
pany’s employees. The young women of the office concentrated their gifts 
on one of their number who is at present confined to a sanitarium. The 
‘‘Weinachts’’ spirit reigned graciously for all attending 

Columbus, Ohio.—H. F. Miller has joined the service department of 
The Adding Machine & Typewriter Service Company, 8 West Gay street. 











OTHER MACHINE S 


Chicago, I1.—The Astrolograph Corporation, 43 East Ohio street, has 
been chartered to exploit and manufacture astrological machines, and to 
sell the products and by-products; capital stock, 100 shares par value; 
incorporators—Earl L. Grabb, Ely M. Litz and Bruce L. King. 

Chicago, t11.—The Office Device Corporation, 416 South Dearborn street, 
has been chartered to buy, sell, service, rebuild and repair Multigraphs, 
Mimeographs and folding machines; capital stock, ten shares common ; 
incorporators—J. E. Quinn, Joseph Lidskin and Jack Camros 

Columbus, Ohio.—J. W. Little has been appointed manager here by The 
Standard Register Company, Dayton, Ohio 

Los Angeles, Calif.—cC. F. Kuch, Jr., general manager of The Hotchkiss 
Sales Company, Norwalk, Conn., has been visiting the trade on the Pacific 
coast. During his trip he stopped at San Francisco, where he met A. L. 
Jones, of A. L. Jones, Inc., western representative for Hotchkiss. 

Maywood, ti!.—Edward, Inc., 1608 South Seventeenth avenue, has been 
chartered to buy, sell, trade, rebuild and overhaul office machines, store 
fixtures and equipment; capital stock, 10 shares par value common; in- 
corporators—E. A. Peterson, J. E. Prendergast and E. J. Garrity. 

Philadelphia, Penna.—The Central Cash Register Exchange, 1129 Ridge 
avenue, handling cash registers and other store equipment, has been reg- 
istered as a commercial title in the common pleas court by Louis Wiener, 
809 Wellens avenue; Harry Weiner, 1102 Germantown avenue; Albert 
Bishop, 1120 Germantown avenue—also trading as Wiener Brothers. 

Rochester, N. Y.—The Standard Register Company, Dayton, Ohio, has 
established a sales office here, in charge of A. M. Stitt 

San Francisco, Calif.—R. D. Buckley, representing the Automatic Pencil 
Sharpener Company, has been showing the new “‘Gem’’ pencil sharpener 
to his trade. 

San Francisco, Calif.—A. L. Jones, Inc., has moved to Suite 708-12 
Rialto building. He has better facilities for display and stocks than at the 
former location. This house represents The Hotchkiss Sales Company and 
the Binney & Smith Company. 

Opportunity for Business 

Chicago, Wll.—The Federal Printing Company, 301 South Desplaines 
street, has been chartered to do printing, multigraphing and allied work ; 
capital stock, fifty shares no par value; incorporators—Sol Eisenstadt, 
Max Kay and Sol Zimberoff. 


FURNITURE 


Baltimore, Md.—The Ace Office Equipment Company has leased the 
first floor and basement of the Riddlemoser building, 27 West Fayette 
street. 

Chicago, !!!1.—-The Business Furniture Company, which had been located 
several years at 427 South Wabash avenue, has moved to 172 West Monroe 
street 

Chicago, ti!.—The Roosevelt Furniture Company, 2310 Roosevelt road, 
has been chartered to manufacture and sell furniture and office and store 
fixtures; capital stock, fifty shares no par value; incorporators—Mike 
Jawars, Razale Javaruskas and Antanina Kriwicki 

Chicago, I!1.—The Oakley Salvage Company, 2227 West Madison street, 
has been chartered to manufacture, wholesale and retail all types of 
office and household furniture, office and factory equipment, household 
goods, etc.; capital stock, thirty-five shares par value; incorporators 
Clarence Roberts, Helen Sohn and Jacob Roberts. 

Chicago, #1l.—The Angle Steel Equipment Company, 32 South Clinton 
street, has been chartered to buy and sell all manner of office, factory 
and home equipment, whether made of steel or any other substance ; 
capital stock, ten shares non par value ; incorporators—R. W. Hummeland, 
Arne B. Hummeland and Laurence Hummeland. 

Chicago, ti!l.—The H. Schmidt Manufacturing Company, 1415 South 
Michigan avenue, has been chartered to manufacture, buy and sell fur- 
niture, office and store fixtures, devices and other similar articles of wood 
or metal, and all articles used in the furnishing and equipping of banks, 
theaters, schools, residences and other public and private buildings; in- 
corporators—Henry Schmidt, K. Schmidt and Lucille Sperling. 

Lansing, Mich.—The R. P. Lewis Company, exclusive dealer in Flint, 
Mich., for The Shaw-Walker Company, has established a branch office at 
Lansing. This branch is in charge of E. A. Shepard, 905 Prudden building 

New Rochelle, N. Y.—The Ace Typewriter Company, Inc., has been 
chartered to deal in cabinet work, office fixtures, filing cabinets, index 
cases, chairs, etc. ; capital stock 100 shares no par value; filed by Samuel 
Schain, 22 Lawton street, New Rochelle 

New York, N. Y.—The Metropolitan Business Equipment Corporation has 
leased mezzanine space in the R. C. A. Building, Rockefeller Center, for 
an uptown branch 

New York, N. Y.—W. L. Lockwood, Inc., has been chartered to deal in 
office and store furniture ; capital stock, 600 shares non par value; Albany 
Service Company, charter representative, 315 Broadway, New York 

Philadelphia, Penna.—The Industrial Steel Equipment Company, Has- 
brook avenue and Cottman street, has been registered as a commercial 
title in the common pleas court by Caleb J. Brinton, Jr., Jenkintown, 
Penna. 

Rome, N. Y.—The Rome Office Supply Company has been chartered to 
deal in office fixtures and supplies, and store fixtures; capital stock, 200 
shares non par value ; Dunmore, Ferris & Burgess, charter representatives, 
Utica, N. Y 

San Jose, Calif.—Melvin, Roberts & Horwarth, pioneer stationers, have 
moved to 240 South First street. The space occupied has been doubled, 
and display windows thirty feet deep are available. Office supplies and 
stationery occupy the first floor; on the mezzanine are office furniture, 
gift wares, a print shop, with popular price office furniture and home desks 
in the basement. Considerable additions have been made to the stock. 
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NEW YEAR'S 
GREETINGS 


and a 
WORD 
uf 
GOOD CHEER 
WILLIAM 
PRYM 
OF AMERICA. INC, 


47-28 37th St.,Long Is!’d City,N_Y 
223 W. Jackson Bivd., Chicago 
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Makers of the ‘ ae , ool 
FAMOUS in the 
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Make this 


YOUR GUIDE 
FOR 1934 


WAGEMAKER CO., GRAND RAPIDS 


Exclusive Manufacturers of the Slant Celluloid Tab 

















Post Binders ? 
Certainly 






* Style 
Moose 


aks : 
by Stock Sizes 
Special sizes made at small extra cost. 


One line, from the manufacturer of the most 
diversified lines of record keeping equipment 
made by any one company in the country. 


Dealers: Write for complete information. 


Exclusive A 
Dealer Co mplete 
Franchise Line 





Grand Rapids Loose Leaf Binder Company 
Grand Rapids Michigan 
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Deal in 
Exclusive 


Office 
Supplies 





Every Dealer selling the "Philco Line" 
has behind that product the knowledge 
gained in 25 years of valuable manufac- 
turing experience—a real guarantee that 
he is selling ribbons and carbon papers of 
the very 


—— 


HIGHEST QUALITY 


Us. 





WE DO OUR PART 





Phillips Ribbon & Carbon Co., Inc. 


Factory and Executive Offices 
61 HALSTEAD ST., ROCHESTER, NEW YORK 


BRANCHES 
NEW YORK CHICAGO BOSTON 
82 West Broadway 209 % - or 115 Purchase St. 
vd. 

ST. LOUIS PHILADELPHIA CLEVELAND 
221 Fullerton Bidg. 1033 Chestnut St. 1002 Leader Bldg. 
MILWAUKEE 
SAN FRANCISCO 6114 Plankinton PITTSBURGH 
247 California St. Bidg. 410 Bessemer Bidg. 
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U.S. TYPEWRITER RIBBON MFG. CO. 






RIBBONS e... CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Philadelphia, Penna. 








Sansom at Tenth Street 


CLIP- ONS 


The QUALITY | “alae. 


PENCILS 

















Paper Fastener 


MORE USES 
MORE SALES 





| J Wherever papers are fastened, 
“ = business people are quick to rec- 
© ognize the brilliant finish, neat 
| form and secure fastening of 
CLIP-ONS, and the many extra 
| ) uses for which they are adapted. 
| v7 And, wherever paper clips are 
@/ sold, Stationers recognize the 
| superior sales features of CLIP- 


ONS—the Ever Fast Fasteners. 


| ¥ Three sizes, brass or nickel finish, A B E T TER Pe ne il 


100 to the box, ten boxes to the 


carton. Write for sample and for dealers interested in PROFITS 
prices. as well as QUALITY. Ask for 


Samples. 


| Mohican Pencil Compan 
> L I P - QO N Cc O R P O R A T I QO N pti ot cae coirtcct, sons 


PHILADELPHIA PENNSYLVANIA 











| OSWEGO, NEW YORK 





Leather Goods of known high quality assure 


highest satisfaction and most dependable profits 
: T T Here are most modern designs, de- 
- ++ Se ll N A T I O N A L pendably constructed — truly con- 
‘RK CAS N venient; Zipper ring books and en- 
B R I E I C A S E S velopes, brief cases, portfolios, Dres- 

Sets, Brief-O-Bags and catalog cases 
The interest of your customers (whic h 


in the end is your greatest interest) 
recommends to you the “ NATIONAL’ 
line. 

Ask about our New seal leather lined 
envelope in black and mahogany finish. 


New Catalog Now Ready 
NATIONAL BRIEF CASE 
MFG. CO. 

512 S. Peoria St., Chicago 
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MARKING DEVICE 'S 


Maywood, Ili.—The Everhot Manufacturing Company has decreased its 
capital stock from $100,000 to 2,000 shares par value 

Oakland, Calif.—The “‘Insto’’ time stamp and ‘‘Insto’’ cost recorder have 
been bought by the International Business Machines Corporation, and are 
to be manufactured in the future by the latter’s plant at Endicott, N. Y. 

San Francisco, Calif.-Ernest Wallace, Los Angeles, has been making 
his entire western territory, in the interests of The Bates Manufacturing 
Company. 

San Francisco, Calif.—Patrick & Moise-Klinckner, 560 Market street, 
had another one of their striking window displays a short time ago. In 
the foreground was a miniature of California’s first oil refinery at Newhall, 
erected in 1879. A large picture showed the modern oil refinery of the 
Standard Oil Company at Richmond. For background, James E. Lombardi, 
the designer of the window, showed displays of the brass stencils used in 
branding oil barrels, together with a flock of sample enamel signs. 


STATIGSAE R F 


Everett, Wash.—Keltner Stationery store, 2719 Colby street, has been 
purchased by Franklin J. Bell, who has changed the name to the Bell Sta- 
tionery. In 1911 Mr. Bell operated a stationery store in Wenatchee. Later 
he was with Kane & Harcus. Mr. Bell retains the personnel of the local 
store, and believes that prospects will justify enlarging the stock. Robert 
D. Keltner, the former owner, is interested in theatrical work. 

Los Angeles, Calif.—Bert P. Jackson, manufacturers representative, has 
added the George E. Fox products to his lines. 

Los Angeles, Calif.—Bert Morris has added to his lines the crayons 
manufactured by the Standard Crayon Company of Danvers, Mass. 

Los Angeles, Calif.—The Locus Stationery & Printing Company has 
moved to 723 South Hiil street; the past sixteen years the business was 
located at 606 West Pico street. 

Los Angeles, Calif.—The Triangle Stationery Company has added stocks 
of commercial stationery and office supplies. This business is now operat- 
ing at 831 South Los Angeles street 

Newark, N. J.—The United Stationery & Supply Company has filed 
schedules in bankruptcy; assets, $61,588.52; liabilities, $79,893.70. 

New York, N. Y.—The Alvah Bushnell Company has leased a floor at 
306 Broadway 

New York, N. Y.—The Para Type Stationery has leased the store at 
1638 Broadway. 

New York, N. Y.—The Seagull Stationery & Printing Company has leased 
the westerly basement store at 207 West Fortieth street for the sale of 
office supplies, stationery, etc. 

New York, N. Y.—The Perry Printing & Stationery Company has leased 
5,000 square feet of space at 699 Third avenue, near Forty-fourth street 
A new two story building is under construction, to be ready for occupancy 
in January. 

Orlando, Fia.—-The Oneal-Branch Company has been chartered to deal 
in office supplies; capital stock, twenty-five shares no par value; in- 
corporators—-W. R. Oneal, J. J. Branch and W. 8S. Branch. 

Portiand, Ore.—E. J. Chapman has purchased the interests of Charles 
L. Helwig in the Helwig-Chapman Company. The business now operates 
as E. J. Chapman, Inc. 

San Diego, Calif.—Bruce Watt has become a member of the board of 
directors of the Merchants’ Central Credit Association. Mr. Watt is man- 
ager of the retail store of Stationers, Inc., in this city 

San Francisco, Calif.—Ward Silliman, representing the Sengbusch Self- 
Closing Inkstand Company, was a recent visitor here. 

San Francisco, Calif.—E. E. Ernst, Pacific coast manager for the Keuffel 
& Esser Company of New York, returned recently from the Northwest with 
reports of steady improvement in business. 

San Jose, Calif.—Melvin, Roberts & Horwarth have moved to 240 South 
First street, one block from the former location. 

Seattle, Wash.—E. J. Creesey has opened the Creesey Office Supply 
Company, 818 First avenue. He had been one of the organizers of the 
oo Office Supply Company. His interest in that business has been 
solid. 

Union City, N. J.—The stationery store of Abraham Kepner, on Broad 
avenue, Ridgefield, was gutted by fire December 1. 

Wallace, Washington.—-J. W. Tabor has opened a stationery store in his 
new building. He started his first business in Wallace forty-four years ago. 

Winnetka, 111.—Winnetka’s Stationers has been established at 810 Elm 
street. Frederick W. Kaempfer, 790 Prospect avenue, is proprietor. The 
store carries commercial stationery, office supplies, school supplies and a 
complete line of Dennison products. Marshall Palm is manager of the 
store. 


PENS AND PENCILS 


Chicago, I1|.—Friends of M. M. Morrisey, manager for The Parker Pen 
Company, will rejoice to learn that his young son is recovering from a 
severe illness. 

Chieago, tIl.—The salesmen of the Chicago district, Eberhard Faber 
Pencil Company, finished up their season’s sales in December, and de- 
parted severally to their various home cities. The season’s record gave 
each a good Christmas atmosphere. 

San Francisco, Calif.—Whittle Poor, manufacturers representative, 74 
New Montgomery street, has taken on the distribution of the “Mohican’”’ 
pencils for the state of California 

Shelbyville, Tenn.—It is expected that the new plant of the Empire Pen- 
cil Company of New Jersey will commence operations this month. 
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“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending. 

All parts machined from bar stock and heat-treated, 
outer races are.one piece and can be made in an 
desired shape. (No soft stampings used choteaanen) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 
107 North Franklin Street Syracuse, New York 











Kansas City, Mo.—The Pearson-Deuglas Company has registered the 
trade mark, ‘‘Commander,’’ in the United States Patent Office. This trade 
mark covers a comprehensive line of loose leaf devices and supplies. 

San Francisco, Calif.—_Jack Polster, head of the loose leaf department of 
A. Carlisle & Company, Upham & Rutledge, Inc., together with Clarence 
Wakeham, has been elected to the board of directors. At a recent meeting 
of the board of Harold Baxter was elected vice-president in charge of the 
sales promotion and the ‘“‘Lithotone’’ departments. 


A HISTORICAL EVENT 


Many years ago Adam and Eve were in the Garden of Eden. Adam 
picked out two nice, flat-surfaced rocks and suggested to Eve that they 
sit down. Eve objected claiming the rocks were hard. Adam, ever 
anxious to please, gathered two bunches of moss which he placed on 
the stones, and so this is the first instance of the use of seat cushions. 
Since the time of Adam and Eve man has been using seat cushions but 
for effect none of them were much better than the Jayer of moss, and 
many not as good. 

Moss, hair and various fibres are used as padding in cushions, however, 
sponge rubber is now being used in approximately 90% of all seat 
cushions, and is an ideal material for this purpose if cushions are prop- 
erly constructed. r J p oa 
The great disadvantage of the use of sponge rubber in cushions is its 
heat retaining and insulating qualities. This during warm weather 
creates a condition which completely overcomes any advantages a seat 
cushion should provide, and in addition, creates an unsanitary and 
unhealthy condition. 











RESPIRATOR 
A device which 
creates artificial 
respiration. 





Forced 
Ventilation 


Comfortable 
Cool 


Respirator Chair Cushions are made of sponge rubber, however, by means of 
cups (which are in turn compression and vacuum) and lateral tubes which 
connect all cups, each movement of the body creates air currents which ven- 
tilate cushion and thereby completely overcome all the disadvantages incurred 
with sponge rubber in seat cu ons. ~ 

If you are interested, and will so advise, we will have our representative call, 

or, we will send you a Respirator Cushion on approval. . 








L. M. BICKETT COMPANY, Watertown, hay 
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GITS-NIFE 








Send for 
















For All Office Cutting Purposes complete 
STATIONERS: Y il 7 
Sais a denmasustion or Gre NITE catalog of 

you can use it to bring | | ¥ 
Stamesnrehateee | DESK LAMPS 
for opening letters, sharpening ncils, 
clipping news items, cutting cardboard. and 


making ink erasures, ete. Blade slides 
into handle when not in use; slides out 
and can be fixed at four different pro- 
jections for different uses There are 
three grades of GITS-NIFE, 75c, $1.00 
and $1.50. Beautiful display box with 
each initial order of two dozen or more, 
of any grade. Write us direct 


Gits Bros. Mrc. Co. 
1848 S. Kilbourn Ave.. Chicago 


STUDENT LAMPS. 





Marks Manufacturing Company 
521 West Monroe St., 


































maui Megtunvatte Chicago 
S > SS) 
aD a 
NEW! Loose Leaf Rings 
“ — = | , No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 
— Diameters 
Open Easily Yo—iso 
RAND ——- ne 78 “ 
MAK-UR-OWN Securely 350 * 
ALL TRANSPARENT INDEX For loose leaf books, binding reports, blueprints, etc. 
TABS Write ie intametee T eose Leaf Metals 
Write now for samples and prices 
THE VICTOR SAFE & EQUIPMENT COMPANY, INc. The E. W. Carpenter Mfg. Ce. 
NORTH TONAWANDA, N. Y. Bridgeport, Conn. 





















THE FULTON MAN 
says: 


‘*Inflation is no guess but a 
fact. Stock on your shelves pro- 
tect you against falling value of 
the dollar.”’ Order Fulton Qual- 
ity Daters NOW. Many daters now 
in use do not have 1934 on the year 
band, and you can replace them only #} 
when you are stocked up. The Fulton Ji 
Dater, made with corrugated alu- WF 


Write for Free Tube 
& Profit Story 














Tis special 


adhesive holds with a 
sinewy grip —yet Grippit 






can never wrinkle og! Craps minum roll and bands of live rubber, 
off like adhesive tape it is so clean is easy to adjust, stays in alignment 
and makes clear, sharp impressions. 





With every dater sell the “Standard 
of Quality” Dri Kwik Stamp Pads 
Every sale means a satisfied customer 


Fulton Specialty Company, Elizabeth,N. J. 


that any excess rubs off, leaving work 







and fingers unsoiled 






Boston 





Harriman-Welts Products Co., 200 Summer St 
’ 














Did You Ever 


 STPLIILLIPS”” M | want to store away 
| earbon copies? 
HECTOGRAPH CARBON — ff | £2. fcc tt betes ne 
HECTOGRAPH and RECORD TYPEWRITER | are easily adjusted to any width of 
RIBBONS 


sheets or distance between centers— 
invoices, bills of lading, receipts, 


Warrants your consideration. | letters, etc. The capacity is regu- 
. : lated by interchangeable posts. F. B. 
Outstanding developments, far in advance of com- | Loess Leal Vian ennteaaiedl ond e e 


petition, from the Laboratories of L. A. Phillips. ff cnatensasd. Rall x: 00.50 oe de. 
| sets f.o.b. New York with a good MFG. CO. 


PHILLIPS PROCESS ao® Inc. | profit for stationers. Write for 1228Intervale Ave. 
82 St. Paul Street, ROCHESTER, N UY. | ih —_— New York, N. Y. 
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NewRITE-RITE Whit 


Popular priced new package, original 
in makeup and design. Appropriate 
for bridge prize, travel kit, scholar’s 
companion, everyday gift, or premium 
item. 


Consists of a beautiful, new Finger- 
fit Sr. Pencil, a celluloid tube of 
““Micrometric” leads, and extra 
erasers, packed in a self-sealing, sani- 
tary, clear celluloid box with hinged 
cover. 





The top surface of the box is im- 
printed in gold with the lettering 
‘The Rite Rite Travel Kit.”” A two 
color card of modernistic design is 
used as a background, to set off the 
contents. 





Full details to stationers on request. 


Rite-Rite Manufacturing Co., 1501 W. Polk St., Chicago 
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STURGIS Posture cHairs 


Easy, quick adjustments 
without tools 




















A complete and out- 
standing line of metal 
posture chairs sold 
exclusively through 
dealers. 

Exclusive ter- 
ritories still 





available. 
Write for STURGIS POSTURE 
particulars. CHAIR COMPANY 






STURGIS AAICH, 
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Markilo Celluloid Products 


are made of the acetate (non-inflammable) cellulose, and 
embody features of our own 
design. 

Envelopes for ring binders, 
—billfolds, cards, papers, etc. 
Indexer strips (blank-label) 
and tabs, celluloid fasteners. 
4 Book markers, book covers, 
Fj] etc. The Dozen System vs. 
M4 Decimals, Booklet 25c. 


MARKILO CO., Mfrs. 
936c W. 63rd St..Chicago,U.S.A. 














MR. STATIONER: 


Do YOU Feature YOUR 
OWN brand Products ? 


If so, be sure your INK 
ERADICATORS are manu- 
factured by the makers of 
the old reliable “H. A.” orig- 
inators of special imprint 
Ink Eradicators. 


Best by Test 
For Particulars, Apply 


H. A. Ink Eradicator Company 


1545-47 West Farms Road, New York City 




















Pens —— 


WHY NOT TURNER & HARRISON? 
High Grade Pens 
Our One Product 
Since 1876 





wt bo ove manT 


TURNER & HARRISON PEN MBG. CoO. INC. 
PHILADELPHIA 





Color is the life of type- 
writer ribbuns and carbon 
paper. 


Strength and perma- 
nence of color are the excel- 
ling features of CODO Ribbons 
and Carbons. 


Color can help you be- 
come the leading distributor 
of ribbons and carbon in your 
territory. 


The quality of CODO 

Ribbons and rbons is fit- 

tingly exemplified in their 

modern, brilliant. attractive 

packing. 

Proof and full information 
on request 


The Codo Manufacturing Corp. 
New York Coraopolis, Penna. Chicago 








This business is YOURS! mero" o. 


uses cards; and if you make a bid for »),. cpatield Paper Co. 
the business, it’s a ten-to-one chance Detroit 

you'll get it. For business cards come 
to mind in the same thought with Washington, D. Cc. 


office supplies. The Barton, Duer & 

Ask any paper merchant here how pete hg 
to build a repeating business with — Carpenter Paper Co. | 
Wiggins Compact Binders and Book —s s, = 
Form Cards. pas ‘Toledo, Dayton, -" 
Columbus, Cleveland 


The JOHN B. WIGGINS COMPANY The Central Ohio 
Paper Company 


BOOK FORM CARDS COMPACT BINDERS 


Pittsburgh 
, The Chatfield & 
LMOST every customer Woods Co. 


Cincinnat! 


Seaman-Patrick 
Paper Co. 


Baltimore 


(Originators of Scored Cards) 
1162 Fullerton Avenue Chicago 























Handy Things for Offices 


To fasten maps, charts, drawings, photo- 
graphs, prints and light weight pictures 
to walls or woodwork, the new 


MOORE 


Aluminum Push-Pins 


meet every requirement. Easy to use and can be 
inserted with a hammer. 


Our small counter displays, holding 
6 for 10e one dozen window-front packets, 
make sales. Your jobber will 


supply you. 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. Philadelphia, Pa. 




















OFFICE APPLIANCES 


THE STATIONER’S 


SCRAP BOOK 


OF IDEAS 


PRICE $400 POST FREE 


The most valuable moneymak- 

ing volume ever placed before 

the Stationer Trade—Contains 

nearly 200 hints in connection 

with every department of your 
business 


Press Comments: 

The book contains some 178 pages of common sense 
suggestions for commercial stationers and dealers in 
office equipment. It is conveniently divided into four 
sections, as follows: Organization; Advertising and 
Publicity; Selling Ideas; Window Display and Selling 
Ideas for Specific Lines. An indez in the front of the 
book classifies the subjects treated and gives the numbers 
of the pages where the stalioner may find suggestions on 
the particular phase of his business that he may be in- 
lerested in at the lime. The subjects run all the way 
from account books to window dressing and are written 
in such a way that the volume is an excellent reference 
book. 

Office Appliances. 


The Scrap Book can be dipped into almost anywhere, 
and useful hints on a wide range of subjects, presented 
in a very readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a 


series of approved ideas, and the volume should meet 
with a warm welcome. 
The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C. ENGLAND 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 


First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include ““METHODES” in your ad- 
vertising appropriation: It pays. 


Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 
Paris X¢ France 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 


in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 


6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: S. & D. Loose Leaf Co., 427 N. San 
Pedro St., Los Angeles, Calif. 

















SALES LETTERS 


Need the Support of 
SALES LETTERHEADS 





Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In a ance, it 
ought to be on a par with your best 
dressed salesman 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 








Engraved Stationery Buffalo 
AMERICAN EMBOSSING COMPANY 
35 N. Division St. Buffalo, N. Y. 
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OFFICE APPLIANCES 


Royal polly, sum 


full dealer promotion and protection 


PRODUCT 


The Royal Portable Type- 
writer... finest of home- 
sized writing machines. 
Two models...two prices. 


LIMITED STOCK 


REQUIREMENTS 


With the Royal Portable, 
Standard and DeLuxe 
models, satisfy every 
Customer -Requirement 


For 1934... Royal’s selling plans 
are definitely shaped to fit the #n- 
dividual requirements of the indi- 
vidual dealer. 

Two models . . . the Standard 
Royal Portable and the DeLuxe 

. will be featured. Each will be 
“The leader of its price class” . 


in every respect, “The finest of 


home-sized typewriters.” Yet both 
will be so priced as to provide a 
generous profit margin for the 
retailer. 

In keeping with Royal’s policy 
of long standing, every Royal 
Portable dealer will be accorded 
full promotion and protection. He 


will receive the advantage of 





Royal’s extensive advertising and 
merchandising cooperation... he 
will be always protected on in- 
quiries which reach the home 
office or any of its branches. 

With only two models your in- 
vestment is limited to 100% live, 
quick-moving, profit-winning 


merchandise. 


Royal Typewriter Company, Inc., Dept. OA-134, 2 Park Avenue, New York City 





Stock and handle the 
Royal Portable exclusively. 


Canadian : 362 Notre Dame Street West, Montreal 

Please send me—without obligation—ful!l details concerning the latest Royal 
Portable models, together with further information regarding Royal's plan of 
Dealer Support 











This year... Win a Lion’s ee 
Share of Profits. Ai — 7 
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ROYAL 
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Make 1934 a PROFIT Year With 
HEYER’S NEW STENCILS 


Send coupon TODAY for free Samples 


1934 is here! Will it be a year of greater profits and more 
satisfied customers? Will it be a year in which you'll build 
up your sales to their old volume? Or will it be just another 
year, an era that must necessarily be passed with as little 
effort as possible? 


NOW! Now is the time for you to decide. And if you decide 
that 1934 must be a better year, if you are willing to put on 
a little extra pressure and introduce quality merchandise 
that stays sold and gives you a just margin of profit war- 
ranted by your sales efforts, then you'll surely send the at- 
tached coupon for further details about this new line of 
stencils, a quality line that will help you to regain your lost 
volume—and then keep it. 


These new HEYER QUALITY STENCILS offer you definite 


sales advantages by giving you: 


A SIX POINT ADVANTAGE 


A line composed of three types of stencils. Royal 

1 Blue, Royal Purple, and Royal White, each having 
different characteristics to fit the requirements of 
different customers. 


Each quire (24 sheet unit) is contained in the dis- 
tinctive, newly designed boxes. We don’t have to pro- 
claim these boxes as being up-to-the-minute and sales 
impelling. Leave that for your customers to tell you. 


Each of the three types of stencils are supplied in all 
sizes with differently punched headings to fit all stand- 
ard stencil duplicators such as the Lettergraph, 
Flexograph, Mimeograph, Neostyle, Rotospeed, Un- 
derwood, Multistamp, Postograph, etc. 


Constant quality—Our stencils are produced under 
very careful supervision. Every one of our stencils, 
regardless of when it is made, has the same chemical 
content and qualities as any other. 


Constant source of supply—The name “HEYER” 
has stood for the best in duplicators and supplies for 
over thirty years. This is your best guarantee of our 
honesty, integrity and ability to fill your orders at any 
time. 


4 Complete line from one source—You can fill al- 
most all of your duplicator requirements from the 
“HEYER QUALITY” line. Stencils, Inks, Styli, Gela- 
tine and Stencil Duplicators and miscellaneous supplies 
all from one house. Consider the trouble and expense 
you eliminate by being able to have your order com- 
pletely filled at one source of supply with the highest 
quality (HEYER QUALITY) merchandise. 


a a kh W WN 


You don’t have to take our word for a thing! 
Just fill out the enclosed coupon and give these 
stencils a test; prove to your own satisfaction as 
well as to your customer that this is the line of 
stencils for you to sell. 


PAAR atthe 
MAJESTY 
tHe a y 


THE WETTER CORPORATION 
i CMICAGCO. Linors, USa. 


* 





HEYER CORPORATION 
945 W. Jackson Blvd. 
Chicago, Illinois. 





obligate me in any way. 












ROYAL BLUE 


A stencil with a 
soft, blue coating 
which produces 


eavily inked rib- 


bon. 


ROYAL PURPLE 


A stencil with a 
ee 
e coating whic 
produces sharply 
defined copies 
similar to print- 
ing produced 
from typewriter 

type. 


ROYAL WHITE 


A semi-opaque 
white stencil 
which, when used 
in conjunction 
with the carbon 
paper furnished 
with each quire, 
gives a black on 
white typed effect 
on the stencil 
very similar in 
appearance to 
typing on ordi- 


‘mary paper. 


proven very pop- 
ular with con- 


sumers produc- 
ing large num- 
bers of typed 
stencils because 
of its perfect leg- 


a 


(1-34) 


Please send samples of your stencils along with further in- 
formation about them. Please understand that this does not 
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